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EVERY LEAKPROOF BATTERY NOW GOING TO WAR: 
NEW RAY-0-VAC CIVILIAN BATTERY TAKES ITS PLACE 


SS, 


£ 


The Ray-O-Vac 
Leakproof 
Battery 


ALL RAY-O-VAC LEAKPROOFS FIGHTING 
WITH ARMIES OF THE UNITED NATIONS 


Because of the steel shortage, the full production of the 
famous sealed-in-steel Ray-O-Vac Leakproof battery is 
now being devoted only to the needs of our fighting 
forces and those of our Allies. More and more Leak- 
proofs are needed in all parts of the world where their 
unequalled shelf life, capacity and sealed-in-steel pro- 
tection are helping to do the job—on land, sea and 
in the air—on every battle front. Until the war is won, 
Leakproof batteries will be made only for the military 
forces of the United States and its Allies. 


Special Notice 
Under present limitation order L-71, no portable radio 
batteries may be made. Farm radio batteries are per- 
mitted in severely restricted quantities. 


The New Ray-O-Vac 
Civilian 
Battery 


ANNOUNCING THE NEW RAY-O-VAC 
BATTERY FOR WARTIME USE AT HOME 


There is not enough steel for both military and civilian 
use so Ray-O-Vac Leakproof batteries will not be made 
for home consumption for the duration. Metal tops are 
also prohibited. In its place and in limited quantities, 
the wax top battery with paper tube shown above will be 
manufactured for civilian use. 

While obviously not equal to Leakproof, the shortages 
of vital and imported materials reduce the capacity of all 
batteries slightly. We believe the American people will 
be glad to make this sacrifice so that our fighting forces 
can get the best. 

The available quantities of all flashlight cells are not 
enough to go around. We urge every retailer to festrict 
his sales to the most essential uses. 


RAY-O-VAC COMPANY «~ MADISON, wisconsi 

















Te speedy transfer of men at sea is often neces- 
sary in naval operations. Rope provides the means 
of the ship-to-ship transfer shown above. This is but 
one of hundreds of uses that makes our Navy and 
Merchant Marine the largest single buyer of rope. 
Today the cordage industry is swamped with de- 
mands for rope, every need of which is vital to our 
war effort. You can understand why civilian and 


ROPE ADS OUR MEN AT SEA 


Oficial U. 8. Navy photograph 


even industrial users are asked to get along with what 
rope they have. Everyone who uses or sells rope 
can help the situation by promoting conservation of 
rope through proper care. 

“Care Saves Rope” contains 16 pages of prac- 
tical suggestions for conserving rope, plus 


knots and ‘splices. Available to the trade in 
quantities. 








AMERICAN MANUFACTURING COMPANY 


Noble & West Sts., Brooklyn, N. Y. 


ROPE — TWINE — OAKUM "-—’ PACKING 


SAE Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis, Mo. 


ROPE 


iS A WAR NECESSITY 


Sales Offices: Boston, Baltimore, Philadelphia, Chicago, New Orleans, Houston 


CARE SAVES ROPE! 





























FROM ONE WAR WORKER 
TO ANOTHER 






Winning the war is our No. 1 objec- 
tive. Our part is manufacturing equip- 
ment for which our lock-making facilities 
are best suited. 5 

You have the same objective. And you 
are aiding the war program; first, by help- 
ing supply war plants in your locality; 
second, by helping meet vital civilian 
needs. 

Our salute to you is this advertisemeént 
in the SATURDAY EVENING POST, one 
of a series dedicated to building good 
will for our dealers and to creating store 
traffic for available hardware store items. 


~YALE~ 


YALE PUTS 3 BIG SALES MOVERS IN YOUR BUSINESS > 








tHe nAmeE YALE wetrs make THE SALE ) 


THE YALE & TOWNE stimrono conn. us. a. 


3 
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\NAONAL 
WRG. CO. 


Natiegnal 


has enlisted for the duration 
and years beyond! 


E fully realize today’s important job is to win this 
war. All-out effort is required with complete unity 
for a decisive victory, and the quicker that goal is attained 
the less will be the loss of life, property and equipment. 


Days ahead are filled with opportunities for a display of 
sacrifice, unselfishness and quiet courage. Like any other 
truly American organization, our company is enlisting all 
of its resources in man-power and machines to serve 
our government, whatever the command. 


Naturally, war orders receive precedence over all others. 
Whatever material is left available will be used for the 
production of our regular line of Builders’ Hardware, 
which will be manufactured with the same precision and 
care as heretofore to hold true to our high standards for 
quality and excellence. 


Many products are still available for contractors and 
builders which can be supplied only on priority ratings. 
We urge our customers to make use of these government 
forms to facilitate early delivery. 

May we express our appreciation for the fine consideration 
displayed by the trade in exercising patience and faith until 
that dawn of peace when we shall carry on serving our loyal 
customers in the same conscientious manner as in the past. 


* * * 


NATIONAL MANUFACTURING CO. 


STERLING, ILLINOIS 
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(STANLEY) 
THE TOOL/BOX OF THE WORLD 
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ACCURATE MITRES, every time, are assured 
with a Stanley Mitre Box. 

In the complete Stanley line there are mitre boxes 
especially designed for woodworking, for school 
shops, linoleum laying and metal cutting. Every 
one is made to close precision limits with simpli- 
fied construction for easy setting. All bear 
this world famous mark of quality in tools 


Catalog No. 34 shows a complete range of mitre 
boxes and other Stanley Tools, Ask for « copy. 


STANLEY TOOLS 


NEW BRITAIN, CONN. 


THE TOOL BOX OF THE W RUC 











WATCH THE BIRDIE! 


 HENEQUEN & EXisTing 





All the new branches on the “Rope Family Tree” 
are being developed as rapidly as nature and ingen- 
uity will permit. But one of the most promising is 
that limb on which the birdie sings—synthetic fiber. 

Already, Plymouth’s laboratories have developed 
a synthetic fiber rope for military (secret) use, that 
has even greater tensile strength than Manila. 

Some day, that birdie may be singing a sweet song 
for American hardware dealers. 


. . +. You can depend upon Plymouth to pioneer 


THE Kope YOu 








MANILA StocKS 


© Plymouth Cordage Company 


a way through experiment with natural fiber, as 
well as through the development of synthetics, to 
supply you with the rope you need, as quickly as 
is humanly possible. 


Meantime, save rope, save twine. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts and Welland, Ontario 
Division Offices: New York, Chicago, Houston, San Fr 
Warehouse Stocks: New York, Boston, Philadelphia, 
Baltimore, Houston, Chicago, San Francisco 








PLYMOUTH co, 


CAN 


TRUST 
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Originated 
DEXTER-TUBULAR 
LOCKS & LATCHES 


and 
MODERN CABINET HARDWARE 


Built-in stamina makes possible the endurance and 
performance of American submarines under gruelling 
wartime conditions. Dexter Tubular Locks and 
Latches and Modern Cabinet Hardware originated by 
National Brass Company are manufactured to similar 
exacting specifications — possess a quality that enables 
them to be backed by a Lifetime Guarantee. 


National Brass Company Modern CABINET HARD- 
WARE and the Dexter Tubular Commander line 
conform with the specifications given in the new 
Builders Hardware Manual of the War Production 
Board and can be promptly supplied to those with 
qualifying rating. If you do not have both the Handy 
Reference Cabinet Hardware and the Commander 
Line Catalog, write for your copy. Let us serve you. 














How to make one saw blade 


do the work of two 


ELL “ Double- Life” and you make one 
saw blade do the work of two. 

““Double-Life” is the war model of Millers 
Falls famous Blu-Mol high speed molyb- 
denum hack saw. It has cutting teeth on 
both edges, with a slight differential in set 
so that each edge in turn cuts fast, free of 
drag or wear. It has an unusual heat treat- 
ment that makes edges hard, leaves center 
soft — a very tough blade. Each edge delivers 
all the cutting service of the finest single edge 
machine blade, yet ““Double-Life” costs only 
50% more. “Double-Life” thus provides the 
lowest cost per cut of any blade on the market 
by a clear margin of 25%. 

With shortages a paramount issue today, 
““Double-Life”’ is most important for its sheer 
saving of one of every two pounds of alloy 
steel. 





This is a Millers Falls peacetime develop- 
ment, now perfected to help win the war. 
While “Double-Life” biades are now avail- 
able only for distribution to high-priority 
war plants, the reputation they’re building 
is one more reason why Millers Falls tools 
are a strong line for you in this priority mar- 


ket and in the market of the future. 


The Millers Falls line includes a complete 
selection of hand and machine blades — high 
speed steel, tungsten, molybdenum, and the 
amazingly tough and flexible Tuf-Flex — in 


full range of sizes. 


MILLERS FALLS COMPANY 


Greenfield, Massachusetts 





MILLERS FALLS 
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BETTER HEALTH and 
Economical Cooking 


Good Cooking to keep America strong and healthy has 
its important place in our all-out effort for Victory. 
There is some satisfaction, therefore, in knowing 
(while we are totally engaged in war work) that 
Monarch Ranges are playing a major rale in performing 
this vital home-front function—and that they have 
the in-built quality to continue to do so with full 
dependability. See that every MONARCH Range in 
your community is kept in operating condition. 


* 








= ce 




















There will 
always be 
MONARCH 
Products 
: —. * 
| ay [Order Repairs When Necessary From Factory] 


ee MALLEABLE IRON RANGE CO. 
Beaver Dam, Wisconsin 


Invest at least 10% of your earnings in WAR SAVINGS BONDS 
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N E Wi Colored to match finish 


FOR FURNITURE - WOODWORK 
Tray LINOLEUM 


TRACE MARK REG. 












PLUG PROFIT LEAKS ON 
HARD-T0-GET ITEMS 


There's big profits for you in 
the household market. Tap them 
with this amazing new Simoniz! 
Thirty millions of families to sell. 
All proud of their homes. All 
looking for a better way to keep 


S BSANY . CONTE ra se ¥ 
IM 0 2. | them looking their “‘best’’. Dis- 


CL ad Ser Sead 
FANS ann PROTEST play ... Household Simoniz sells 


stegy itself. You are going to have a 


tor atc deal lot of calls for it. Order now! 
















SELLS RETAIL 


at 75¢ 


(Packed 12 to carton) 


FR 3 Get one of these beautiful 
displays. Lets your customers 
know you have Household Simoniz 


COLOR RECOMMENDATIONS 
MAHOGANY —also for cherry, redwood 
OAK—also for dark mahogany, ebony 
MAPLE—also for light oak, birch, pine 


Be among the first to have 
Household Simoniz! 





NEUTRAL—for bleached and light woods THE SIMONIZ COMPANY. - CHICAGO. U. S. A. 
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RUST-PROOFED 
RED HOOKS 


chances with@hell 


from sorgaaim 


lost f@ 


; 


a 


ULDERS AND COLLAR CHOKE 


-1P-2 
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By supplying each purchaser of a Myers water system 
with a practical, workable manual on the care and main- 
tenance of his Myers system, Myers dealers have always 
been able to safe-guard their profits, keep customers sat- 
istied and confine their service calls to making profitable 
repair part sales. Thanks to Myers simplicity of design 
and accessibility — and these helpful manuals — Myers 
owners can make their own minor repairs and adjust- 
ments, eliminating service calls that needlessly consume 
time and wear out tires and actually cost the dealer money. 
Be sure all your water system customers have the correct 
Myers manuals for their particular systems. Copies of any 
of these manuals will be gladly sent you free for your 
customers, 


MYERS “HANDY REPAIR KIT” 
for all Myers Plunger type shallow 
well pumps and water systems. 


x «wer xe 


A Profit Item. It's complete including 
cup leathers, gaskets, valve springs. 
and similar minor parts likely to be 
needed from time to time. Most owners 
can handle these simple repairs them- 
selves. Write us for full information. 


THE F. E. MYERS & BRO. CO. 
ASHLAND, OHIO 


Os Behind War a Take om Pe 
Band dale PUMPS WATER MYE ERS we 
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AIR EXPRESS 
GAINS SHARPLY 


Express carried by commercial air 
lines in first six months of this year 
gained sharply over a year ago, ac- 
cording to AIR Express Division of 
Railway Express Agency. It said 
movement of essential materials 
was largely responsible. 

In order that air lines may utilize 
cargo space more efficiently, ship- 
pers are urged to forward traffic 
earlier in the day, when more space 
is available than on night flights. 


Taken from Boston{News Bureau,;August 22, 1942 


You do not need a priority to ship by Air 
Express, but if you have war production 
shipments requiring priorities, they will be 
granted. Phone Railway Express Agency, 
Air Express DIVISION, or any air line. 


W IP 16’ AR 


UR is EXPRESS 


ionof RAILWAY EXPRESS 
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ron it RIGHT NOW? 


All Dexter facilities are now employed 24- 
hours a day...7 days a week... in the 
making of precision war instruments. But, 
that has NOT stopped our thinking and 
planning for the big day ahead when Victory 
comes. Then you will have a new and refined 
line of Dexter Washers to sell. Until then 
we intend to keep Dexter’s good name and 
reputation for highest quality alive in the 
minds of the American public. A national 
advertising campaign on’ the Dexter Twin 
Tub method of washing is running right 
now. This campaign is a promise that the 
American way of living: will return — 
that Dexter Washers, refined and im- 
proved, will again be available through the 
large and loyal Dexter Dealer Organization. 


THE DEXTER CO. 


FAIRFIELD, IOWA 
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SING! 


Powerful magazines reaching some 10,000,000 
urban and rural hemes will carry the Dexter 
Twin Tub story. You'll see these advertise- 
ments in the Saturday Evening Post, Better 
Homes & Gardens, The Country Gentleman 


and Successful Farming. 


NEW TWIN TUB BOOKLET! 
[ay 


Backing up this campaign MLA d4 
is a brand new Dexter |} % 


Twin Tub booklet. Tells J )%S 
the simple step by step (8) , 
method La 


of Dexter Twin 


4 
1\%, 


Tub washing. 


A Complete War-Time 
Dealer Help Program! 


Folders, stickers, novelties to keep parts and 
repair business flowing your way. A post 
card will bring complete details. 
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Florence and Florence Dealers can well important war work. We know our 
be proud of the millions of homes they dealers share our pride that through 
have equipped with modern ranges for the volume sales they helped de- 


Pg 
various fuels and efficient oil-burning velop, Florence is now able to pro- 
ome nt heaters. These homes can count on duce war materials in the American 
satisfactory service from their heating mass production way. 
; 


* 


and cooking equipment for the dura- 





4. 
* tion 1 
e “All-out” for Victory 
OUN all0 And for new homes and vital replace- Sincenes’s eoninel, wines, dente 
* ments, Florence Heaters are still avail- agement and resources—a $30- 
000,000 production capacity! 
’ able! —are ay being converted 
* Meanwhile. Florence carries on with ine dna 











Top Quality for 70 Years 


FLORENCE RANGES 


and 


OIL HEATERS 


Pot-type * Cabinet + Sleeve-type * Driven-Aire « Circulating * Radiant 





FLORENCE STOVE COMPANY: Gardner, Massachusetts; Kankakee, Illinois; 1458-59 Merchandise Mart, Chicago; 45 E. 17th Street, 
New York; 53 Alabama Street, S.W., Atlanta; 301 N. Market St., Dallas. . 


Exclusive Geatwres 
of “Ames” 
Solid Shank Shovels 


The blade and socket made f 
one solid piece of steel 
The Shock Band whi 
0G ai code 4 al -U at-bat 
ep a-(ol-s- Me alt ta aa-T-4a-To! 


aie pressed 


Ask your Jobber 


4 y 


~ AMES 
AMES BALDWIN WYOMING CO. Sine _) 


PARKERSBURG, W. VA NORTH EASTON, MASS C 1774 ») 


AMES” PRODUCTS 
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DEALERS EVERYWHERE REPORT 


EXTRA SALES from EXTRA FRESHNESS 


OF WINCHESTER FLASHLIGHT BATTERIES 















"We like W 


, ced to carry 
: ince we commen . 
“Our sales have increased sin Batteries wi 


: ° rl 
the Winchester line of batteries. With 18 — he 
sales have jumped to new heights. (A deale 


York) 


nestor Flashlight 
th the ] : 
dating on them. It g cea 





















GS Ourselves." 
dealer) 









Power-Saver Inner-Seal is not only 


i +, construction but a 
reat improvement in cc ) bi 
Suninese-bullder as well. With this qnee 
feature our business has increased very Sv 
stantially.” (A New York Dealer) 


“The new 


















—~ 





{ - : "Durj P 

B MTCeu YFINg Our man 

Be Noisy Flashlight Batterie, 
© eee crue : Superior, The 18 

longer life, 

Detroit, Michi 








18 MONTHS’ DATING INSTEAD, OF 12, 
GOES OVER BIG WITH CUSTOMERS 


The EXTRA FRESHNESS feature of WINCHESTER 
Flashlight Batteries. is winning new customers for 
dealers daily. , 


Millions of battery users from coast to coast are read- 


«bi as od ces PO ay with . . . : 
NCHESTER DET py 88 2 gusranire chet O07 sea with ing about this extra freshness in the big colorful 
WING Ne} , conti? FE, go 800T is to 
parte’ ‘ oaths): » | 
This » fa: 
. every 


sasight 1 half-page advertisements in LIFE, SATURDAY 
EVENING POST, COUNTRY GENTLEMAN, 
PROGRESSIVE FARMER, FARM JOURNAL, 
FIELD & STREAM, and OUTDOOR LIFE with a 
circulation of over 13,000,000. 
For twenty-two years Winchester batteries have 
been winning a mounting preference by their 
superior quality and service. Building on this 
consumer brand preference, this — dra- 
matic campaign is helping to make quick easy 
sales for you....Order from your jobber today. 
WINCHESTER REPEATING ARMS CO., NEW HAVEN, CONN., U.S. A. 
Division of Western Cartridge Company 


_s WINCHESTER 


DIV. OF WESTERN CARTRIDGE CO. **On Guard for America Since 1866’’ 
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SKY POWER wiInpDMILL 
WATER 
SYSTEMS 


















Farm people are looking for ways of increas- 
ing production with less labor and drudg- 
ery. That’s why Sky Power’s “water on tap” 
automatically builds sales demand. It’s a 
forerunner of sales leadership for you when 
materials for building water systems are 
again available ... when we have Schickl- 
gruber corralled and hog tied! 
We'll do all we can to furnish you with re- 
_ and parts to keep every Sky Power 
ystem running smoothly and producing 
top notch results. We'll help keep every 
unit a community recommendation for you. 







RUNNING WATER 
SYSTEMS 


DISTRIBUTED BY 
Vie naieME BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
*PUMPIJACKS « Fort Dodge, !a.; Cedar Rapids, ta.; Fredericksburg, 
lo.; Omoha, Neb.; Kansas City, Mo.; Enid, Okla.; 
HAND PUMPS « Hutchinson, Kan.; Brandon, Manitoba, Canada. 













WELL SUPPLIES AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 


Lubbock, Texas; San Angelo, Texas. 
BAKER MFG. CO., EVANSVILLE, WIS. 





MILLIONS 
OF TOOLS NEED 
NEW HANDLES 





OUR GUARANTEE 
This Daniel Boone Handle is made of 







have been approved by Too! Makers 
and Too! Users as being unequalled. 







Millions of users WO BETTER HANDLE CAN BE MADE 
must keep the axes, 
hammers, hatchets, 


sledges, and picks they 
now own in service. To get x 
top efficiency from these 
tools all broken and damaged 
handles should be replaced 
with good new ones. + 
independent tests by engineers con- 
nected with leading universities show 
thet our Daniel Boone Handles are 37% a 
stronger than the average of all other i, 
grades and brands. Boe 
In cases where war demands make it impos- ; 
sible to furnish Daniel Boone Handles, we supply 
your jobbers with other well-known Turnerday 
brands that are priced to give your customers equal 
value. Consult your jobber. 


7 
Se 


TURNER, DAY & WOOLWORTH HANDLE (0., ia 
LOUISVILLE, KENTUCKY 


FOR OVER 80 YEARS WORLD S$ LARGEST HICKORY HANDLE MANUFACTURER 












| @Improved dynamic design (patented) 
| gives perfect balance plus unequalled 
| efficiency in both chopping and driving. 
| Full force of each blow is centered at 


| Temper Products, Cleveland, Ohio. 








point of impact, as in sketch. 
Stock, display and profit with this uni- 
versally sought and accepted tool. 
National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 


TRUE TEMPER 


PRODUCTS 


FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 














DIAMOND 


TOOLS at the FRONT 





The precision and quality of 
Diamond tools is now success- 
fully meeting the severe tests 
of military duty on our far- 
flung battle fronts — Peace- 
time tools are now tools for 
Victory. 





DIAMOND CALK HORSESHOE CO. 
Duluth, Minn. 


4622 Grand Ave. — 
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1. WHAT IS THE PURPOSE OF THIS LIMITATION? 
The general purpose of WPB order L28A is to con- 
serve Critical materials. 


* * * 


2 WHAT SIZES AND TYPES OF LAMPS ARE AFFECT- 
ED? The lamps that are to be discontinued are types 
or colors which are not essential either to civilian needs 
or to the war effort: 

In the fluorescent line, colored lamps will be discontiny- 
ed. Only 3500° White and Daylight lamps will be 
available. 

Among the filament lamps, 10, 15, 25, 40, 60, 100 and 
150 watt sizes will be available as before. The fol- 
lowing are discontinued: ~ 


50 and 75-watt sizes. 

Flame tint and colored lamps (except red, green, 
and blue in certain sizes ). 

Purely decorative lamps such as flame-shape and 
some round bulbs. 


On voltages, there will also be a simplification. Avail- 
able voltages will be only 115, 120, and 125. 


* * * 


3. WHAT EFFECT WILL THIS HAVE ON INDUSTRY, 
COMMERCE, HOMES? These changes will work little 
hardship on homes, offices, stores or factories. Flu- 
orescent lamps in 3500° White and Daylight are the 


HOW WILL THE WPB LAMP LIMITATION 
ORDER AFFECT YOUR CUSTOMERS ? 


[ Every Lamp Dealer will want to know 
L the answers to these questions 








ones which industry needs. Mercury lamps will be 
available as before. Beside the necessity of good light 
to speed war production, there will be light for safety 
in our streets, light for transportation, light in our 
schools and hospitals, as well as the necessary amount 
of light in homes and stores and offices. 

Homes and stores will have to get along without cer- 
tain decorative lamps. But the very purpose of this 
order is to conserve critical materials and, at the same 
time, to supply the essential needs of war industry and 
essential civilian needs with as little inconvenience as 
possible to all concerned. 


* * * 


4. ARE STOCKS OF DISCONTINUED ITEMS STILL 
AVAILABLE? All discontinued lamps now on our 
schedules will be available until present stocks are 
exhausted. 


* * * 


As the war goes on, it is only natural to expect that there 
will be fewer types and sizes of lamps available. Whatever 
inconvenience is involved, however, is a small sacrifice 


for any of us to make to help win the war. 


We, in General Electric, pledge to the users of G-E MAZDA 
lamps that we will continue to supply the most efficient 
lamps that G-E Research and G-E manufacturing skill 


can produce. 


G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 


There’s a G-E MAZDA lamp for every essential lighting need. MAZDA is not the name of a thing, 
but the mark of a research service. 
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~ WOOD SHOVEL 


A NAME WHICH MEANS BEST IN EVERYTHING. 


One thought constantly maintained throughout our entire 
manufacturing process is to build shovels, spades and scoops to 
one unvarying and uniform level of quality. The timber for our 
handles, the steels for our blades, are carefully selected and 
thoroughly tested during each step of fabrication. All inspec- 


s made during manufacture rigidly insist on top quality. 





Our pr ry basis of factory operation is Quality Control rather 





than speed o oduction. Every shovel, spade and scoop carry- 
ing each of our br s—MOLY...BIGFIST...WOOD... 
STUART... PIQUA . ~~WILSON—must be perfect from the 


standpoint of material, workm 












hip and finish, 


Join the scrap drive 
. now! Do your 
part to provide war 







5 industries with 
all hs vitally needed scrap 
/ 4 metal. 
PF 
(z oe ee hatha eal 





Illustrated: The 
Wood “Stuart” 
Brand Closed Back 
Shovel — with steel 
I-Beam handle ree 
inforcement, 


A National Organization Specializing Exclusively in Shovels ¢ Spades « Scoops 
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Want to Trade Places, Gentlemen? 


{f you had devoted a lifetime to making chain and building 
a loyal distributing organization — 

And a war led the government to requisition virtually 
your entire chain output— 

Which left mighty little chain for your old friends, the 
wholesalers and retailers 

Which in turn caused them inconvenience and some 


loss of business— 
What would you do? 


* 


* 


We think you’d do exactly what we’re doing. You’d try to 
allocate what chain you could still make for wholesalers 
and retailers on a fair and equitable basis. 

Then you’d drive ahead, day and night, filling govern- 
ment orders. 

You'd not worry too much about the consequences 
because— 

First—you did the right thing as you saw it. 


SECOND—your customers would understand the situation. 


* 


] HIS explanation does not fill a single civilian chain order. But we hope it clears the atmos- 


here a little. As soon as our government needs slow down you’ ll get chain. In the meantime, 
o4 7 


if we can help by suggesting how the chain you have on hand can be used instead of chain 


that’s out of stock, call on us. Our thanks for your ability to see that we, too, have problems. 


Pp. S. — Remember—too, that you can sell chain to industries that have a suitable preference rating. 


AMERICAN CHAIN DIVISION 
York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT - CONNECTICUT 











ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Concentration of 
Industry and the 
Hardware Industry: 


At the recent hardware con- 
vention in Chicago there was 
some talk about “concentra- 
tion of industry” also called 
the “nucleus plan.” Under 
this set-up, all known produc- 
ers of any given line are sub- 
jeted to individual and collec- 
tive appraisal. Certain units 
are assigned to continue the 
allowable civilian production 
of the product involved, to 
concentrate on the manufac- 
ture of the same product for 
war use, or both. All other 
firms in that particular field 
are either converted to 100 
per cent war work or closed. 
This plan is broadly an adap- 
tation of the British plan 
which, however, also includes 
some financial relief or com- 
pensation for the closed down 
plants, acquired on an assess- 
ment basis from the plants 
(that are continued), in the 
same product group. WPB is 
said to be studying this phase. 
To date the “concentration of 
industry” program has affect- 
ed the hardware industry in 
two important fields, those of 
bicycles and stoves. Only two 
bicycle factories and a limited 
number of stove producers 
continue in their respective 
fields. It is too early to make 
any definite decision regard- 
ing either field, but reports 
from the stove industry do not 
suggest that stove men. consid- 
er the plan either in the best 
interest of pursuing the war or 
of retaining any semblance of 
a stove industry. Basically, 
such a program, even in war- 
time, is only justified and use- 
ful if the plants taken out of 
their normal pursuits are truly 
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convertible to needed war pro- 
duction and if the need for 
their normal products for war 
and essential civilian use may 
be adequately served by the 
“plants chosen for concentra- 
tion.” WPB is _ presently 
studying the builders’ hard- 
ware industry as a_ possible 
early candidate for the “con- 
centration of industry” pro- 
gram. Based on available re- 
ports this seems an ill-chosen 
field for the next “nucleus 
plan” treatment. Currently, 
strictly war needs for regular 
builders’ hardware production 
are more than taxing all avail- 
able builders’ hardware fac- 
toriés. Practically every fac- 
tory in this field is behind on 
deliveries with Uncle Sam as 
practically their only custo- 
mer. Under such circum- 
stances, it seems illogical to 
select this particular hardware 
industry group for any early 
“concentration. activity.” In 
addition, there is some doubt 
whether or not basic produc- 
tion equipment in the builders’ 
hardware industry is readily 
convertible for other war work 
nor is it certain that such a 
concentration program would 





* . 
help relieve the labor situa- 
tion in strategic “short labor 
areas.” 


Price Ceiling Relief 
Sought on Services: 


A special committee of the 
National Retail Dry Goods 
Association is concentrating 
on the need for some price 
ceiling relief on services ren- 
dered by smaller stores. In- 
creased labor and materials 
costs alone justify seme such 
move, particularly when it is 
so evident that services are be- 
coming increasingly important 
as a source of income and a 
means of ‘survival for many 
smaller retail operations. This 
movement on behalf of the 
smaller department stores will 
have the blessings and support 
of most hardware dealers to 
whom the service field is of 
prime importance in normal 
times and of outstanding in- 
terest under present day condi- 
tions. As many lines of mer- 
chandise become increasingly 
difficult to obtain, many who 
can easily afford to make re- 
placement purchases will have 
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to be content with a repair or 
reconditioning job—-so, if you 
have not already set up your 
store as a headquarters for do- 
ing miscellaneous repair jobs, 
don’t waste any time getting at 
it. Month by month, the desir- 
ability of an active service 
department becomes more pro- 
nounced and more necessary 
to your community’s welfare 
and happiness. If you are not 
a handy man yourself look 
around for boys still attending 
school or for retired handy 
men, who are too old for the 
Army or Navy or strenuous 
war work production jobs. 
They are many in almost every 
community who would wel- 
come a few hours of work a 
day for fair wages. Under 
war conditions many women 
are doing yeoman service in 
the service departments of 
many organizations. ~ 


Patent Laws 
Menaced:— 


Too few business men are 
giving much heed to the cur- 
rent threat against our Ameri- 
can system of patent laws and 
patent protection. In the natu- 
ral hysteria of conducting a 
war, our entire patent system 
may be placed in jeopardy— 
through some justified “‘war- 
time necessity.” But any legal- 
ized forcing of patent laxity 
should be restricted for the 
duration of the war. Thou- 
sands of valid patents have 
been made available for war 
work without strings and with- 
out. royalties as part of the 
patent holders’ vital contribu- 
tion to winning the war, but 
always with the assumption 
that such a move was solely a 
war-time expedient and _ that 
full patent rights would be 
resumed with the arrival of 
peace. There is some talk, in 
official Washington circles, of 
amending, in a drastic way, 
our present patent law struc- 
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ture and the protection it af- 
fords inventive genius and 
those who develop and even, 
if you wish to call it that, ex- 
ploit good patents. The pro- 
tection of our patent laws has 
been a factor in our high 
standards of living, an incen- 
tive to engineers, chemists 
and producers and an urge 
to seek new and often bet- 
ter materials and methods—in 
short a boon to progress. Any 
abrogation of these rights 
should be fought tooth and 
nail by all Amercians who 
wish to continue in the Ameri- 
can way of living. 


Will We Become a 
Thrifty People? :— 


Some economist once said 
that American prosperity was 
based on our extravagances, 
our profligate waste of mate- 
rials and our luxury tastes and 
ability to satisfy them. This 
statement may be correct. To- 
day, under war regulations, 
we can’t buy a new complete 
typewriter ribbon unless we 
turn in an old spool. Even 
executives are saving pins, 
paper clips, etc. Housewives 
are saving empty tin cans. At- 


tics, cellars, barns and garages 
are being ransacked for odd 
bits of scrap metal or rubber 
goods. The junk of yesterday 
which was either thrown away 
or accumulated uselessly has 
become an important factor in 
our war effort. Washington 
tells us, in no uncertain terms, 
that we will have withholding 
taxes, more rationing of foods, 
clothing and everything else. 
We may earn more money but 
we will have less opportunity 
to spend it. Business firms are 
losing employees to the armed 
forces and to war factories. 
Man power replacement is dif- 
ficult. Some of us get along 
with less help than normally. 
Wide-spread simplification is 
under way. All of this may 
teach us to be more thrifty and 
less extravagant in our daily 
habits. But will it stick? We 
had some of these restrictions 
in the last war and during the 
depression but, when 1936 and 
1937 gave us banner sales vol- 
umes, many of our old costly 
habits came back very easily 
and very quickly. We could 
learn some good lessons from 
this war experience, lessons in 
living. It remains to be seen 
whether we will or not. Per- 
sonally, I don’t think we will. 








War Time Slogan for 


the Hardware Industry:— 


At the recent Chicago hardware convention, Henry J. Alli- 
son, as chairman of the National Wholesale Hardware Asso- 
ciation’s War Service Committee, offered the entire hardware 
industry a slogan that briefly sums up a program which would 
help conserve hardware products made of vital materials; elim- 
inate any need for government-enforced complete rationing of 
tools and hardware; contribute greatly to the war effort and 
identify the hardware industry, manufacturers, wholesalers 
and retailers as 100 per cent in their determination to exercise 
a self-control in the distribution of their much-needed goods. 
Both Mr. Allison and the N.W.H.A. freely contribute this pro- 
gram-slogan and hope it will have universal adoption and prac- 
tice in our industry. It is simple and direct and is as follows: 


“Hardware Is Vital for Victory— 
Sell Only Where Vitally Needed.” 
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It’s still a good location, Mr. Jones! 

Those busses are jammed with people who are in the 
war, up to their necks! 

You can’t sell all of these people all of the time, or 
some of these people amy of the time— 

But you can sell some of these people, some of the 
time—when meeting their needs will help us win the 
war! 

And that’s the main thing, in which we're glad to co- 


operate with you. 


PD-1X Preference Rating Application Form 
is designed to help you, as a wholesaler or 
retailer, obtain priority assistance on certain 
essential types of supplies purchased by you 
from producers. ILCO Night Latches can 
be obtained on good preference ratings, and 
we can make prompt deliveries for essential 


sales. Let us help you interpret PD-1X— 


for Victory! 
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ILCO Cylinder Rim Night Latch No. 218 — Stand- 
ard design; reversible latch bolt; 5 pin-tumbler 
cylinder. 


ILCO Cylinder Rim Night Latch No. 255 — Revers- 
ible latch bolt; 5 pin-tumbler cylinder. 





All above are full size latches with standard backset; 
will replace any standard backset rim night latch. 
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Fitchburg, Massachusetts 


BRANCHES IN ALL PRINCIPAL CITIES 
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Seasonal Merchandise and 





Everything the motorist needs for winter driving is featured in this dis- 
play which faces the store entrance. Large quantities of anti-freeze 
compound are shown here during the autumn and winter seasons. 


Cussins & Fearn Feature Anti-Freeze 


= of anti-freeze and 


other winter driving supplies in- 
creased more than 20 per cent at 
Cussins & Fearn Co., Xenia, Ohio, as 
a result of a better than usual in- 
terior display and constant sug- 
gested selling on the part of em- 
ployees. 

Tires and batteries. are shown in 
the store throughout the entire year. 
Sometimes this display is at the 
front of the store and at other times 
at the rear. Changing the display 
stimulates customers to look for this 
merchandise and to see other articles 
in the store. 


Begins About October Ist 


Around the first of October, anti- 
freeze compounds are added to the 
display of auto supplies and the dis- 
play is moved to the front part of 
the store. The display of storage 
batteries for cars is also amplified 
at this time, for the winter months 
are the best months for sales in this 
line. 

“Anti-freeze is shown in large 
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quantities,” says J. K. Donohew. 
manager. “This type of display stops 
the customers and impresses them 
with our large stock. Most customers 
also associate quantity displays with 
low prices, an impression we like to 
foster.” 


Light Bulb Display 
and Testing Does It 
for Schachtschneider 


FRXHE Albert Schachtschneider 

hardware store, N. Fond du Lac 
Ave., Milwaukee, Wis., sells more 
light bulbs of various sizes by a 
novel display and testing arrange- 
ment which catches the attention of 
customers. 

A sample of every type of bulb 
carried in stock is placed in small 
slots in a display board above a flat 
counter display. Labels, which can 
be plainly seen, give the price of 
every type of bulb. Directly below 
this display board are two socket 
connections. When the customer se- 
lects a bulb or more, the clerk can 
then test them very readily. 

Light bulbs are items which are 
replaced several times a year as a 
rule. Customers come back for more 
bulbs and go directly to this display 
rack where they pick out the ones 
they want. If the clerk is busy, they 
often start testing their own selec- 
tions. 





Customers can do their own selecting and testing at this display. 
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The G. M. Williams Co. 
Averages $2000 to 
$3000 in Ski Sales 


JQ‘ROM early in December until 

the latter part of February, de- 
pending on the type of winter, skis 
are displayed up in front of the store 
of The G. M. Williams Co., New 
London, Conn. During that period, 
because of newspaper advertising, 
window and store displays, the store 
enjoys a volume of from $2000 to 
$3000 in skis. While some of this 
volume is with people having open 
accounts it is largely a cash busi- 
ness. 

Interest in the Dartmouth Winter 
Carnival helps increase sales, ac- 
cording to C. Reid Hudgins, general 
manager of the company, as many 
local people attend that event in 
Hanover, N. H. Advertising in a 
paper conducted by the Connecticut 
College for Women also accounts 
for some of this volume. Passersby 








Display of tree banding material at 
Koerner & Pingle Hardware Co. 
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Services Help Build Volume 





The ski display is in a corner of the store at the front where it 
is in plain view of passersby who can see it over the partition 
in the display window. There is a wide range of equipment in this 
department including ski clothing, poles, etc. Comfortable chairs 
are provided for customers who are being fitted for ski boots. 


are able to look through the semi- 
enclosed windows right into the ski 


department which is another stimu- 
lant to business. 


* 


Koerner & Pingle Find Profits 
in Tree Care Department 


66 UR tree care department is 

now three years old and is 
growing every year,” says T. Koer- 
ner of the Koerner & Pingle Hard- 
ware Co., Watertown, Wis. “We sell 
quite a bit of these materials and 
more and more tree owners are 
getting sold on the idea.” 


Banding Material 


The principal item in the tree 


- care program, as advocated by this 


store, is a protective band around 
a tree beyond which climbing in- 
sects cannot crawl. People who 
band their trees can do so at about 
3 cents per lineal banding foot, says 
Mr. Koerner and this is cheap pro- 
tection indeed. 

“Watertown is a city of beautiful 
trees,” says Mr. Koerner, “and sev- 
eral years ago we noticed that worms 
and insects were wracking havoc 
with these shade trees. We immedi- 
ately looked into the matter, stocked 
a line of banding material, adver- 
tised it in local newspapers and it 
has gone well ever since. We carry 
this banding material in cans of 


three sizes. A 6 oz. can sells for 45 
cents, a pound can for 90 cents and 
a 5-lb. can for $4.50.” 

For the customer who does not 
wish to lay the material directly 
onto the tree trunk with a putty 
knife, the hardware store sells bands 
of ‘balsam wood and the material 
can be smeared on these bands. 

In order to publicize this depart- 
ment, Mr. Koerner took a piece of 
balsaam wood and wound it around 
one of the pillars in the store. Then 
he placed a display of this paste in 
cans nearby as well as a couple of 
bundles of balsam wood. 


A Real Sales Aid 


The display attracted much at- 
tention, with folks stopping to ask 
how the material worked on a tree 
so’as to keep insects from climbing 
higher into the trees. This gave the 
store staff plenty of opportunity to 
talk tree care and to sell the idea. 

Mr. Koerner states that tree care, 
especially banding, can be sold in 
fall and in spring, for each applica- 
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tion lasts from three to four months. 
Thus the hardware dealer can mer- 
chandise this line twice yearly. Ma- 
terials at the present time are easily 
obtainable. 


* * 


* 


Koerner & Pingle also has a large 
and profitable insecticide depart- 
ment. The tree care line was a de- 
velopment from this latter depart- 
ment. 


Services and Savings Help Woodward 





APPROVED 





SERVICE 
STATION 


Door Closer Hospital. 
Jerky slam-banging ended. 
' closer life insured. 





WOODARD BLDRS. SUPPLY CO. 
1204 Main St. 
Fort Worth, Texas 





SURE CURE 
CK DOOR CLOSERS 


Door sa trouble our specialty. 


tro 
Thorough eae and recondi- 
tioning of all makes of closers — or, let 
estimates on new YALE Door Closers — reliable, sturdy, 
long-lived. Get in touch with us todoy! ._ 





Here's one of the 
helps featuring 
the service. The 
firm uses these to 
good advantage 
as envelope stuf- 
fers and they are 
sent out with all 
statements. 


us give you 


™ 








N spite of scarcity of new springs 

and lubricants for office and 
store doors, the Woodward Builders’ 
Supply Company, Fort Worth, Tex., 
increased its volume in door- 
closer service since priorities have 
curtailed business in other 
hardware lines, according to V. E. 
Woodward, owner. 

The basis for building this type 
of business, Mr. Woodward finds, is 
to have a repair department in the 
hands of a man who knows how to 
repair door closers without loss of 
time and effort, and sufficient parts 
on hand to replace any worn units. 

With this repair department cre- 
ated as a basis for soliciting busi- 
ness, Mr. Woodward began calling 
it to the attention of his regular cus- 
many of them builders and 
contractors—when they came to the 
for other purchases. He has 
augmented this personal solicitation 
with an occasional window display 
featuring the service and by the use 
of direct-mail advertising. 


has 


some 


tomers 


store 


Stuffers with Statements 


The advertising is in the form of 
manufacturers’ helps which feature 
door-closer and repair service. He 
uses these as envelope stuffers which 
go into all statements. He 
limited amount of this type of ad- 
vertising separately, 
prospects, such as building mana- 
gers and superintendents and to 
larger property owners and contrac- 
tors who are not regular customers. 

This service de ‘partment adds 
around $2,000 extra to the com- 
pany’s volume, at prices which in- 
sure a nice net profit on the business 


sends a 


also, to special 
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done. Further, it helps to sell door 
locks and other door-lock parts, Mr. 
Woodward declares. 


Saves $200 a Month 


Mr. Woodward realizes that an in- 
crease in volume cannot be main- 
tained indefinitely, and he already 
has set about to compensate for that 
lack of increase by reducing his over- 
head. 

In recent months he has cut his 
overhead a little more than $200 a 
month, while still maintaining a 





without 
hampering the operation of his busi- 


modest volume increase, 
ness in any way. He effected this 
overhead reduction in these simple 
ways: 

1—He eliminated much of his for- 
mer delivery service. He has con- 
sistently encouraged customers to 
come to the store and make their 
merchandise selections and carry 
them, by eliminating single-order 
delivery. He seldom makes a deliv- 
ery the day the order is placed, re- 
serving delivery orders until such 
time as he can formulate a route 
and cover the city in a single trip. 
This has cut his delivery mileage 
more than half. 

2—He eliminated one of two di- 
rect telephone connections, finding 
that one phone could handle the 
business as well as formerly 
handled it. The one phone is busier 
than it was formerly, but not too 
busy to render satisfactory service 


two 


to customers. 

3—He did summarily dis- 
charge any employees. but he did get 
out and find jobs for two men, at 
wages higher than he was paying— 
and then released them. At the same 
time, he raised the salaries of the 
men he kept, thus retaining his best 
employees and paying them for the 
extra work they are doing as a re- 
sult of a smaller selling force. Here 
again, there have been no complaints 
from customers—and all employees 
involved are highly pleased. 


not 





Popular Priced Toiletries Aid Worthington 





A wide variety of toiletries are shown on this table located in a prominent 
position in the Worthington Hardware Co., Worthington, Ohio. All items are 


popular selling and popular priced goods. 


This is another line this store has 


added to replace, to a certain extent, volume lost on other lines whose 
manufacture has been stopped for the duration. 
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“Beware of the stranger who purchases a medium quantity of hardware 
items and then presents a check with insufficient identification.” 


Watch Your Step When Cashing Checks! 


There are plenty of bad checks 
being passed and the old rules 
of identification won't work 


N OBODY knows bet- 


ter than your Uncle Sam and the 
banks of the country how many 
thousands of checks are floating 
around today; thousands from war 
boom payrolls . . . good checks .. . 
and plenty of bad checks! Some 
hardware men over the country 
have already reported losses 
through check cashing since the 
war started; brought about by 
cases outside their former rules 
for check cashing. The old rules 
no longer give sufficient protec- 
tion! 

For that reason, the United 
States Secret Service, the Ameri- 
can Bankers Association and other 
organizations have drafted rules 
for banks to use in cashing not 
only government checks but others 
as well; rules which every hard- 
ware dealer can post in his own 
place of business to protect him- 
self from losses for the duration 
of the war. 

Here is a condensed summary 
of these regulations, all of which 
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have been combined into one 
brief list so that every hardware 
dealer may keep it posted beside 
his cash register: 


Bear This in Mind! 


1—No matter how “safe” a 
stranger looks do not cash a 
check for him. There are too 
many bad checks floating around 
for one to take chances on one’s 
intuition. 

2—Insist on proper identifica- 
tion, an identification that has no 
loopholes or guesswork about it. 

3—It is no longer safe to ac- 
cept the following as means of 
identification on cashing a check: 
Social Security cards, driver’s 
license certificates, automobile 
certificates of title, railroad passes, 
business cards or letterheads, per- 


sonal letters, receipts for public 
utility service, bank books, selec- 
tive sérvice draft cards. These are 
issued only for the specific pur- 
pose with which they are identi- 
fied, not as identification for 
cashing checks. 

4—Beware of small sum checks; 
particularly those allegedly issued 
for government pensions, old age 
payments, etc.; there is a great 
traffic in several parts of the coun- 
try on such small sum, apparently 
harmless checks. 

5—Known relatives at times 
present thecks, presumably bear- 
ing genuine endorsements. In such 
cases it is suggested that the per- 
son sign his or her name in your 
presence. 

6—It is suggested that claims 
and controversies be eliminated by 
appropriate means, since relatives 
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Holiday Background for Electrical Gifts 





Electrical gift items were featured in this attractive window which was 
installed during the holidays for Babcock, Hinds & Underwood, Inc., Bing- 
hamton, N. Y., by J. B. Kozak, display man for that firm. The background of 
the window was covered with decorative paper in star pattern, a large 


holly wreath being hung in the center. The pedestals and display fix- 
tures were also decorated in keeping with the Yuletide holiday season. 





fund” check you have received. 
There is a much greater amount 
of this practice going on today, 
according to the reports received 
from many hardware dealers. 


Cash Few Checks! 


Several hardware dealers also 
advise against cashing other than 
the customer’s own check. This 
represents a case of a customer 
presenting a check payable to him- 
self from a third party and, after 
endorsing it, seeking to cash the 
check. It’s a good rule to cash as 
few checks as possible and to cash 
only a customer’s own personal 
check and to point this out to 
him on those occasions. This 
customer may have, in good faith, 
accepted a bad check and, while 
you may be assured he will make 
it good, the process of getting it 
reclaimed will only mean a great 
deal of trouble to yourself and 
might possibly result in the loss of 


a good customer. 








sometimes purloin checks for their 
own use, particularly in these days 
when people are moving around 
so rapidly. 

7—Do not accept telephone 
identification under any circum- 
stances. 

8—See to it that any person 
you know who identifies another 
person you do not know for check 
cashing purposes, endorses the 
check and guarantees payment. 

9—Do away with “buck pass- 
ing” in your store by seeing to it 
that every employee initial each 
check handled or cashed. 

10—Beware of the stranger 
who purchases a medium quantity 
of hardware items and then pre- 
sents a check with insufficient iden- 
tification. 


Be on Your Guard! 


To these can well be added an 
injunction to “be on your guard 
even against your best customers,” 
when it comes to the matter of 
cashing a check. People are mov- 
ing to war boom jobs too quickly, 
men are being drafted into the 
army too quickly. You may cash 
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It no longer pays to be even the 
least bit careless about check 
cashing . . . ask your Uncle Sam or 
your own banker. 


a check for a good customer and 
find that customer gone when you 
go to pick up an “insufficient 








Steps Aid Wheeled Goods Display 
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The Wimberly & Thomas Hardware Co., Birmingham. Ala., showed a maximum 
amount of wheeled goods and sporting goods items in its window last 
Christmas by adopting the simple expedient of displaying them upon a 
series of steps. Crepe paper and corrugated board were used to cover 
the fixture and the background where a winter scene added atmosphere. 
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Have Your Customers Save the Brass Ends 
of Their Shotgun Shells 


John Bartl of St. 
Paul fathered an 
idea that is now 
being emphasized 
throughout the 
entire state of 
Minnesota 


A hunter deposits 
the brass ends of 
his shells in the 
box at the store 
of the Hennepin 
Hardware Co. in 
Minneapolis, Minn. 


H.,, TERS in. all 


sections of the country.can aid the 
war effort by saving the brass ends 
of their shotgun shells for the sal- 
vage drive. That is the idea that 
originated with John Bartl, hard- 
ware dealer of South St. Paul, 
Minn. It has been backed by the 
Minnesota Retail Hardware Asso- 
ciation and has the endorsement of 
WPB. Here are details of the plan 
as it has been publicized by the 
Minnesota association: 

The idea is simply for the hard- 
ware dealer to place an empty shell 
case on his wrapping counter in 
which the local hunters may de- 
posit the ends of their used shot- 
gun shells. The Minnesota asso- 
ciation is furnishing an 11 by 814 
in. card which is to be placed be- 
hind the box. This card tells the 
hunters to “Save Empty Shells for 
Scrap. Deposit Brass Ends Here. 
Every shell can do double duty 
this season! The amount of brass 
in two shotgun shells is enough to 
make the shell for one Army rifle 
cartridge.” 

The association, in a recent bul- 
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letin, also suggests that all dealers 
enlist the cooperation of local 
hunters in this movement; that 
they obtain all of the newspaper 
publicity they can for it, and that 
they arrange with local salvage 
committees for the disposal of the 
shell ends. 

Some idea of what a campaign 
of this type can produce will be 
gained from the statement that in 
1941 there were approximately 
290,000 small game licenses issued 
in the State of Minnesota. It is 
estimated that these hunters dis- 
carded more than 400,000 Ib. of 
brass in the form of shell ends 
during the last hunting season. 


Save Feathers 


Sportsmen throughout the na- 
tion have been asked by Secretary 
of the Interior Harold L. Ickes to 
save all discharged shotgun shells 





and rifle cartridges, the down 
feathers of waterfowl and to re- 
trieve all crippled birds and ani- 
mals. He said that if each person 
does*his part it should net more 
than 2000 tons of brass to this 
vital war’ material. An additional 
service can be rendered, it was 
pointed out, by removing the small 
piece of steel found in the com- 
partment base of shotgun shells. 

Hunters also were admonished 
to refrain from shooting at water- 
fowl out of killing range in order 
to keep at a minimum the number 
of crippled and wounded birds. 

In urging hunters to save short 
down feathers of wild ducks and 
geese, Mr. Ickes pointed out that 
the down is used in garments for 
aviators flying at high altitudes in 
intense cold and by other members 
of the armed forces. Sportsmen 
can dispose of feathers through 
state and federal game wardens. 
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The underfloors must be 
smooth, clean and dry. Nail 
down loose boards. Plane or 
sand uneven joints. Sand 
waxed or oily floors. Fill 
cracks and broken places in 
concrete floors with non- 
ghrinking patching plaster. 
Remove all quarter-round and 
readily movable fixtures. 
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At right, cutting the seams. These 
must be cut by the tracing method 
before pasting. For a clean, smooth 
cut, the left hand should pace the 
knife blade down the seam, holding 
the top width firmly in contact with 
the under sheet. Cut entirely 
through the bottom sheet before 
lifting the top sheet to remove the 
waste portion. 


Wall to wall in- 
stallations. Where- 
ever possible lay 
across the floor- 
boards. Scribe the 
side and ends cf 
each width, allow- 
ing only sufficient 
overlap of widths 
for tracing center 
seam. Cut on scrib- 
ing mark. 












INOLEUM and 
other smooth surface floor cover- 
ing lines have long been merchan- 
dised by many hardware dealers 
throughout the country in good 
volume and with worth while 
profit. Present shortages resulting 
from priorities and war orders 
have encouraged more hardware 
dealers to offer these lines. There’s 
good profit, to be sure, in felt 
base rugs, but there’s even better 
profit in smooth surface yard 


Illustrations Courtesy 
Congoleum-Nairn, Inc. 
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The cementing. This should 
be done only after the lino- 
leum has been fitted to the 
walls, and the seam cut. Fold 
back the sheets and spread 
the adhesive or paste to a 
coverage of approximately 15 
square yards to the gallon. 
Never cement one sheet and 
then attempt to cut the seam. 
























































goods for the dealer who really 
goes after this business.  [llus- 
trated are the chief steps in the 
installation of inlaid linoleum for 
the benefit of those dealers and 
retail salesmen unable, because of 
distance, to attend manufacturers’ 
schools for linoleum mechanics. 

Important, of course, is the use 
of the type of paste or adhesive 
recommended by the manufactur- 
ers whose lines you sell and in- 
stall. Here are pictured the six 
basic steps of installation. 


Above. When installing borders, 
feature strips, cove base. Fit and 
paste the field material to a prede- 
termined border or feature-strip line. 
For single borders, snap a chalk 
line on the installed field material 
2 in. from its outer edge around the 
entire room. Set scribing tool to a 
2 in. width, and with edge of bor- 
der material on the chalk line, 
scribe border to the wall. Corners { 
may be mitered or butted. Cut 
cement in position and roll. 
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For self bordered installations with a feature 
strip, the border material should be cut a 
trifle narrower than the opening between the 
field and the wall. Set scribing tool to the \4 
width of the feature strip to be used. Place I 
cut border material tight against field, scribe 
and trim. Paste border and feature strip at 
one time and roll. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Store Atmosphere 


EW retail hardware stores 
| ee made full use of “store 

atmosphere” for the pur- 
pose of building more volume and 
providing customers with pleasant 
surroundings in which to shop. 
The store that provides the appro- 
priate selling atmosphere for each 
season has a tremendous advan- 
tage over competition. It will 
certainly secure its share and 
more of the available business 
because people will prefer to shop 
there. 

Members of the Harpware AGE 
Retail Sales Idea Club can help 
their employers make the hard- 
ware store a more desirable place 
in which to shop by developing 
ideas for creating this necessary 
“store atmosphere” for the proper 
seasons. 

Hardware stores usually install 
special decorations for the Christ- 
mas holidays. Every salesman 
knows how important decorations 
are at that time of year. Even the 
most simple trim gives the store 
that added spark which is so essen- 
tial during this shopping period. 
And every salesman knows how 
uninteresting and downright de- 
pressing the store seems when the 
Christmas decorations have been 
removed. If you have not noticed 
this fact, observe the difference 
when next you have an opportu- 
nity. You will realize how impor- 
tant even the simplest decorations 
are to a store. 

There are numerous opportuni- 
ties for creating “store atmos- 
phere” in your establishment dur- 
ing the year. Usually they are tied 
in with a holiday, season, or other 
special occasion. A few of these 
are: St. Valen- 
tine’s Day, St. 
Patrick’s Day, 
Easter, Mother’s 
Day, Father's 











Day, Decoration Day, July 4th, 
and Hallowe’en. Spring, sum- 
mer, autumn, and the winter 
seasons also offer opportunities 
for creating suitable “store at- 
mosphere.” 

Decorations do not always have 


to be elaborate. Quite often paper 
pennants, posters or banners can 
be used. They are very effective 
when hung overhead on wires 
stretched at intervals across the 
store. One advantage of this is 
that the trim is easily put up and 
taken down. This is important in 
busy times. 

On certain occasions, more 





November 
“Selling Sentence’ Contest 


Build “Selling Sentences’’ About These Items: 


1—Rubber Door Mat 
2—Carpet Sweeper 


3—Ironing Board 
4—Garage Vise 


5—Sled 


WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


HarpwareE AGE will pay $2.00 for the best selling sentence on each of the 


five merchandise items listed above. 


$1.00 each will be paid for all other 


“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than Nov. 23rd. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the Dec. 24th issue of H-arp- 
ware Ace. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final,and all material submitted becomes the property of 


Harpwake AGE. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest — November “SELLING  SEN- 
TENCE” CONTEST—on each card (or 
letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are not 
required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 
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elaborate decorations or more un- 
usual materials are called for. The 
Christmas season is such a time. 

The hardware store should defi- 
nitely plan to create a_ special 
“store atmosphere’ more often. 
Club members should assume the 
responsibility for developing such 
plans and carrying them out when- 
ever possible. 

Selling efforts of the business 
should be coordinated and related 
in order to capitalize on “store 





atmosphere” to the greatest de- 
gree. This means that attractive 
displays of seasonal merchandise 
must be arranged in the store. 
Window displays carrying out the 
general decorative theme must be 
installed. All selling mediums 
must be producing if the best re- 
sults are to be obtained. 

Make your plans now for the 
balance of this year. Planned sell- 
ing is just as important now as il 
ever has been. 





FOR EACH OF THESE I D E A S $1.00 WAS PAID 


Prompt Service to 
Defense Workers 


“Most hardware stores in de- 
fense areas wait on many defense 
workers each day. Often there are 
other civilian customers in the 
store who also want to purchase 
goods. In practically every case, 
it is more important that de- 
fense workers secure merchandise 
quickly. 

“My suggestion is that every 
hardware store put up a sign stat- 
ing that defense workers will be 
give preference in service and will 
be waited on promptly. This 


Copy this form on a penny 
post card if more than one 
form is necessary. 











would, no doubt, enable workers 
to get back on their jobs and there- 
fore save considerable time. 

“I think that every hardware 
store should place a sign similar 
to the following in a prominent 
place in the store. “To help speed 
up the war effort and production 
of needed war materials, this store 
will in the future make it a prac- 
tice of waiting on defense workers 
first. If you are a defense worker, 
and are in a hurry, please identify 
yourself and state this fact. Our 
salespeople will wait on you 
promptly. 


You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


“This should be a worth while 
contribution to the war effort on 
the part of the civilian customers 
and the management of each 
store.” 

SAL S. SCHILLIZZE 
Zullows’ Hardware Supply, 
New York, N. Y. 


* * 


IDEA Sells Skates 


“IT make and operate mario- 
nettes—dolls controlled by strings 
and a wooden control stick. In the 
spring we put a 2-ft. marionette 
clown wearing a pair of small 
juvenile skates in our window. A 
show card in the window informed 
the public that ‘Joey the Clown’ 
would skate for any person who 
purchased a pair of skates. 

“This did the trick. Many par- 
ents purchased skates for their 
children so the youngsters could 
see the clown perform. A small, 
portable phonograph — supplied 
suitable music for these perform- 
ances. ‘Joey’ attracted a lot of 
interest and focused shoppers’ at- 
tention to the window which fea- 
tured many other related items.” 

HELEN M. DoucLas 
W.H. Douglas Hardware, 


Commerce, Tex. 


YOU PAY NOTHING). 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


Name 





Firm 


St. 











City 









The Steel Industry 
and The War Effort 


| OUR superior officers of the military and 
naval establishments will tell us what they 
need, how much they need and where they 
need it, we shall certainly do our utmost to fol- 
low orders. We are going to have to give up all 
thought of immediate personal gain in bringing 
this war to a successful conclusion. Many phases 
of our pre-war life will never return to us. 


By CLIFFORD F. HOOD* 


American Steel & Wire Co., 
Cleveland, Ohio 





CLIFFORD F. HOOD 


HE industrial 


mechanism of the United States 
is the most delicately function- 
ing machine in the world. When 
we speak of our industry, we 
refer to those mass-production 
plants which have contributed 
so much in the way of plentiful 
products at a price within the 
reach of almost everyone. How- 
ever, our mass-producing tech- 
nique is not something that just 





*An address delivered before the 
joint session of the American 
Hardware Manufacturers Associa- 
tion and the National Wholesale 
Hardware Association, Chicago, II1., 
Oct. 19, 1942. 
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happens; it requires long hours 
of research and study and plan- 
ning to make it operate prop- 
erly. 

For instance, in the produc- 
tion of an automobile each in- 
dividual part must be at a cer- 
tain station on the assembly 
line at a definite time so that 
it may be put into place in 
its proper assembly sequence. 
These parts may come from 
points several hundred miles 
distant from the assembly plant 
and it requires constant super- 
vision, checking and rechecking 
of schedules to make sure that 
they arrive in the proper quan- 
tities at the proper time. The 


lack of proper coordination and 
planning will do more to hinder 
the production of armament for 
the myriad requirements of war 
than a host of saboteurs. 


One thousand airplanes are 
of no use if sufficient steel has 
not been supplied to the motor 
manufacturer to power those 
planes. It undoubtedly is bet- 
ter to furnish the plane manu- 
facturer with only enough steel 
to produce, say 300 planes and 
channel the balance of the steel 
to the engine producer so that 
those planes might participate 
actively in the carrying on of 
the war. Similarly, if large 
numbers of tanks are produced 
without diverting material to 
provide for the output of guns 
for those tanks, they might just 
as well never have left the as- 
sembly line. 


Present Production 


We are producing in this 
country at the present time 
somewhat over 7,000,000 tons of 
steel ingots per month. This is 
at an annual rate of approxi- 
mately 86,000,000 tons. How- 
ever, this 7,000,000 ton monthly 
figure is liable to be somewhat 
misleading, inasmuch as 30 per 
cent of this tonnage is taken off 
in the process of preparing in- 
gots, trimming, rolling and 
forming them into usable 
shapes. The deliveries of fin- 
ished steel as a consequence are 
running around 5,300,000 tons 
per month currently. This is a 
lot of steel and far exceeds the 
best the Axis nations can do 
even when you include the 
German-controlled countries of 
Europe. Their production totals 
roughly 74,000,000 tons of in- 
gots, or about 52,000,000 tons of 
finished steel per year. 

Where is the steel going? 
Into tanks, for one thing; the 
War Production Board last 
month said it takes about 38 
tons of steel to make a medium 
tank and we are turning them 
out by the thousands. Into 
ships, for another thing; every 
cargo ship of the Liberty type 
now being made in quantities 
under the direction of the Mari- 
time Commission calls for ap- 


HARDWARE AGE 


ee 
58 iy BM, 





pe 


or 

mé 
ba 
alc 
mMé 


yo 
M: 











'e ee @ 


aT FF we YS hh] —_—UL]—CtCeté‘( hee OUrwr lL ae erelCUm cel !hCUme 





=) DEALER “242"" LETTER 


“THE WHOLE TOWN’S LAUGHING 
AT JIM,” Says Mefchandising Mike. 

Jim Trowbridge put up a big 
sign in his store window say- 
ing, “Used Guns and Ammuni- 
tion”. Jim is an enthusiastic 





merchandiser, but of course he 
didn’t mean it the way it read. 
I’m still wondering how much “used ammu- 
nition” he’s had calls for. 

Speaking of used guns, there’s a tidy lot 
of business to be done with ’em—and a lot 
of hardware and sporting goods folks are 
finding that out. After all, there’s a lot of 
people around that want to own guns but 
don’t, and vice versa. Just let people know 
you’re in the business and you’!] see. 

Seems like no barber ever shaves a person, 
or a painter paints a house, or a hardware 
man supplies some nails —but some other 
barber or painter or hardware man comes 
along and says he can do it better. And 
many times I believe he’s right. So keep 
your eye on what’s going on around town. 
Maybe you'll pick up some more good ideas. 


HE WANTS To KNOW IF WE 
HAVE ANY USED AMMUNITION / 
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How’s your 
Software business 
going these days? 





Sure, war production and priorities and such 
are making the hardware business extra hard. 
And they’re taking a lot of goods out of sport- 
ing goods. 


Trying to get new hardware of aluminum, 
steel, tin—in fact, anything made of metal—is 
like trying to get ice cubes in Hades. But so 
what? 


So why not put even more emphasis on soft- 
ware that you can get? For instance, a lot of 
people want hunting clothes, or camping equip- 
ment, or leather goods, or wooden ware. 


Then there are paints and varnishes, non- 
manila rope, floor coverings, scatter rugs, fab- 
ric products for kitchens and bathrooms —a 
host of software products closely related to 
hardware which, at this writing, are still avail- 
able. 


This idea of plugging software really makes 
sense. And many dealers are getting some 
pleasant surprises these days from the sale of 
items which were once thought unprofitable 
for hardware dealers. So don’t neglect to ex- 
plore the software field all the way. There’s 
plenty of good green folding money in it. 


































proximately 4500 tons of rough 
steel. Airplanes take vast quan- 
tities of steel. The big four- 
engined bombers require 15 
tons of steel apiece. Fighter 
planes take 3% tons of steel; 
the other types fall in between. 
President Roosevelt has set the 
national goal for production of 
planes during 1942 at 60,000. 
Guns require vast amounts of 
steel. Some of our anti-aircraft 
guns use up 14 tons of steel 
each; thousands of rifles, ma- 
chine guns, anti-tank guns and 
howitzers use steel, all the way 
up to the giant 16-inchers that 
take 576 tons of steel each. 
Thousands of tons of steel 
are going into naval ships, air- 
plane carriers, submarines, de- 
stroyers, peeps and jeeps, ar- 
mored cars and trucks, into 
ammunition and aerial bombs, 
into bayonets and helmets and 
radio equipment and into the 
thousand and one odds and ends 
that accompany a modern army 
into war. Further, the United 
States is building barracks for 
soldiers all over this country 
and in many other parts of the 
world. Some are steel build- 
ings. Even wooden buildings 
require some steel in the form 
of nails. Even such a small 
item as nails is consuming 72,- 
000 tons of steel every month. 
Then there are hangars for air- 
planes and machine shops to 
repair them. There are subma- 
rine nets for harbor protection 
and steel requirements of our 
Allies under lend-lease agree- 
ments. Steel is going into the 
construction of synthetic rub- 
ber plants, aviation gasoline 
plants, new chemical plants, 
new steel plants, new airplane 
plants. We have to continue to 
produce machine tools and min- 
ing machinery and to supply 
the vital needs of our railroads 
and the oil industry. And we 
must supply the requirements 
of our farm machinery manu- 
facturers, utility companies and 
other essential industries. 


Resulting Problems 


All this has resulted in the 
creation of tremendous prob- 
lems of scheduling and plan- 
ning in order that the available 
amount of steel may be distrib- 
uted most efficiently to the vari- 
ous consumers. It is not merely 
a case of summarily handing 
down an arbitrary ruling that 
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all production of civilian goods 
must cease and the steel thus 
released diverted into war chan- 
nels. Foresight and the ability 
to interpret future  require- 
ments into the disposition of 
current available supplies are 
required. 

Much of the unbalance in the 
program today is due to the 
fact that the resourcefulness of 
American industry when sent to 
war could not be-foreseen. The 
result is that productive genius 
translated to war implements 
has vastly increased our facil- 
ities to chew up steel. Our fac- 
tories today are producing ma- 
terials of war at a speed far 
exceeding anything that has 
ever been imagined. 


Enormous Inventories 


Many fabricators of steel 
such as shipyards, for instance, 
require enormous inventories of 
shapes and plates to insure suf- 
ficient supplies of available ma- 
terial to maintain their contin- 
uous high rate of operations. In 
some cases, of course, this in- 
ventory situation has been over- 
done and an inordinate amount 
of steel has lain idle in some 
producer’s stock piles, while an- 
other factory had to slow down 
operations because of lack of 
steel.. There are, of course, 
many instances where large in- 
ventories of finished or semi- 
finished steel are absolutely 
necessary to the carrying on of 
war production and with those 
conditions we cannot argue. 
Nevertheless, the fact remains 
that inventories comprise just 
one more of a great number of 
situations which contribute to 
the difficulties of scheduling 
and planning the distribution 
of steel. 

What the soldiers of the steel 
industry most need is strong 
leadership, just as the soldiers 
on the battlefields need strong 
leadership. If our superior offi- 
cers of the military and naval 
establishments will tell us what 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 59 





they need, how much they need 
and where they need it, we shall 
certainly do our utmost to fol- 
low orders. After all, the steel 
industry has never waged a 
war. In the past, as now, it has 
cooperated to the fullest extent 
in supplying materials of war, 
but the actual direction of over- 
all strategy and tactics has of 
necessity been in other hands. 
After all, our business is mak- 
ing steel. 

We have not waged war for 
almost a quarter of a century, 
and the military leaders have 
had no recent experience in 
waging war. What experience 
they did possess had been ac- 
quired in a conflict utterly and 
completely different from this 
war and any other struggle in 
history. 

It was generally believed on 
the industrial front two and 
one-half years ago that a ca- 
pacity of 81,000,000 tons of in- 
got production would be more 
than sufficient to meet the needs 
of our armed forces. It may 
turn out to be enough for our 
own general military needs. But 
it was not sufficient at the be- 
ginning when new plants were 
being constructed and entirely 
new inventories were being 
accumulated for what in many 
cases were new-born industries. 
The increasing demands of the 
lend-lease program have only 
accentuated the critical needs 
of our own armed forces and 
certainly permit the thought 
that this country’s military and 
industrial leaders were not 
alone in underestimating the 
huge needs of modern warfare. 
We must not underestimate the 
requirements of our allies. Ac- 
tually we have shipped them 
good-sized quantities of mate- 
rials but their demands can be 
almost endless and limited only 
by our capacity to transport 
materials to them. 


Much Accomplished 


Our accomplishments since 
Pearl Harbor have far exceeded 
those during the comparable pe- 
riod of the previous World War. 
There are many who arrive at 
the conclusion that the winning 
of this war is going to be a com- 
paratively simple and easy pro- 
cedure. There are those who 
are never completely satisfied 
with anything we do, no matter 


(Continued on page 79) 
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~ Industrial Advisory Committees 





T. SPENCER SHORE 


‘i idea of indus- 


try advisory committees origin- 
ated in World War I. At that 
time the War Industries Board 
found that it was practically im- 
possible to staff the industry and 
commodity branches sufficiently 
to handle the many complex prob- 
lems confronting industry. It 
was soon realized that these 
problems could only be solved 
intelligently by asking the advice 
and recommendations of men 
who were directly in the indus- 
try. This idea worked so well and 
proved so satisfactory in World 
War I, that one of the first sug- 
gestions Mr. Baruch made to Mr. 
Knudsen in the early days of 
OPM was that industry advisory 
committees be formed in each 
industry just as rapidly as major 
problems developed. 

A letter from the Attorney 
General to the General Counsel 
of the War Production Board 





*An address before the American 
Hardware Manufacturers Associa- 
tion at the joint convention of that 
organization and the National 
Wholesale Hardware Association, 
Chicago, IIl., Oct. 20, 1942. 

In civilian life Mr. Shore is 
vice-president and general man- 
ager of the General Tire & Rubber 
Co., Akron, Ohio. His father was 
40 years in the hardware business, 
15 years with Simmons Hardware 
Co., and 25 years with Shapleigh 
Sweware Co., both of St. Louis, 
Mo. 
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6 Png are 440 Industry Advisory Commit- 
tees, often 15 meetings at a time, to bring 
to War Department ideas, suggestions and criti- 
cisms from industry and‘vice versa. Declares 
non-constructive criticism becomes ridicule of 
Governmental efforts leading to a severe strain 
on morale of armed forces and defense work- 
ers. Calls for a better general understanding of 
the immensity of the problems incident to transi- 
tion from strictly civilian economy to present 


day war status. 


By T. SPENCER SHORE* 


Chief, Industry Advisory Committee, 
War Production Board 


states, in effect, that the Depart- 
ment of Justice will not prose- 
cute any members of industry 
advisory committees for their 
acts at regular meetings provid- 
ing the discussion is carried on 
within the intendment of the 
purpose of the War Production 
Board and provided that the 
committees are representative of 
the industry. 


Representative Committees 


Quite aside from the require- 
ments that the committee be rep- 
resentative because of the legal 
question, it was felt that from 
a practical standpoint they would 
not serve their best purpose un- 
less each industry felt that its 
committee was absolutely repre- 
sentative in every way. 

It was the opinion of the OPM 
that some ‘central agency should 
be set up to have complete juris- 
diction over industry advisory 
committees of all branches with 
authority to pass upon the mem- 
bership as to representativeness ; 
to be the only one who could call 
meetings of industry advisory 
committees; and to be respon- 
sible for having minutes of all 
meetings and other records. As 
a result, the Bureau of Industry 
Advisory Committees was cre- 
ated for this purpose. 

In order to be sure that each 


committee was representative of 
the industry, we set up four 
simple yard sticks. First, as to 
the size of company. Each in- 
dustry is divided into large, 
medium-size and small companies 
on any basis in which figures are 
readily available, such as, num- 
ber of employees, volume of sales, 
poundage, number of spindles or 
capital investment. And we in- 
sist that representation on the 
committee must be in direct pro- 
portion to this breakdown. If for 
example, 25 per cent of the in- 
dustry on the above basis is made 
up of small companies, at least 
25 per cent of the members of 
the committee must be from 
small companies. 

The second yardstick which 
we have set up to make the com- 
mittee representative is seg- 
ments of the industry. If we are 
forming a rubber committee, we 
do not want all tire manufac- 
turers but representatives of 
boot and shoe, heel and sole, 
mechanical goods, etc., in direct 
proportion to their importance 
in the industry. If 50 per cent of 
the industry consists primarily 
of tire manufacturers we want 
50 per cent of the committee 
representative of tire companies. 

The third basis we have used 
is geographic location. If we are 
forming a cotton mill committee, 
we do not want all northern or 
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all southern manufacturers. We 
want the membership in direct 
proportion to the volume of busi- 
ness done in the north or the 
south. Consequently, each in- 
dustry is divided geographically 
and representation given in pro- 
portion to the industry’s location. 

The fourth basis we use is ac- 
cording to membership in trade 
associations. If for example, 25 
per cent of the industry does not 
belong to a trade association, we 


want 25 per cent of the commit-. 


tee representatives of companies 
who are not members of a trade 
association. 

As a result of setting a com- 
mittee into the above require- 
ments, any manufacturer in the 
industry can feel that there is 
someone on the committee giving 
advice and suggestions, who is 
in approximately his same posi- 
tion, as to size, type of business, 
geographic location and member- 
ship in a trade association. There 
is no clique of large companies, 
no clique of small companies, 
no clique of a particular trade 
association dominating the think- 
ing or recommendations of the 
committee. 

To date we have formed over 
400 of these committees and as 
a result of very careful analysis, 
as to representativeness, we have 
had very few complaints from 
any industry that the committee 
was not representative. 

The committees discuss any 
question which the branch or the 
industry feels is of sufficient im- 
portance and provided the prob- 
lem is one which comes under the 
scope of the War Production 
Board. They have, for example, 
made recommendations on alloca- 
tion, conversion, standardization 
and simplification, means of in- 
creasing production, problems of 
priorities, concentration, trans- 
portation and man power. 

A great many of the commit- 
tees have regular meetings sched- 
uled, such as, the first Monday or 
the second Tuesday or the third 
Thursday of each month and in 
practically all cases, well pre- 
pared agendas are sent out to the 
members of the committee well 
in advance of the meeting. This 
gives the member of the com- 
mittee the opportunity to discuss 
each subject on the agenda with 
others in his company so that he 
may come to the meeting well 
prepared to take an active part 
in each discussion. 

We have over 4000 members 
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of these committees and have 
had as many as 14 meetings go- 
ing on in one day. No expense 
incurred in attending these meet- 
ings is borne by the Government. 

Mr. Nelson has said that he 
would like to look upon these 
committees as a two-way street: 
first, to bring to the War Produc- 
tion Board the ideas, suggestions 
and criticisms of industry, sec- 
ondly, to take back to industry 
the thinking of the War Pro- 
duction Board, so that industry 


* 


* 


may better plan its production 
schedules, purchases, etc. 

In practically every instance 
where we have an industry ad- 
visory committee, we have re- 
ceived the whole-hearted coopera- 
tion of industry and as a result 
there is a fine working relation- 
ship between most industries and 
their branch in the War Produc- 
tion Board. 

Mr. Shore then answere@ a 
number of pertinent questions as 
follows: 


* 


Questions and Answers 


Question — “May cold rolled 
and hot rolled sheets be inter- 
changed if one is more readily 
available than the other?” 


Answer—The answer is No. 


Question—“May black sheets 
be obtained in place of galvaniz- 
ed where black is available and 
galvanized is not? If so, does 
this apply to all gages 16 and 
lighter?” 


Answer—Some time ago, in an 
effort to make available to the 
warehouse industry and_ the 
civilian work in particular a 
minimum quantity of sheet steel 
material, it was decided to per- 
mit substitution of 16 gage and 
lighter pipe sheets in galvanized 
if that could be effected. I think, 
however, that in view of the 
steel shortage as it now exists, 
that may have to be withdrawn. 


Question -—— “Inventory of M- 
21b products on hand at the end 
of the quarter are limited to one 
and one-half times the quarterly 
quota. Where the quota on any 
product classification is less than 
a carload, but the product must 
be purchased in carload quanti- 
ties, may this inventory limita- 
tion be disregarded?” 


Answer—In the first place, the 
inventory limitation is not one 
and one-half times, it is one and 
one-third times the quarterly 
quota, except in the case of tool 
steel. The order, as I recall it, 
says that you may not accept 
delivery of material if by so do- 
ing it will increase your inven- 
tory beyond one and one-third 
times your quarterly quota. As- 
suming that your inventory is 
pretty well shot, which it is, in 
most cases, your acceptance of 


carload, providing you liquidate 
it by the end of the quarter, | 
don’t think would be a violation 
that we would frown upon. 


Question— Form PD-83-g. 
Cannot this report in detail be 
abandoned in favor of a simple 
certification as to tonnage of all 
ratings above A-3 extended? In 
replacing inventory of steel 
products in 40,000 pound units 
or over, is the transaction detail 
in PD-83-g at all helpful to 
WPB? It is very onerous on the 
distributor.” 


Answer — If you will recall, 
PD-83-g form asks you to list 
the items on which you have re- 
ceived high ratings. We don’t 
ask that you send a copy of that 
report to Washington. My ex- 
perience to date in checking up 
on the performance of various 
distributors in the use of that 
form indicates that there is con- 
siderable advantage to be obtain- 
ed by having a detailed listing of 
the items on the form, because 
in checking back through the 
records, a number of them don’t 
keep all of the items together 
that they would extend on one 
form, and by having a listing of 
them, they can’t actually check 
back their records. In most every 
other case, in the War Produc- 
tion Board, the development and 
granting of the rating requires 
a two or three weeks’ delay. In 
the case of a steel distributor, 
however, the privilege has been 
granted whereby you can obtain 
an automatic rating merely by 
listing and accumulating the 
items on which you have re- 
ceived high ratings. In basing 
quotas, if you had to deal with 
the problem, I think you would 
probably insist that it be retain- 
ed the way it is now. 
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In hardware stores throughout the 
Nation CHIMNEY SWEEP is shattering sales records. Never 
before has there been such phenomenal demand, turnover and profits. 
Here are the exciting facts: A 3/16” coating of soot can cause a 69% fuel 
loss. Millions of families are vitally concerned with saving fuel this winter .. . 
hence a sure-fire market for CHIMNEY SWEEP. Absolutely safe—non-explo- 
sive and non-inflammable — CHIMNEY SWEEP quickly cleans soot and scale 
from fire box to chimney. A new, improved formula — the only nationally 
known and merchandised soot destroy erén the market—CHIMNEY SWEEP is 
not to be confused with obscure make shift products selling locally. 
CHIMNEY SWEEP is the silver lining in the dark priority cloud. Displayed 
prominently, it sells on sight. Stock up today. If for some reason your Jobber 
does not yet handle CHIMNEY SWEEP, send us his name and we will see that 
you are supplied. 


HERE'S the “DEAL” that STARTS PROFITS 
ROLLING IN..... at a small cash outlay! 


? You don't have to invest in heavy inventory to get started. This generous combination 
Deal gets your foot in the door. And thereafter you'll be burning up the wires for ad- 
ditional shipments. We've seen it happen with so many Dealers. 

Deal consists of: 


9. 1 doz. Trial Size 12 oz. cans—retail value 
2. ‘2 doz. Standard Size 48 oz. cans—retail value 


TOTAL RETAIL VALUE 


C . 
tH ay 10 3. FREE! Attractive Window Streamers, Counter Display Cards, Circulars 
ChE, MODERN wires ANP 


to help you sell! Yo c oO 
UR PRICE NLY 
FREE DISPLAY (Reorders filled from open stock} 


FREE Counter Display Cards, Window Stream- 

How to use CHIMNEY SWEEP ers, Circulars and Newspaper mats are $ ey 
available to make selling easy. It is not 
CHIMNEY SWEEP is a finely-powdered scientific h to CHIMNEY SWEEP. Display 


»mpound equally effective on coal, oil or gas fire it 1 you'll be rT quickly it sells 
A few tablespoonfuls sprinkled over red coals or IMPORTANT: You can get prompt shipment on CHIMNEY SWEEP. 
ot flame do the trick. Harmless chemical action | ASK YOUR JOBBER'S SALESMAN — or write to us direct 


move oot and scale 


HIMNEYS, FURNAC 


CHIMNEY SWEEP saves fuel, gives more eel Maeli 
Vey Regular use prevents chimney fire 
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The Resale of Iron and Steel 


“75 FEEL there is every reason for you to 
cooperate in this program established 
for the resale of iron and steel. It may not be 
perfect, it may involve some little sacrifice from 
time to time, but the idea behind it and its pur- 


pose is sound.” 


By E. L. WYMAN* 


‘thief, Warehouse Section 
Iron and Steel Unit 
Office of Price Administration 





E. L. WYMAN 


® view of interest 
aroused in the press recently, as 
a result of the investigations be- 
ing conducted by the Office of 
Price Administration in various 
sections of the country, into so- 
caHed “black market” steel op- 
erations, this seems an appro- 
priate time to describe certain 
activities of the Office of Price 
Administraton in the field of the 
resale of iron and steel products: 
[I should like to discuss these 


*An address delivered before the 
October 20, 1942 meeting of the Na- 
tional Association of Sheet Metal 
Distributors at the joint conven- 
tion of the American Hardware 
Manufacturers Association and the 
National Wholesale Hardware As- 
sociation in Chicago, III. 
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activities under four main cate- 

gories. 

(1) The reasons for the estab- 
lishment of price ceilings for the 
resale of iron and steel. 

(2) A description of the price 
ceilings and their operation, par- 
ticularly in regard to carload 
shipments. 

(3) What is now being done 
to maintain such ceilings. 

(4) What has been accom- 
plished to date as a result of 
Office of Price Administration 
action. 

1. Reasons for Establishment 
of Price Ceilings for the Re- 
sale of Iron and Steel 
The resale iron and steel in- 


dustry consists of corporations, 
partnerships and individuals who 


operate as middlemen _ between 
steel mills and the consumer. Ap- 
proximately 15 per cent of all 
steel products are normally re- 
sold in this manner. 

The need for price control in 
this resale industry was mani- 
fest from the complaints for- 
warded to the Office of Price Ad- 
ministration by consumers of 
steel, particularly war agencies 
and their contractors and sub- 
contractors. It was evident that 
many resellers were exploiting 
the tremendous steel needs of our 
government in a seller’s market. 

Steel costing $42.00 per ton 
at the mill was being shipped di- 
rectly from the mill to the Navy, 
for instance, at a price of 
$120.00 per ton. Between the 
$42.00 per ton mill price and 
$120.00 per ton final resale price 
to the Navy were six paper 
transactions and changes of own- 
ership of the material. None of 
these intermediary sellers ever 
actually handled the material but 
each added on and obtained an 
unearned profit at the expense 
of the Navy. 

Steel was being sold in numer- 
ous instances at prices as high 
as 150 to 300 per cent above the 
normal warehouse price for such 
steel. A great number of these 
sales were being made to the 
South American nations. ‘The 
conflict between these practices 
and the “good neighbor” policy 
is evident. 

I am happy to say that the 
bulk of transactions of the type 
described above were not made 
by the leading warehousemen 
and jobbers in this country as 
evidenced by the fact that they 
had maintained a comparatively 
stable price level during 1941. 


2. Revised Price Schedule No. 
49 


With the need so apparent, a 
resale ceiling was established, ef- 
fective Dec. 15, 1941. 

Revised Price Schedule No. 49 


is OPA’s regulation establishing 


maximum delivered prices on the 
sale of iron and steel products 
in all quantities. Establishment 
of this resale schedule was an 


HARDWARE AGE 





* 
a 
€ 
4 


asa 


$0 


Pe AM Th AT eal es 


ee 
Mes 


RIMES ERS OE 





fe 






































































































4 ZY 

. OE: 

a BRAG 82/1 | 
een & \ i \ 
Ap- E 

all * D Cf i 

re- Ij ; N\A W435 
| —0 SSS yy — 
“4 ; Ft YF 
of 

ub- Fi 

nat 

ng 

. J a source 

on 7 

di- F 

vy, i 

| O 

he i 

nd E 

ice ats wee 

er ‘ i 

“A & 

0 By , ; ‘ 
ee ; : @ Many consumer items are no longer available — BUT 
ut ap a il @ There are no priorities on wallpaper. 
” : @ Devoe Wallpaper can do important things for you: 
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é iT @ Help your wartime sales 
> P @ Bring you new store traffic 
* Fi @ Help sell related items — paint, for instance 
sh E ‘aghiaed cane a @ Create large profits from a small investment. 
vm a re pee Fe @ Devoe is a tested, fast-selling, complete line to meet every taste 
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eS chandising wallpaper HW @ Scientific selection eliminates carry-overs. 
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e ’ a money-making wallpaper department. 
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important contribution to the 
war program because of the re- 
sulting stabilization of prices of 
an industry which is daily be- 
coming a more important factor 
in the war effort. 

For the heavy steel line—gen- 
erally what the WPB calls Sched- 
ule “A” products—ceiling prices 
are, in brief, the seller’s own 
prices in effect on April 16, 1941. 
It is provided, however, that in 
“listed cities,” which are the 
leading steel distribution centers, 
the seller’s April 16, 1941, prices 
may not exceed those of “listed 
sellers” while in “unlisted cit- 
ies,’ which means all cities ex- 
cept “listed cities,” they are not 
to exceed the lowest combination 
price. The lowest combination is 
the lowest delivered price based 
on “listed seller’s” prices plus 
less-than-carload freight to the 
unlisted city. 

For the merchant wire line, 
with which you are concerned, 
the ceiling prices are likewise 
the seller’s own April 16, 1941, 
prices but in no case need these 
fall below a 20 per cent mark-up 
over mill carload delivered cost. 
The Schedule was amended after 
its original issuance to allow this 
mark-up, which is considered a 
fair one, over cost. 

The date of April 16, 1941, 
was selected, as you know, be- 
cause mill prices have been froz- 
en as of that date by Revised 
Price Schedule No. 6. 

These are the less-than-carload 
ceiling prices. Recently there 
has been a great deal of talk 
about carload shipments and car- 
load ceiling prices. What is the 
provision in Price Schedule No. 
49 for such shipments? The 
Schedule defines a “mixed car- 
load” and _ establishes ceiling 
prices for “mixed carload” ship- 
ments from warehouse stock. A 
mixed carload in normal times 
was ordinarily a shipment of 
40,000 lb. or more of a variety 
of items or products, or both, as 
might be assembled from a va- 
ried warehouse stock when the 
element of prompt delivery over- 
shadowed the consideration of 
price. 

Straight carloads are ship- 
ments of such character as would 
normally be made by mills in 
ordinary times. On sales of quan- 
tities of 40,000 Ib. or more of a 
product in straight carloads 
from warehouse stock, Price 
Schedule No. 49 provides that no 
higher than mill prices may be 


42 





charged. This provision might 
seem to make straight carload 
shipments from a warehouse pro- 
hibitive because the warehouse- 
man obviously would operate at 
a loss if he bought a carload of 
steel from a producing mill and 
then resold it at the same price 
to a user after handling same 
in and out of warehouse. The 
provision was established with a 
definite purpose in view, how- 
ever. 

These are war times. Some 
steel must be shipped in carloads 
from warehouses if the war pro- 
gram is to proceed without delay. 
It is recognized that in such 
times as these, it may sometimes 
be in the interest of the war ef- 
fort to ship straight carloads 
from warehouses to spots in the 
war production program where 
it is needed quickly. 

Therefore, supplementing this 


-seemingly prohibitive provision, 


the following machinery has 
been set up to permit certain 
straight carload emergency ship- 
ments from warehouse. The steel 
user or seller may apply to the 
War Production Board for per- 
mission to buy or sell such steel 
in carload quantities from a 
warehouse. If WPB finds he 
needs the steel for an essential 
purpose and that shipment from 
a mill is not practical or possi- 
ble, it grants such permission. 
Then a price providing the ware- 
houseman with a mark-up on the 
shipment is established by the 
Office of Price Administration. 
In general, this price approxi- 
mates that allowed for a “mixed 
carload” shipment. 

In other words, the public and 
the government are protected un- 
der these provisions from paying 

(Continued on page 86) 
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Catchy headlines and unusual | ‘, Fiets makes the meal « 
illustrations attracted readers’ | to set « table with Fiests 
attention to this advertisement plea 
of J. M. Warren & Co., Troy, | ine Cws snd Semen 


N. Y., on housewares for 
Thanksgiving time. The selec- 
tion of merchandise presented 
was very complete and ap- 
pealed to housewives. The ad 
was 534, wide and 14 in. deep. 
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three Piece Sets. 
Service for Eight 
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i WINDOW SEALS ... WEATHER NIP TADE 


With the Nation facing drastically cut fuel rations, here is your chance 
to cash in on HEETSAVER Window Seals and Weatherstrip Tape. 


Every person entering your store is a prospect. Every home needs 
it. Any housewife can apply it in just a few minutes. Placed on the 
inside of the window frame, (not directly on the glass) HEETSAVER 
Window Seals create an air blanket of insulation between the glass 
and the seal. Inconspicuous from the outside, HEETSAVER Window 
Seals do not exclude as much light as an average window shade. 
Waterproofed, they will not stretch or shrink. 

HEETSAVER Weatherstrip Tape is a cloth fabric, has a special gum 
backing which adheres to cold surfaces, either painted wood or 
metal. Merely moisten to apply. It seals the cracks between the 
sash and frame, completely keeping out cold air and wind. Also used 
to adhere HEETSAVER Window Seals to the window frame. 


HOW TO SEAL IN THE HEAT WITH HEETSAVER WINDOW SEALS: 

Because heat rises, it is important to put a HEETSAVER Window Seal 
on the top sash of every window in the home. Especially recommended 
if you have storm windows, since this gives you double protection. 
Completely cover top and bottom sash on windows not requiring 
vision, such as closed rooms, attics and cellar. 


HOW TO SEAL OUT THE COLD WITH HEETSAVER TAPE: 

i HEETSAVER Tape is used to adhere HEETSAVER Window Seal to 
is tad Cellar window frame. Also recommended for weatherstripping on all win- 
red for ventilation dows not required for ventilation. Completely tape storm windows 

P to window frame. Tape upper sash of all windows—use lower sash 
for ventilation. 


UNITED STATES TESTING Free package HEETSAVER Solution with each roll of tape permits 


easy removal without marring any painted surface. 


COMPANY, Inc., SeUERR Stock HEETSAVER today. Consult your Jobber or write to us direct. 


... THAT IN A THERMAL HEETSAVER Window Seals available individually in sizes from 
TRANSMISSION TEST*, HEETSAVER 24” to 72” width—any length. Popular 20 sizes shown on circular. 
pry dpe Bi emi DEALER HELPS: Two-color counter display card—9”"x14”. Large 
ING AIR. circular—12”x15”. Advertising allowance 50-50 up to 10% of 
"Test No 34676—Sept 22, 1942 purchase. 

LA aneiensnaamE HEETSAVER WEATHERSTRIP TAPE is available in white, green, brown, 
TAPE IS APPROXIMATELY 100% EF- black and buff. 100 feet—List $1.00. 
FICIENT IN PREVENTING WIND LEAK- 


ING THROUGH CRACKS BETWEEN SPECIAL ECONOMY DEALS 


SASH AND FRAME. Each Deol contains tape to attach Seals, thumb tacks for fitting window Seals and Heetsover Solution 
“Test No. 34752—Sepr 24, 1942 for adhesion and removal. Completely packaged in paper tube. 


4 Heet Wind: Seo! 4 Heet Wind Seal 
DEAL #1 24"x26" © 39 taet Sestegone DEAL #3 28"132" © 42 feat Mucanee 


Weatherstrip tape (buff) © Package Heetsaver Weatherstrip Tape (buff) © Package Heetsover 


SOILICIDE Solution List $1.00 Solution List $1.25 
LABORATORIES ep A aetna Nn oe 


Weatherstrip Tope (buff) ©®- Package Heetsover Weatherstrip Tape (buff) ® Package Heetsover 
MONTCLAIR, NEW JERSEY 
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ws in living quarters 


Seal all UPPER Sash Windo 


COMPLETELY Attic and Cellar Windows 


and Attic except those requi 


Solution hist $1.14 Solution list .$ .79 
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America’s Redistribution Problem 


RITICAL materials, vital to the war effort, 

are lying idle throughout the country and 
an immediate housecleaning of this material is 
essential. Much of this has already been moved 
but much remains to be moved. And the job of 
speeding up the redistribution of these mate- 
rials depends, in large measure, upon the in- 
dividuals who are stockholders in America. 


== in thou- 


sands of places across this 
country critical materials are 
lying idle. Many of those criti- 
cal materials are lying idle be- 
cause the production for which 
they were purchased has been 
stopped, because, in a war of 
materials, manufacture of non- 
essential goods must be elimi- 
nated. 

Overstocks of critical mate- 
rials are lying in plants because 
production of the product for 
which they were purchased has 
been curtailed. Today, too, cer- 
tain materials may be lying in 
storerooms because the method 
of production may have 
changed. 

Today, in public and bonded 
warehouses owners may have 
stored certain critical materials 
either for lack of storage space 
of their own; because they wish 
to hold material as a specula- 
tive investment; because such 
storage would permit borrowing 
of funds on the stored mate- 
rials, or because such materials 
are tied up in estates, etc. 

Because of our inability to 
export materials fast enough, 
there may be iying idle near 
docks or in yards and ware- 
houses certain materials vital to 
the war effort. Because build- 





* An address delivered before the 
joint session of the National Whole- 
sale Hardware Association and the 
National Sheet Metal Distributors 
Association, Oct. 19, 1942, at the 
joint convention of the American 
Hardware Manufacturers Associa- 
- and the N.W.H.A., at Chicago, 


4 





By RUSSELL C. DUNCAN* 


Materials Redistribution Branch, 
War Production Board 





RUSSELL C. DUNCAN 


ing construction has been 
stopped, contractors or owners 
hold critical building materials 
badly needed for cantonments, 
etc. Railroads, municipalities, 
counties, states, mines, auto re- 
pair shops, etc., have usable 
critical supplies which may not 
be in immediate demand by the 
holders. : 

Furthermore, in addition to 
material which has been pur- 
chased for consumption by the 
purchaser, there are today in 
many spots, overstocks and poor 
moving items in the hands of 
distributors and mill ware- 
houses. This material may have 
been made obsolete many years 
ago—or it may be still of great 
value in its present form else- 
where than in the distributors’ 
stocks. 

Just what are the materials 
which are critical? Critical ma- 


terials mean: materials in mill 
shapes such as steel, copper, 
aluminum; tools used in war 
production such as drills, files, 
precision tools; such manufac- 
tured items as bolts, nuts, riv- 
ets, screws; pipe, valves, fit- 
tings; equipment such as 
cranes, hoists, trucks (indus- 
trial) ; rubber products such as 
hose, belting, packing; products 
in which there are critical ma- 
terials such as electric motors, 
zine anodes; materials used in 
quantities by the armed forces 
such as kapok, goose feathers, 
balsa wood; lumber, nails and 
critical building materials. 

Recognizing that these mate- 
rials are lying idle the govern- 
ment has the problem of locat- 
ing them and, if considered 
advisable, of transferring them 
to useful war production. There 
are various methods employed 
in locating materials: 


Voluntary Admission of 
Possession 


Quantities of holders, many 
of whom have been affected by 
“L” and “M” orders of the 
WPB, voluntarily advise that 
they hold critical materials 
which are iying idle. Their de- 
sire may be to turn their stock 
into cash; get material flowing 
into war production or use 
storage space occupied by the 
material, etc. 


Reports from Outside Sources 


Patriotic citizens will report 
known stocks of materials. 
Sometimes these develop into 
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HOLDING 
HAMMERS 





HENEY Nail Holding Hammers lessen 

fatigue and save precious hours on 
war production jobs at home and on the 
fighting fronts throughout the world. 
Cheney Nail Holding Hammers save 
from 2 to 4 strokes on every nail driven 
home. That's a lot of power and strength 
saved, when you're driving nails all day 
long. This finest of fine hammers is being 
put to its greatest test by carpenters, 
millwrights, construction workers and 
many others, both in and out of the 
armed services, in all kinds of work, that 
just must be done—quickly. Cheney Nail 
Holding Hammers are doing a better 
job, a faster job, with much, very much, 
less fatigue. 

let us all get behind the President 


and help him win this »war—Buy 
War Bonds and Stamps—every day. 











HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, N. Y. City 
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reports of prejudiced individ- 
uals but many times are worth- 
while tips. 


WPB Contact Men 


In many offices of WPB, con- 
tact men are used to visit cer- 
tain plants in the district or 
region, for the purpose of ser- 
vicing those plants and speed- 
ing production. These men fre- 
quently report inventories to 
the Materials Redistribution 
Branch for further follow up. 
In addition, redistribution men 
call on distributors and mill 
warehouses for the purpose of 
inspecting their stocks. 


Army and Navy Contacts 


Engineers and contact men 
in the armed forces are making 
daily calls on production plants. 
These men report idle materials 
to proper sources for follow up. 


PRP Reports 


At regular intervals produc- 
ers report their inventories as 
well as their demands to the 
Production Requirements Plan 
Branch on Form PD-25-a. As 
surpluses are discovered on 
these reports they are drawn off 
and the information distributed 
to the field. 


Appeals Denials Reports. 


A producer whose production 
may have been affected by “L” 
or “M” orders of WPB may ap- 
peal for permission to continue 
his production for certain rea- 
sons. When these appeals are 
denied the producer’s surplus 
inventories are recorded and 
reported to the field. 


Warehouse Reports 


All public and bonded ware- 
houses in the country will re- 
ceive report forms on which 
they will record a list of critical 
materials held by them. This 
report will also indicate the 
name of the owners. As reports 
are received they will be an- 
alyzed and forwarded to the 
field offices for attention. Dis- 
position of materials will then 
be made as necessary. 


Materials Scheduled for Export 


Materials on docks, railroad 
warehouses and yards are being 
systematically analyzed. Those 
materials which cannot be ex- 
ported promptly are being di- 
verted to war production. 
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As recovery programs, such 
as Copper Recovery Corporation 
are functioning, forms are dis- 
tributed to every known holder 
of such material in the country. 
These inventory reports are 
made available to the field. 

These recovery programs 
have done much to redistribute 
critical materials. They have 
been developed to offer to hold- 
ers of materials the opportunity 
of selling their idle, excessive 
or frozen inventories to the gov- 
ernment at prices stipulated in 
the programs. 

The Materials Redistribution 
Branch does not actually pur- 
chase any materials but all ma- 
terials handled through these 
recovery programs are pur- 
chased by the Reconstruction 
Finance Corporation through 
one of its subsidiary companies 
set up for this purpose (usually 
the Metals Reserve Company or 
the Defense Supplies Corpora- 
tion). 

It is, of course, the desire to 
redistribute into war channels 
as much of this material as pos- 
sible in its present “as is” 
form. Much of what is reported 
can be redistributed in this man- 
ner. 

Some of the remaining ma- 
terial can be reworked or re- 
processed into usable _ sizes 
without remelting, while a large 
percentage must be remelted 





and converted into primary raw 
materials. 

While the copper program has 
been the most outstanding one 
of this type to date, the Steel 
Recovery Program now being 
set up will far exceed copper 
both in size and cost to the gov- 
ernment, but with the terrific 
demands for steel the program 
will be well worth the cost. 


Form 1663 


Most holders of steel have al- 
ready received WPB Form 1663 
which is a certification of steel 
inventory. 

This is a preliminary form 
designed to determine what 
type of recovery form will be 
required by the holder of the 
steel. It does not require the 
report of actual inventory. The 
sending of the preliminary form 
for Steel Recovery Program will 
eliminate the mailing to firms 
who actually have no inventory 
to report. 

The receipt of that form by 
the Steel Recovery Corporation 
will also make a substantial cut 
in the amount of paper to be 
sent out with the plan. 

This may not seem to be of 
consequence until I tell you that 
the weight of paper in the cop- 
per program mailing amounted 
to 50 tons. 

(Continued on page 88) 





Pottery and Utensils in Prominent Space 





A year ago this entire sidewall of the Worthington Hardware Co. was 
devoted to the display of a full line of refrigerators, washers, ranges, and 
other major appliances. Now this valuable display space has been con- 
verted to the display of available pottery and kitchen utensils with decided 
success. These lines have been expanded and new volume is being secured. 
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CROSS-CUT SAWS 
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FILES 


For 110 Years... 


SIMONDS 


has kept QUALITY FIRST 


IN THE PROFIT-BUILDING, RED-TRADE- 
MARKED LINE OF TOOLS FOR CUTTING 
WOOD & METAL The Simonds organization has 
always held to work-simplification as the straight and nar- 
row path to higher quality and better, faster service. So 
today you find all former Simonds plants consolidated 
into this single vast 5-acre room which houses 7 straight 
production lines which are rolling at top speed, night and 
day, to supply the nation’s wartime needs. Here under 
completely controlled working conditions, Simonds 
quality and service have reached new levels 
. .. even higher than ever before. Line up 

with Simonds and line up new profits. 





SIMONDS SAW AND STEELCO., FITCHBURG, MASS. 


e HACK SAWS e SOLID-TOOTH CIRCULAR SAWS e BITS @ SHANKS 
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P. RHAPS it would 


be of value to review briefly 
some of the products that fall 
under the jurisdiction of the 
Hardware and Small Tools Sec- 
tion in the War Production 
Board. This section handles the 
problems of companies manu- 
facturing builders’ hardware 
and small tools, other than those 
of the metal-working class such 
as micrometers, wrenches and 
pliers. It is charged with the 
responsibility of assisting and 
expediting the adjustment of 


actual production to the _ re- 
quirements of the War Pro- 
gram. 


Programs Formulated 


You are, no doubt, familiar 
with several of the simplifica- 
tion programs which have been 
issued under the terms of Limi- 
tation Order L-157. With the 
cooperation of industry advisory 
committees, we have formulated 
simplification programs covering 
such tools as shovels; spades 
and scoops; axes, hatchets and 
hammers; cross cut and miscel- 
laneous hand saws; and heavy 
forged tools. Simplification 
programs are now being de- 
veloped covering power-driven 
saw blades, auger bits and 
chisels, and steel goods. A pro- 
gram is also being developed 
covering the simplification of 
builders’ hardware. As_ you 
know, the Builders’ Hardware 
Manual issued by this section 
enumerates the hardware which 
may be used in construction 
projects costing more than 
$50,000. 

All these programs have a di- 
rect -bearing on distributors. 
Distributors are confined to 





* An address delivered before the 
joint session of the National Whole- 
sale Hardware Association and the 
National Sheet Metal Distributors 
Association, Oct. 19, 1942, at the 
joint convention of the American 
Hardware Manufacturers Associa- 
tion and the N.W.H.A., at-Chicago, 
Tl. 
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The Work of the 


No ype ¢ raghve mgr programs result in consider- 
able savings in critical materials and man- 
power hours on the part of the manufacturer 
and obviate the necessity of manufacturers car- 
rying excessive inventories in slow moving 
items. Manufacturers are not equipped to take 
over the distributors’ function. 


ordering from established sim- 
plified schedules. At the pres- 
ent time, limited quantities of 
non-conforming hardware and 
tools are available. This stock 
represents only those items 
which were fabricated prior to 
the effective dates of the sim- 
plification schedules. Since dis- 
tributors will not be required to 
stock wide varieties of similar 
items, it would appear that an 
increased rate of inventory 
turnover should result. 

I am sure you recognize that 
these simplification programs 
do result in considerable savings 
in critical materials and man- 
power hours on the part of the 
manufacturer, and also obviate 
the necessity of manufacturers’ 
carrying excessive inventories in 
slow moving items. Fewer 
models also simplifies and facili- 
tates the procurement of raw 
materials on the patt of the pro- 
ducer. 


How the Plan Operates 


I should like to take this op- 
portunity to explan to you peo- 
ple the operations of the Pro- 
duction Requirements Plan for 
the fourth quarter, and the ef- 
fect of this plan on distributors. 
As you are probably aware, each 
manufacturer of builders’ hard- 
ware or hand tools is required 
to file an application for pri- 
ority assistance on a PD-25A 
form for his quarterly require- 
ments, if such requirements for 
critical materials exceed $5,000. 
In the past, the practice has 
been to grant priority assistance 
for tonnages which in many in- 


svances exceeded the productive 
capacity of the metal producers. 
It became apparent, therefore, 
that some change ‘in this system 
was necessary, since priority as- 
sistance granted did not in all 
cases obtain delivery of raw 
materials. Accordingly, the Re- 
quirements Committee of the 
War Production Board obtained 
figures with respect to the pro- 
ductive capacity of the steel 
mills and other metal producers 
for the fourth quarter. They 
matched this productive ca- 
pacity with the requests of 
those companies operating un- 
der the Production Require- 
ments Plan and found that 
such requests far exceeded the 
plant capacity. It was neces- 
sary, therefore, to scale down 
all manufacturers’ requirements, 
giving consideration to the 
urgency of their product to the 
general war program. This has 
been done on an industry basis. 
The objective of this program is 
to limit priority assistance to 
known productive capacity of 
the steel mills and other metal 
producers. 

Manufacturers of builders’ 
hardware and small tools have 
received ratings and allocations 
covering only a portion of their 
entire fourth quarter require- 
ments. This means that in 
many instances manufacturers’ 
deliveries will be confined to 
urgently required items for the 
armed services and high rated 
civilian orders. This condition 
focuses attention on what I be- 
lieve is the distributors’ seem- 
ingly insurmountable problem 
of obtaining sufficient inven- 
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ROY HALQUIST 


tories to service properly the re- 
quirements of those customers 
who are unable to extend high 
ratings on what they sincerely 
believe to be essential orders. 
Many plans have been and are 
being considered to enable dis- 
tributors to identify that por- 
tion of their business which 
should properly be identified with 
the war effort. One thought was 
to ration tools. Rationing poses a 
number of problems and incon- 
veniences on the part of both 
the distributor and the ultimate 
consumer, which none of us 
likes to contemplate. Attention 
has therefore been given to a 
certificate purchase plan, requir- 
ing the signature of the es- 
sential user who is not in a posi- 
tion to otherwise extend a 
rating to obtain tools required 
in his work in a war plant or 
essential civilian industry. To 
further identify the essentiality 
of such orders, it has been sug- 
gested that these certificates be 
countersigned by employers, or 
possibly by designated person- 
nel in WPB regional offices. 
These certificates could be 
passed along from the dealer 
and the distributor for use in 
preparing his PD-1X applica- 
tion for priority assistance. 


Insuring Delivery 


The problem of insuring the 
delivery of tools to essential 
workmen is far-reaching and 
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Distributors’ Branch 


By ROY HALQUIST* 
Materials Distribution Branch, 
War Production Board 


any plan that is adopted will 
require the full cooperation of 
all concerned. 


Assistance Needed 


You people can be of immense 
value to this war effort, by sell- 
ing only to workers engaged in 
direct war work and stocking a 
limited line of fast-moving 
items. Your assistance will be 
definitely needed when it comes 
to working out programs for 
meeting the problems’ which 
will arise in the very near 
future. We must all prepare for 


the terrific impact which is 
coming, and do our utmost to 
meet the situation. 


If the distribution system 
fails, the burden will fall on 
manufacturerS to meet the re- 
quirements of war workers. I 
feel that the manufacturers are 
not equipped to take over the 
distributors’ function and, fur- 
thermore, it is my opinion that 
the manufacturers, in the main, 
do not wish to take over such 
function. In addition, if the war 
industries find that the distribu- 
tors cannot supply tools to their 
workers, it is only reasonable to 
assume that such industries will 
soon take over your functions 
which, I am sure, you do not 
wish to happen. In this connec- 
tion, I wish to point out that as 
a result of a survey, it has been 
determined that the laws of 
the several states do not pro- 
hibit manufacturing organiza- 
tions from purchasing tools and 
distributing or _ selling such 
tools to their workers. 








Sled Display Attracts Attention 


Sleds, formerly hung 
from the ceiling, at 
the Westport Hard- 
ware Co., Westport, 
Conn., have in re- 
cent years been dis- 
played atop shelving 
devoted to household 
consumption goods. 
The sleds rest against 
a crosspiece support- 
ed by two uprights. 
The lumber is cov- 
ered with crepe pa- 
per thus adding to 
its attractive ap- 
pearance. A’ com- 
plete range of sleds 
is thus quickly visi- 
ble to all coming 
near the department, 
which is close to the 
store's ski hut. 








Early December—Toys and Gift Goods 
Are the Things to Feature 


S rset early to create 


a lot of holiday atmosphere for 
your store. The Christmas season 
has started early this year because 
it is necessary to send gifts to 
service men at once if those items 
are to reach them in time for 
Christmas. Therefore, plan your 
Christmas opening at once and or- 
ganize your store so that it can 
furnish the necessary service at 
this time. 

Holiday atmosphere is very im- 
portant, so put up your decora- 
tions promptly. This will start 
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shoppers thinking about gift goods 
and it will also get them in the 
Store decorations 
Simpie 


buying mood. 
need not be elaborate. 
decorations around the lighting 
units in the store frequently are 
sufficient. Pennants and banners 
in Christmas colors can also be 
used to advantage. These are 
usually hung on* wires stretched 
This type of 
decoration is inexpensive and can 
be put up easily and quickly. 
Festoons in Christmas colors 
can also be used overhead. Mate- 
rial of this type can be draped 
from one or more central points. 


across the store. 


Decorative rope can be used in a 
number of ways. Corrugated pa- 
per icicles fastened to the tops of 
the sidewall fixtures add a Christ- 
masy atmosphere to the store and 
this is easily tacked in place. 

Some dealers work out interest- 
ing overhead arrangements with 
Christmas tree lights. In most 
these are 
flasher equipment so that action of 
a special type is secured. Unless 
such equipment is on hand, how- 
ever, it would hardly be practical 
today in view of the existing short- 
ages in lighting equipment. 

It is necessary to make drastic 


cases, connected — to 
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CHRISTMAS TOY AND GAME WINDOW 


MERCHANDISE: Dolls, teddy bears, pandas, Christmas tree lights, airplanes, tea sets, 
tanks, building blocks, aircraft gun and crew set. pin ball game. printers, footballs, books, 
electric trains, train accessories, card games, roller skates, target games, blocks, games. 
checkers, sail boats, gift packages on Christmas tree. 

BACKGROUND: Center panel white corrugaied board or painted wallboard. Side 
panels of red corrugated board. Use a small decorated Christmas tree in the center of 
the window. Cut-out letters of red and white. 
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CHRISTMAS WHEELED GOODS AND FURNITURE WINDOW 


MERCHANDISE: Desk sets, children’s furniture such as tables and chairs, rocking 
chairs, doll cabs, wheelbarrows, scooters, toy pianos, sleds, wagons, etc. 

BACKGROUND: Center panel of white corrugated board or painted wallboard. Side 
panels of red corrugated board. Cut-out letters of red and white material. Use cotton 
sprinkled with artificial snow along the top of the background. 


changes in regular displays in most 
hardware stores in order to show 
Christmas merchandise. Getting 
ready for the holiday selling sea- 
son means that considerable every- 
day goods must be moved or put 
away for the time being. Sup- 
plementary display fixtures for 
tables, ledges, and for sidewall 
open sections can reduce these ma- 
jor changes to a minimum. Such 
equipment should be used wher- 
ever possible. Dealers who have 
them or who develop them will 
find that their Christmas toy and 
gift displays can be set up more 
quickly and, in most cases, better 
displays secured. Considerable 
time will also be saved when you 
eliminate the shifting of most regu- 
lar merchandise displays. 

A number of these supple- 
mentary display units were shown 
in the Christmas Merchandising 
Section of the Oct. 15, 1942 issue 
of HarpwarE AGE on pages 31 to 
48. Drawings and other construc- 
tion data will be found for each 
suggestion. 
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Hardware dealers will have 
more gift goods for sale this year 
than in many years past, due to 
the addition of so many new lines 
of novelties and glassware. This 
type of merchandise must be dis- 
played carefully and it must have 
the proper atmosphere if it is to 
move quickly and make the proper 
impression on shoppers. You 
simply cannot display all of this 
merchandise in the same fashion. 

Attractive, bright, attention-get- 
ting windows are essential to a suc- 
cessful holiday season. Something 
new and something different is just 
as necessary in the store front as 
is atmosphere inside the store. You 
will find two simple displays that 
every hardware dealer can install 
suggested in this article. Follow 
these if you are at a loss as to how 
to trim your windows. You will 
find background suggestions in the 
captions below each _ illustration 
and a list of the merchandise that 
could be shown. Substitute other 
items wherever you do not have 
the article shown in the display. 


Backgrounds in Christmas win- 
dows should be something entirely 
different. The fact that you will 
be using red, white, green and 
blue holiday colors will be helpful. 

Be careful to use these contrast- 
ing colors so that they do not clash 
or seem too heavy. Here’s a way 
to avoid any unpleasant or harsh 
color combination. 

When you use red and white as 
the predominating colors in the 
background use green in small 
quantities and only as a trim. 
When you use green and white as 
the main color scheme in the back- 
ground, use red at the trim color 
or the one to be used sparingly. 
Never use red and green together 
in the background. Always use 
white with these strong holiday 
colors. 

Plan your Christmas _ back- 
grounds so that they can be used 
during most of the holiday period. 
This will save you time and will 
enable you to change the displays 
more quickly. 
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Have had _ con- 


siderable experience with Govern- 
ment anti-trust cases I was par- 
ticularly interested in the article 
in the New York Times, Sept. 16, 
in which the chairman of the board 
of the Aluminum Company of 
America (ALCOA), Arthur V. 
Davis, expressed his views on the 
government’s suit. 

Here are a few facts on this 
case: It covered five years and 
three months. There were 153 
witnesses, testimony covered 41,- 
722 pages, there were 15,000 
pages of exhibits and 1500 pages 
of answers and an army of lawyers 
was employed. The key men of 
Alcoa had two jobs. One was 
making aluminum and the other 
was defending this suit. The cost 
of the suit ran into hundreds of 
thousands of dollars. 

Now the court declares the com- 
pany to be innocent of the charges 
and the government appeals the 
case! Associations, firms and in- 
dividuals have suffered from such 
attacks for many years. 

I am not criticizing the Govern- 
ment’s right and duty to curb 
monopolies, but I do believe that 
its methods are all wrong. 


Personal Experiences 


Here are some personal experi- 
ences! In one case investigators 
called and went through our files. 
They copied documents while the 
case was in progress and before 
any decision had been handed 
down. These documents were 
copied in Washington by outside 
persons and then copies of our 
personal and private letters were 
openly offered for sale to the trade 
and public. All hearings were open 
and competitors attended every 
meeting and enjoyed the reading 
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SAUNDERS NORVELL 


of the correspondence and_ the 
questions asked us by the investi- 
gation. 

As an officer in the association 
under attack, I was called as a 
witness. Day after day I put in my 
time waiting to be called. One 
day the government’s attorney 
asked me to have lunch with him. 
I told him the members of the 
trade association under attack had 
not made a net profit on sales, for 
several years past, of over one per 
cent. I asked why the Govern- 
ment went after them when by 
referring to Poor’s or Standard 
Statistics they could have found 
concerns in the same line earning 
fabulous profits. His answer was 
“the law is that we only open 
cases when there is a complaint.” 

I told him that when he called 
on me I would have my answer 
ready. It would be that the asso- 
ciation being investigated was, on 
the face of the facts, innocent be- 
cause as business men its mem- 
bers did not have brains enough 
to form and enter into a “con- 
spiracy”! When we returned to 
the hearing he opened proceed- 
ings by excusing me as a witness. 

We read much about cartels 





and the crime of foreign agree- 
ments on patents, territories, prices 
and what not! I have had some 
experience in this, too. Let me 
outline the case of quinine. 

Quinine first came from South 
America. The plant was carried 
to Java where it flourished. The 
climate, soil, etc., were just right 
for it. The cinchona bark, from 
which quinine is made, grown in 
Java produced more “salts” than 
the South American tree, and soon 
the Java plantations monopolized 
the market. But human greed, as 
usual, ignorantly did its work. The 
Java planters increased their plan- 
tations. Their shipments flooded 
the market. The price of quinine 
dropped to such a low price that 
no one made any money. 


The English Method 


Then the Kins Bureau--a car- 
tel—organized the production and 
selling. The world consumption 
was figured out by countries. The 
planters were told just how much 
bark would be bought. The price 
was advanced. Each country pro- 
ducing quinine was alloted its 
share of bark based on its con- 
sumption. If they sold more than 
their share they had to buy the 
manufactured product from the 
bureau at the wholesale price. 
Every one in the industry made a 
fair profit. There was no surplus 
and no dumping at cut prices. 

As a “spectator” I attended the 
annual meeting in London. Here’s 
how it was done. At every place 
at the table was a printed program 
of proceedings in several. lan- 
guages. -There were Germans, 
English, French and others pres- 
ent. The Kins manager was there 
and he could speak alk the. lan- 
guages. 

But here is the point of this 
story. An English lord was chair- 

(Continued on page 94) 
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Maritime “M” Award 
to Wickwire Spencer 


Approximately 3,000 employees 
and guests attended the presen- 
tation of the Maritime “M” 
Pennant and Victory Fleet Flag 
to the Wickwire Spencer Steel 
Co., at its Palmer plant, Palmer, 
Mass., on Oct. 14. The award 
was given for “outstanding pro- 
duction achievement” on cables 
and riggings for America’s Vic- 
tory Fleet of cargo ships. 

High praise for the accom- 
plishments of the company was 
given by the Hon. Thomas M. 
Woodward, United States Mari- 
time Commissioner, who 
the presentation address. 

Acceptance for the Common- 
wealth of Massachusetts was 
made by the Hon. Leverett Sal- 
tonstall, governor, while Carl I. 
Collins, executive vice-president, 


made 


received the award on behalf of 
the company. Henning W. Fors- 
man, who has been at the Palmer 
plant for 42 years represented 
the employees at the presenta- 
tion services. 

Carl King, superintendent of 
the Palmer plant, acted as mas- 
ter of ceremonies. The program 
was broadcast over the Yankee 
Network from 2:45 to 3:15 P.M. 
and was rebroadcast over several 
individual stations in New En- 
gland and elsewhere. 

Flag Honor Guards were Wal- 
fred Peterson and Frank Blair 


honoring their 30 and 28 years | 
of service at the plant. 


A 20) 





piece military band provided the 
music before, during and after 
the ceremonies. 

In addition to Gov. Saltonstall 


and - Commissioner Woodward, | 
superintendents of all other | 
Wickwire Spencer plants and 


other executives of the company 
attended the ceremonies. 


PRIORITIES ON CLEMSON 
HACK SAW BLADES, ETC. 


Recently Clemson Bros., Inc., 
Middleton, N. Y., manufacturers 
of hack saw blades, etc., issued 
a bulletin outlining how the 
Oct. 6, 1942 amendment to Gen- 
eral Preference Order E-7 affects 
the sale of Star hack saw blades. 
On Star: Standard Steel; All 
Hard; Flexible Back Hard Edge 
and Special Flexible blades the 
company requires on all orders 


| placed with it a Priority Rating 


of A-10 or higher. No rating is 
required when sales are made to 
consumers by distributors or re- 


tailer. 
On Star “Moly” and Tungsten 
High Speed Steel Blades the 


| company requires on all orders 


placed with it a Priority Rating 
of A-10 or higher. A rating of 


| A-9 or better is required when 


sales are made to consumers by 
distributor or retailer. 
On Star Flexible Back Metal 





The speakers’ stand and some of the audience at the Palmer 
plant during the awarding of the Maritime “M” to Wickwire 
Spencer Steel Co. 
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Cutting Band Saws the company 
requires on all orders placed with 
it a Priority Rating of A-10 or 
better. A Priority Rating of A-9 
is required when sales are made 
to consumer by distributor or 
retailer. 


WIEGAND PROMOTED 
BY GLIDDEN CO. 


The appointment of T. J. Wie- 
gand to the position of regional 
director of the Minneapolis Di- 
vision of The Glidden Co., 
Cleveland, Ohio, was announced 
recently by Dwight P. Joyce, 





T. J. WIEGAND 


vice-president of the company. 


Mr. Wiegand was formerly man- | 
ager of trade sales in Cleveland. 


BATES HEADS FLOOR DIV. 
OF ARMSTRONG CORK CO. 


Kenneth O. Bates has been ap- 
pointed vice-president and gen- 
eral manager of the floor divi- 
sion of Armstrong Cork Co., Lan- 
caster, Pa., according to an an- 
nouncement made recently by S. 
W. Prentis, Jr., president of the 
company. 

Mr. Bates succeeds C. J. Black- 
strand, who will work directly 
with the president’s office in ad- 
ministration of the company’s 
general affairs. Mr. Bates will be 
succeeded as general sales man- 
ager of the floor division by C. 


| N. Painter, previously assistant 


general sales manager. R. A. Ful- 
ton, assistant sales manager of 
the floor division, will take over 
Mr. Painter’s duties. 


| MITCHELL TO SYLVANIA 


| ELECTRIC PRODUCTS 
The appointment of Don G. 
Mitchell as _ vice-president in 
charge of sales of Sylvania Elec- 





DON G. MITCHELL 


tric Products, Inc., New York 
City, to be effective as of Nov. 1, 
was announced by W. E. Poor, 
executive vice-president of the 
company. This is a new office, 
established to plan and direct 
the distribution and merchandis- 
ing of all Sylvania products. 
Mr. Mitchell was formerly vice- 
president in charge of sales of 
the Pepsi-Cola Co. and prior to 
that was with the American Can 
| Co. 
| FUHRMAN GENERAL MGR. 
OF SCHAFER CO. 


Earl C. Fuhrman was recently 
appointed general manager of the 
| Schafer Co., Decatur, Ind., whole- 
| sale hardware distributors and 

leather manufacturers, succeed 
| ing Fredrick Schafer, son of the 

founder, who recently enlisted in 
the Army. Mr. Fuhrman will 
direct both the wholesale hard- 
ware and manufacturing divisions 
of the company. At a meeting of 
| the stockholders he was elected 
secretary-treasurer of the 
| pany. 

Starting his employment with 
the company in 1920, Mr. Fuhr- 
man has served as a junior ex 

| ecutive for several years and was 
| in charge of the leather manu 
| facturing division, in addition to 
being a buyer for the wholesale 
department. 


com- 
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Ernest T. Trigg Re-elected President 
of Paint, Varnish & Lacquer Ass’n 


At the annual meeting of the 
National Paint, Varnish & Lac- 


quer Association, Inc., held re- 





ERNEST T. TRIGG 


cently at its headquarters at 1500 
Rhode Island Ave., N. W., Wash- 
ington, D. C., Ernest T. Trigg was 
reelected president of the execu- 
tive committee for a three-year 
term. 

E. D. Griffin, vice-president, 
Pittsburgh Plate Glass Co., Pitts- 
burgh, Pa., was elected vice-presi- 
dent, and E. A. Foy, Jr., presi- 
dent, Foy Paint Co., Cincinnati, 
Ohio, was elected treasurer for 
the same term. 

The regional vice-presidents, 
elected for a one-year term, are: 
New England—J. Dwight Morton, 
vice-president, Carpenter-Morton 
Co., Boston, Mass.; Eastern—M. 
J. Merkin, president, M. J. Mer- 
kin Paint Co., New York City; 
Central—R. O. Clark, president, 
Jewel Paint & Varnish Co., Chi- 
cago, Ill.; Southern—Ralph F. 
Schaefer, secretary, Schaefer Var- 
nish Co., Louisville, Ky.; South- 
western—Frank A. Pratt, presi- 
dent, Pratt Paint & Varnish Co., | 
Dallas, Tex.; Western—Oliver S. | 
Orrick, secretary, General Paint 
Corp., San Francisco, Cal. 

A. F. Winstel, president, | 
Saeger-Winstel Co., Cincinnati, | 
Ohio, was elected to serve as di- | 
visional vice-president—wholsale, 
for a term of one year. 

Members elected to the execu- 
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tive committee for three-year | 
terms are: D. A. Kohr, president, 
Lowe Brothers Co., Dayton, Ohio; | 
deLancey Kountze, chairman of 
board, Devoe & Raynolds Co., | 
Inc., New York City; H. A. 


Melum, vice-president, Benjamin 


Moore & Co., Chicago, IIl.; 


Ralph M. Neumann, general sales | 


manager,- New Jersey Zinc Co., 


| New York City; Charles J. Roh, 
president, Murphy Varnish Co., 


Newark, N. J., and W. M. Zintl, 
director of sales, Finishes Divi- 
sion, E. I..du Pont de Nemours 
& Co., Wilmington, Del. 








Duncan Shaw Elected 


of North Sea Mine Force Ass’n | 


Duncan Shaw, president of the 


| Reading Hardware Corp., Read- | 


ing, Pa., recently was elected | 
national president of the North 
Sea Mine Force Association, Inc., 
an organization consisting of men 
who saw service in mine laying 
and sweeping or at the bases in 


| the North Sea Mine Barrage dur- 





ing World War No. 1. 

Mr. Shaw is well-fitted for this 
position as he commanded a divi- 
sion of submarine chasers during 
the last war. It was the job of 
those men to lay mines in order 
to “bottle up” the German fleet 
and after the war was over to 
these mines that the 
sea lanes would, once again, be 
safe for commerce. 


sweep so 


Those men who served on the 
104 ships and the 10 bases of 
the North Sed Mine Force are 


National Pres. 


justly proud of their war record. 
In 13 excursions they placed 56,- 
571 mines between Scotland and 
Norway, to which the British 
Navy added 13,546, effectively 
establishing a barrier that kept 
the German U-boats in the North 
Sea. 

Mr. Shaw, whose company is 
now producing armor plate for 
landing barges, has also held the 
position of national membership 
chairman of the association for 
the last term. 


GROBET FILE CO. 
CHANGES QUARTERS 


The Grobet File of 
America, distributors of Swiss 
pattern and rotary files, has an- 
nounced its removal to larger 
quarters at 421 Canal St., New 
York City. ’ 


Co. 





Duncan Shaw, newly elected president of the North Sea Mine 
Force Association, Inc. 


W.P.B. MEETING FOR 
DISTRIBUTORS, NOV. 13 


Special meetings will be held 
| in New York, New England and 
New Jersey areas to discuss dis- 
tributors’ problems and to ex- 
| plain how they can obtain as- 
sistance in carrying out their 
functions in the War Program. 
The meetings are being cleared 
by the. National and Regional 
Trade Associations through the 
New England Council in Boston 
and through the New York Board 
of Trade in New York City. The 
New York meeting will be held 
| Friday, Nov. 13th from 10:30 
| A.M. to 4:00 P.M. at the Com- 


| modore Hotel. 


| On the platform will be lead- 
ing W.P.B. administrators from 
Washington who are responsible 
for the operation of Suppliers’ 
| Assistance Form PD-IX Inven- 
| tory Control Order L-63, Steel 
| Warehouse Order M-21-b,:Plumb- 
ing and Heating Order “L-79, 
Copper Order M-9-a and ¢ and 
| the Automotive Order  L-158. 
| The discussion of orders will af- 


} 


| fect, says the announcement, “all 








wholesalers, jobbers, producers 


who buy for resale and: retailers 
| who purchase direct frém_pro- 
ducers in such fields as hardware, 
industrial and mill supplies, elec- 
trical, and 
automotive, school supplies, lum- 


plumbing heating, 


ber, etc.” 


RUML WILL ADDRESS 
METROPOLITAN BANQUET 


Beardsley Ruml, Gov. N. Y. 


| Federal Reserve Board, will 





be 
one of the guest speakers at the 
32nd annual banquet of the 
Metropolitan Hardware Associa- 
tion to be held Nov. 16 at the 
Hotel Astor in New York City. 
The Hon. William T. Pheiffer, 
Congressman of the 16th New 
York District is scheduled to be 
the other speaker. Dinner will 
start at 7 P.M. sharp and a two 
hour floor show will be pre- 
sented in addition to the rest of 
,the program. Tickets may _ be 
obtained ‘from Anthony Herr- 
mann, 67-29 Myrtle Ave., Brook- 





lyn, N. ¥., chairman of the. ticket 


| committee. 
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EDWARDS COUNCIL PRES. 
BOY SCOUT FOUNDATION 


Frank W. Edwards, sales man- 
ager of Whitlock Cordage Co., 
New York City, was elected 
president of the Manhattan Bor- 
ough Council of the Boy Scout 
Foundation of New 
York at a recent mecting of the 
executive board. 

Previously, Mr. Edwards 
served as chairman of the Com- 
mittee on Advancement of the 
Manhattan Council. He was 
elected to the executive board in 
October, 1941, having been iden- 


Greater 





FRANK W. EDWARDS 


tified with various phases of the 
couneil’s activities for about five 
years. 

Mr. Edwards has been 
ciated with the Whitlock Cord- 
age Co. for the past 20 y-ars. 


asso- 


JOHN HIRES HEADS 
HARDWARE BOOSTERS 


John Hires, Lufkin Rule Co., 
Inc., New York City, was elected 
president of the Hardware Boost- 
ers at the annual meeting held 
Friday evening, Oct. 30, in the 
Cornish Arms Hotel, 8th Ave. 
and W. 23rd St., New York City, 
succeeding A. M. Glueck, manu- 
facturers’ agent. T. J. Crofton, 
H. B. Sherman Mfg. Co., is the 
new president, and Kenneth A. 
Heale, Harpware Ace, and Harry 
J. Schmitt, H. Blumberg Sons, 
Inc., were reelected as secretary 
and treasurer, respectively. 

The members present voted to 
hold the next meeting Friday eve- 
ning, Nov. 20, at the Advertising 
Club, 23 Park Ave., New York 
City. It was also voted that the 
annual Christmas party shall 
again be an open affair, return- 
ing to traditional policy for this 
party instead of having it for 
members only, as was the case 
last year. The Christmas party 
will be held Thursday evening, 
Dec. 17, at a place to be an- 
anced when arrangements have 
been completed. 


56 








WAR BONDS 


Serious of face and with all 


the | 


frills sheared away, 
| woman of 1942 accepts the 
| wartime obligation of read- 


justing her budget to include 
War Bonds as a patriotic 
“must”. 
| of the “Minute Man" of Rev- 


pledged to serve, save and 


| sacrifice until Victory in the 


| 

| present war is ours. In her 
| honor, the retail stores of the 
| nation will urge the acceler- 
| ated purchase of War Bonds 
Swe Stamps by the 

“Women At 

| 22 to 28. 


public, 


during War 


Week", Nov. 


Worthy descendent 


olutionary War days, she has 


E. L. FENN ELECTED 
CONN. STATE SENATOR 
Edward L. 

manager 


Fenn well known 


of the New York 


as 


| office of Millers Falls Co., Green- 


| 
| 


field, Mas:., tool manufacturers 
was elected as a state senator in 
Connecticut’s election 

Senator Fenn has the distinction 
of being the first senator to be 
elected for the newly created 
Greenwich, Conn., senatorial dis- 
trict in which he He 
alzo ran high man in that dis- 
trict for popular vote. 


resides, 





HON. EDWARD L. FENN 


Nov. 3. | 














D. W. NORTHUP 


D. W. NORTHUP HEADS 
NEW GARMENT CO. 


D. W. Northup, president of 
The Henry G. Thompson & Son 
Co., New Haven, Conn., manu- 
facturers of hack saw and band 
saw blades, has recently organ- 
ized a new company for the man- 
ufacture of surgical and medical 
garments for women. This com- 
pany, of which Mr. Northup is 
president, will start operating 
Nov. 1 at its factory in Branford, 
Conn. The new organization has 
been named the Dora Miles Co. 








Being cited for merit in two 
wars is the distinction of Mc- 
Cambridge & McCambridge 
whose plant at Smallwood and 
Eagle Sts., Baltimore, Md., was 
the scene, on Sept. 22, of the 
latest recognition of the firm’s 
war production effort. Before 
|a group of employees on the 











McCambridge & McCambridge 
Receive Victory Citation 


grounds of the company’s plant, 
John F, McCambridge, president 
of the organization, received the 
W.P.B. approved Victory Pro- 
duction Citation from the pub- 
lishers of Outdoor Life. 

In the first World War, Mr. 
McCambridge received for his 
firm the War Department’s Certi- 





ficate of Merit “for distinguished 
service in the performance of 
war work.” Many dealers have 
sent messages of congratulations 
to Mr. McCambridge for this 
latest recognition and the firm’s 
place on Outdoor Life’s “Roll of 
Honor” as manufacturers devot- 
ing production to the country. 
McCambridge & McCambridge 
produces “Fiendoil” which is used 
in protecting arms against cor- 
rosion and to speed gun cleaning. 





President John F. McCambridge receiving the Victory Production Citation. 
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WILLIAM A. STROH 


associated with the Peck, Stow 
& Wilcox Co., Southington, 
Conn., for the last 30 years as 
traveling representative cover- 
ing the Central States, is now 
with the War Department, Chi- 
cago Ordnance District, First 
National Bank Building, Chi- 
cago, Ill. 


ARMY RAISES JACKSON TO 
LIEUTENANT COLONEL 





William H. Jackson, formerly | 


of Landers, Frary & Clark, New 
Britain, Conn., electrical manu- 
facturing concern, was recently 
raised from the rank of major to 
lieutenant colonel in the U. S. 
Army. 








Lt. Col. Jackson’s career in 
the Army started in World War I 
when he attended officers’ train- 
ing school in Georgia and was 
commissioned a second lieutenant. 
After the war he remained in the 
National Guard and was com- 
mander of the local New Britain, 


Conn., company with the rank of | 


captain. He left Landers, Frary 
& Clark last January after serving 





LT. COL. WILLIAM H. JACKSON 


his company for 25 years. Lt. Col. 


| Jackson was stationed in Florida 


and subsequently was transferred 
to the command with which he 
has made several trips to Puerto 
Rica. 








Henry C. Hopkins Elected President 


of Pennsylvania Wholesale Ass’n 


At the recent fall meeting of 
the Pennsylvania Wholesale 
Hardware & Supply Association 
held at the Hotel Philadelphian, 
Philadelphia, Pa., Henry C. 
Hopkins, Reilly Bros. & Raub, 
Lancaster, was elected president 
succeeding R. R. Kearton, Ralph 
F. Weeks Co., Scranton. C, E. 
Maloy, Jr., C. H. Prutzman Co., 
Altoona, was elected first vice- 
president and Denton A. Wright, 


P. A. & S. Small Co., Lebanon, 
was named second vice-president. 
Maxwell Krause, George Krause 
Hardware Co., Lebanon, was re- 
elected treasurer, a position he 
has held since the passing of his 
father, George Krause, the for- 
mer treasurer of the association. 
Samuel B. Smith, Steinman 
Hardware Co., Lancaster, was 
re-elected secretary of the associa- 
tion, 





Officers of Pennsylvania Wholesale Hardware and Supply Asso- | 
ciation, left to right—Samuel B. Smith, Steinman Hardware Co., | 
R. R. Kearton, Ralph F. Weeks Co., Scran- 


Lancaster, secretary ; 


ton, retiring president; C. E. Maloy, Jr.. H. C. Prutzman Co. 
Altoona, first vice-president, and H. C. Hopkins, Reilly Bros. & 
Raub, Lancaster, president. 
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FEATURE THESE 2 FAST-SELLING 
CP “q Value 00 rs 
GUT SETS [22 


Avatlable for Immediate Deli. 





NATIONALLY ADVERTISED IN LADIES’ HOME JOURNAL 
SEE YOUR JOBBER... 





No. 937 GIFT SET 


Feature as a “‘save-food-for-victory” special, because all items are prac- 
tical necessities that protect their contents, prevent spilling, avoid waste. 
Set consists of No. 630 Sugar Server, No. 427 Dripless Server, No. 453 
Twin-Server set (2 condiment jars, 2 spoons, 1 tray). All tops, spoons, 
and tray are red Tenite plastic; containers are clear-glass. Packed complete 
in attractive red corrugated gift carton which can be mailed “as is” for 
el GRD: GID oo is access ddickasccaast Retail price: $1.00 


No. 915 MATCHED DRIPLESS SERVER SET 


Was an outstanding profit-winner last Christmas and all through the year . . . 
will be a big-seller this holiday time, too. Consists of matched dripless 
servers—48-oz. and ll-oz. sizes—tissue-packed in smart set-up gift box. 
Tops and slides are sanitary Tenite plastic in red, green, yellow, blue; 
containers are clear glass in ribbed design......... Retail price: $1.00 


(Retail prices slightly higher west of Mississippi) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 
400 N. LEAVITT ST., CHICAGO, ILLINOIS 

















The strength, the vision and 
the power of the eagle stems 
frorn the industry and patriot- 
ism of the people. This is 
your war and our war. Every 
one of us. Let us now conduct 
our businesses and our lives 
so that they contribute the 
greatest possible aid to Vic- 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS: 
NEW YORK: 45 Warren St. 
SAN FRANCISCO: 703 Market $i. 





oe % 


CHICAGO: 162 N. Clinton St. 








58 








OBITUARIES 





LOUIS MOLLER 
Louis Méller, president of 
Anderson & Ireland Company, | 
Baltimore, Md., died suddenly at | 





| 





LOUIS MOLLER 


his home in Baltimore on Nov. 3. | 
He was 70 years of age. 

Mr. Modller was born in Ballti- | 
more in 1872 and entered the | 
employ of the Anderson & Ire- 
land Company in 1892 as entry 
and billing clerk. In 1903 he 
bookkeeper and two 
years later became secretary of | 


became 


the company. In 1905 he _ pur- 
chased the interests of the Ire- 
land family and became sole 


owner of all the stock and presi- 
dent of the firm. The business, 
which was founded in 1805, is 
the second oldest commercial es- 
tablishment in Baltimore and the 


seventh oldest in the United 
States. Last January, the Hard- 
wase Club of Baltimore and 


affliated groups from Washing- | 
ton, D. C., and Alexandria, Va., 
honored him with a dinner. He 
was a member of the HARDWARE 
Ace Fifty Year Club. 


| and 


He is survived by his widow, 
two daughters, a brother, a sister 
and two grandchildren. 


ALFRED C. CLARKE 


Alfred C. Clarke, former man- 
ager of the New England branch 
of the Columbian Rope Co., 
Auburn, N. Y., passed away re- 
cently in the hospital at Newton, 
Mass., after an illness of only 
four or five days. 

With considerable experience 
in the cordage business, Mr. 
Clarke joined the Columbian or- 
ganization in 1910 and assumed 
the management of the New 
England branch in Boston. In 
March, 1930, due to the con- 


| dition of his health Mr. Clarke 
| relinquished active direction of 
| the Boston branch but continued 


in active contact with his friends 
customers until a_ few 
weeks before his death. 

During his many years with 


| the Columbian Rope Co. he made 


a host of friends and was very 
well known among the trade in 
New England. 





ALFRED C. CLARKE 








37 ATTEND MEETING 
OF HDWE. TRADE ASS’N 


| 

The Hardware Trade Associa- | 
tion had 37 members and guests 
present at the luncheon meeting | 
held at the Railroad and Ma- 
chinery Club on Oct. 27. The 
following guests were present: 
Julian Bruwier, Leopoldville, Bel- 
gian Congo; Mr. Powers, The | 
Rawlplug Co., Inc.; Fred Con. | 
nell, American Sash Co., and Tom | 


‘Skelton, Brown & Sharpe Mfg. | 


by Roy O’Hanlon. 


CAMPBELL HDWE. RETURN 
TO OWN QUARTERS 
The Campbell Hdwe. & Supply 
Co., Seattle, Wash., wholesalers, 
moved back to its own quarters 
which have been fully remodeled, 


| following the fire which destroyed 


$300,000 of supplies on April 18 
of this year. 

Wallace H. Campbell, general 
manager of the firm advises that 
the company now has amply en- 
larged offices and that its entire 
stock is housed to permit speedy 
service. 
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OPA Limits Grounds for Individual 
Ceiling Price Adjustments 


A change in administrative 
policy, limiting the grounds upon 
which individual ceiling price ad- 
justments will be granted, was 
announced Nov. 3 by the Office of 
Price Administration. These re- 
visions involve: 

1—Termination on Nov. 30 of 
Section 18 (a) of the General 
Maximum Price Regulation and 
all similar sections in other price 
regulations (except the services 
regulation —- Maximum Price 
Regulation No. 165—as amend- 
ed). This section allowed a re- 
tailer to apply for price adjust- 
ments if he was suffering sub- 
stantial hardship because his 
ceiling price was abnormally low 
in relation to his competitors. Ap- 
plications for relief under this 
section (whether in the General 
Maximum Price Regulation or 
any other regulation) will be 
accepted until midnight, Nov. 30, 
and will be processed, along with 
all other applications pending as 
of that date. 

2—Termination on Nov. 15 of 
Section 18(b) of the General 
Maximum Price Regulation and 
similar sections in all other price 
regulations. This section permit- 
ted wholesalers and manufactur- 
ers to apply for price adjustments 
on substantially the same grounds 
as retailers, except that, in addi- 
tion, the applicants must be able 
to show that any adjustment 
granted would have no effect on 
the retail level. Applications 
from wholesalers and manufactur- 
ers under this section (whether 
in the General Maximum Price 
Regulation or any other regula- 
tion) will be accepted until mid- 
night Nov. 15 and will be 
processed, along with all other 
applications pending as of that 
date. 

3—Immediate revocation of 
Section 18(c) of the General 
Maximum Price Regulation and 
similar sections in all other price 
regulations (except the services 
regulation). This section was a 
“catch-all” which allowed the 
filing of petitions for adjustment 
by any seller whose situation did 
not fit either -18(a) -or 18(b) 
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and who could prove the special 
character of his case. No pend- 
ing applications will be granted 
under 18(c). 

OPA explained that this sec- 
tion was eliminated because its 
broad, indefinite provisions for 
adjustments, embracing every 
conceivable case and inviting a 
limitless number of requests for 
individual relief, are incons‘stent 
with the new policy which re- 
quires adjustment provisions to 
contain precise standards. 

4—No change in Section 18(d) 
of the General Maximum Price 
Regulation. This section, a re- 
cent addition, outlines the posi- 
tion of OPA with respect to ad- 
justments of maximum retail 
prices that conflict with “fair 
trade” prices generally in effect 
during March, 1942. 

5—Revocation of Section 18(e) 
of the General Maximum Price 
Regulation and its replacement 
by a paragraph stating that OPA, 
or any duly authorized agent, 
may adjust any maximum price 
established under the General 
Maximum Price Regulation in 
such cases as may be specified by 
supplementary regulation. Simul- 
taneously, there is being issued 
Supplementary Regulation No. 15, 
which incorporates special pro- 
visions for adjustment in maxi- 
mum prices for services of car- 
riers, other than common carriers, 
and for storagé and terminal ser- 
vices. These provisions originally 
were contained in Section 18(e). 

One new general adjustment 
provision is being added to the 
General Maximum Price Regula- 
tion—and when the others are 
eliminated will be the only one 
remaining of general applicabil- 
ity. Designated 18(c) this new 
section is designed to permit local 
action to meet significant local 
shortages. It provides for price 
adjustments for any seller or 
group of sellers wherever it ap- 
pears that: 

1—There is or threatens to be 
in a particular locality a shortage 
of a commodity or service which 
aids the war program or is essen- 
tial to a civilian standard of liv- 





ing consistent with the prosecu- 
tion of the war; and 

2—A price adjustment will 
substantially reduce or eliminate 
the local shortage; and 

3—The adjustment will not dis- 
turb supplies in any other lo- 
cality; nor create a need for 
higher prices; and 

4—The adjustment will effec- 
tuate the purposes of the Emer- 
gency Price Control Act of 1942, 
as amended. 

Even under this new provision, 
it is contemplated that the price 
of an individual seller will be 
adjusted only in rare instances. 
Instead, where circumstances 
make it essential, local regula- 
tions or orders will be issued 
limited in their application to a 
particular group or class of sell- 
ers. Regional Administrators are 
being vested with the necessary 
authority to act on applications 
under the new section. 

This “local shortage” adjust- 
ment provision may be added to 
such other OPA price regula- 
tions as experience indicates is 
necessary and the same _ local 
limitations will apply. 

A substantial number of OPA 
price regulations have included 
adjustment provisions of a special 
nature—as distinguished from the 
Section 18 type. These have been 
re-examined in the light of the 
change in over-all policy and as 
of today many are being elimi- 
nated. Some will be retained; 
others will be amended in the 
near future. New adjustment 
provisions may be issued to re- 
place some which are being 
terminated. Henceforth,  indi- 
vidual adjustments will be pro- 
vided for in a regulation only 
when they are an effective in- 
strument for aiding in the prose- 
cution of the war or securing the 
supply of essential materials and 
services, including commodities 
and services essential in the 
standard of living. 

Similar changes are being 
made in the services regulation 
—Maximum Price Regulation No. 
165 as amended. The deadline 
for applications filed under Sec- 








tions 1499. 114(a) and (b) of 
that Regulation, permitting the 
granting of adjustments in cases 
involving undue hardship caused 
by out-of-lineness, or by cost in- 
creases between Feb. 1 and April 
27, 1942, is Jan. 1, 1943, rather 
than Nov. 15 and 30, 1942, the 
corresponding deadlines under 
the General Maximum Price 
Regulation. 

The additional time is granted 
because the services regulation 
did not go into effect until July 1, 
1942. 

For the same reason, paragraph 
(c) of Section 114 of the ser- 
vices regulation which enables 
sellers who do not qualify under 
(a) or (b) to apply for relief 
when they show hardship result- 
ing from special circumstances 
is retained for the present al- 
though it is expected that any 
adjustments which become neces- 
sary under Section 114 (c) will 
be dealt with so far as possible 
by general amendment, rather 
than by individual adjustments, 
thus further effectuating the 
policy announced. 

As part of the change-over in 
policy, OPA has issued Revised 
Procedural Regulation No. 1. 
This regulation takes in Pro- 
cedural Regulations No. 1 and 2 
and Temporary Procedural Regu- 
lation No. 8 which are revoked. 
One of the features of the new 
procedural regulation is that it 
precludes the consideration of 
any petition for amendment of a 
regulation unless it involves a 
matter of general applicability. 


WPB MOVES 
DISTRESSED STOCKS 
UNIT TO PITTSBURGH 


Distressed stocks unit of the 
WPB iron and steel branch has 
been transferred to Pittsburgh, 
where it will work with repre- 
sentatives of the steel recovery 
corporation and the materials re 
distribution branch in speeding 
the purchase and allocation of 
millions of tons of frozen, idle, 
or excess stocks of iron and steel. 

The distressed stocks unit will 
direct the allocation of material 
which the Government decides to 
purchase. 

Headquarters of the WPB 
Pittsburgh unit will be at 5835 
Baum Boulevard. 
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STILL EAS 


* Now still another reason for the amazing 
trade popularity of R-V-LITE, the Champion 
of Modern Glass Substitutes We are still 
shipping all orders within 24 hours so we can 
still bring you this fast-selling item that has so 
many uses for your customers. Still with the 
features that made it famous, R-V-LITE is avail- 
able through your jobber NOW! Comes in 36” 
rolls .. 50 and 150 ft. long. Remember to 


recommend R-V-LITE wherever glass is used 


in all Farm Blidg., City Homes, Plants and 


and watch your repeat business 


FREE 


R-V-LITE DISPENSING DISPLAY RACK 


with order for 150 ft roll or three 50 ft. rolls 36” wide. 
Beautifully lacquered in 3 colors. Adjustable for counter, 
wall or shelf use. Convenient cutting-edge guide. Makes 
display space pay! Send for sample 
and particulars. 


Factories... 


g-T-o-w! 


Y TO BUY 
oe 








Types and Kinds of Kitchen 
Enameled Ware Slashed 


(Washington Bureau 
of HARDWARE AGE) 

Less glamor and more utility 
will be the rule for kitchen 
enameled ware as a result of an 
order announced Oct. 26 by the 
WPB, laying down rigid style and 
production restrictions for all 
types of enameled ware for 
household, commercial, and in- 
stitutional purposes. The Order 
L-30-b slashes the kinds and 
types of kitchen enameled ware 
from a peactime total of 450 
items to a wartime limitation of 
25. 

While cutting by 25 per cent 
the amount of iron and _ steel 
which will be available for most 
types of enameled ware—based 
on consumption during the year 
ending June 30, 1941—the order 
nevertheless permits greatly in- 
creased manufacture of those 
items on which production now 
will be concentrated. This be- 
cause the total amount of raw 
materials allowed will be used 
for the production of only a rela- 
tively few types of enameled ware. 

Raw material allotments for 
hospital equipment are doubled. 
For enameled water pails, an in- 
crease of 25 per cent over the 
base year’s consumption of iron 
and steel is permitted. This ap- 
plies also to tubs. Production of 
enameled ware roasters is cut to 
15 per cent of the total for the 
base year. 

Among the enameled ware 
products on which production 
will be stopped are coffee pots, 
tea, kettles, colanders, meat and 





vegetable trays, infants’ baths, 
small sauce pans, kettles over 7- 
qt. capacity, cups, plates, drain- 
age trays, dippers, baby bottle 
sterilizers, water pitchers, sink 
strainers, and garbage pails—to 
mention a few. 

Manufacture of the following 
enameled ware items will be con- 
tinued to take care of the most 
essential civilian and Army and 
Navy requirements: coffee boilers, 
steam table insets, kettles (14 to 
20 qt.), ladles, water pails (10 
to 124% qt.), steamtable pans, 
percolators (with or without 
baskets, 6 to 9 cups), Reine 
Marie pots, sauce pots (344 to 
8% qt.), stock pots, sauce pans 
(1% to 2% qt.), and roasters 
(single wall 15 in. to 19 in. in 
length). 

Manufacturers are restricted 
in both the types and sizes of 
these items they can make and 
must confine their production to 
one, two, or three different sizes 
of each article specified. Metal 
covers are permitted for some of 
the items listed. 

Enameled ware prohibited by 
the order which on Oct. 24 had 
been “blanked to size and shape” 
may be completed up to Dec. 31 
except for attachments of speci- 
fied items and application of the 
enamel coating. 

The order is the second of a 
series of supplementary orders to 
L-30, covering production of 
kitchen and household articles. 
On Nov. 1, 1942, all of its pro- 
visions supersede the restrictions 
on the manufacture of enameled 
ware imposed by L-30. 


Allocation Classification 
System Rescinded 


Announcement has been made 
by Mason Manghun, chief, Busi- 
ness Contact Branch, WPB, that 
Priorities Regulation No. 10 es- 
tablishing the Allocation Classi- 
fication System (End Use Sys- 
tem) has been rescinded. This 
rescinding order was effective as 
of Nov. 5. In his announcement 
Mr. Manghum said, in part, “The 
War Production Board has 





reached the conclusion that Regu- 
lation 10 is not needed at this 
time. It has, therefore, been re- 
scinded.” 

As a result of the rescinding 
order it is no longer necessary 
to place Allocation Classification 
Symbols and Numbers on. pur- 
chase orders, nor to require them 
from customers. 
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WPB Orders Concentration of 


Farm Machinery Production 


(Washington Bureau 
of HARDWARE AGE) 


The long awaited farm machin- 
ery and equipment concentration 
order L-170 has been issued by 
WPB. Practically all production 
was transferred to small and in- 
termediate sized manufacturing 
units. The big companies whose 
sales amounted to more than $10,- 
000,000 during 1941 have been 
converted to war production to a 
great degree. 

For example, the manufacture 
of potato planters was concen- 
trated in the intermediate and 
small plants with production 
quota percentages based on the 
entire production we‘ght of the 
planters made during 1940 or 
1941. Intermediate companies 
whose 1941 sales were between 
$750,000 and $10,000,000 are to 
produce 16 per cent with small 
companies or those whose sales 
fell below $750,000 to produce 75 
per cent. Differing quotas have 
been established for various 
items. The entire United States 
output of new machinery will be 
held to 20 per cent of 1940 pro- 
duction while repair parts will 
be allowed 130 per cent of that 
year’s production. 

Production of repair parts is 
on an over-all basis, the base 
being the total dollar value of the 
average annual sales of all repair 
parts during 1940 and 1941. The 
dollar value basis, instead of 
weight basis, used. 

A quota for each item of farm 
machinery has been determined 
upon the basis of WPB rationing. 
To insure the production of such 
quotas, the WPB Director Gen- 
eral is authorized to transfer 
quotas from one producer to an- 
other. 

The quotas established cover 
only 75 per cent of the material 
rationed by the industry for 1943 
production. The remainder will 
be distributed later by WPB with 





inventories, labor supply and the 
correction of inequities in mind. 

A recent determination of the 
WPB Requirements Committee 
authorizes priority ratings up to 
AA-2X for production of repair 
parts and up to AA-3 for new 
machinery. In line with this de- 
termination, the new order pro- 
vides that manufacturers may 
schedule their production as 
though purchase orders from 
farmers or dealers bore an AA-3 
rating. 

Restrictions in the order do 
not apply to any producer whose 
quota will be less than $10,000, 
in terms of anticipated net sales 
in 1943. No one who did not 
produce in 1940 or 1941 is per- 
mitted to manufacture farm 
equipment, except to an amount 
of not more than $2,500, and then 
only if he can obtain the mate- 
rial without priority assistance. 
Farm machinery or equipment 
completely manufactured for do- 
mestic sale before Oct. 31 may 
be sold any time after that date 
without deducting it from quotas 
established by the new order. 
However, the equipment manu- 
factured must have been permit- 
ted under the provisions of L-26. 

No distributer of farm equip- 
ment can hold in his inventory 
over 30 days any used items 
which cannot be reconditioned. 
After 30 days all such items must 
be disposed of through regular 
scrap channels. Excess _inven- 
tories of material necessary for 
the production of farm equip- 
ment may be sold by one pro- 
ducer to another. The disposition 
of such material is provided for 
under Priorities Regulation No. 
13. Supplementary Orders L-26-a, 
applying restrictions on rubber 
tires and L-26-d, insuring that 
farm equipment items get into 
the hands of farmers, are in- 
cluded in the present order. 


Hand Tool Sales by Manufacturers 
Restricted to A-9 or Higher Ratings 


Sales of hand service tools by 
manufacturers are limited to or- 
ders rated A-9 or higher in 
amendment No. 2 to General 
Preference Order E-6 issued by 
WPB. In the original order, 
sales by manufacturers on an 
A-10 rating were permitted. 

The new amendment also elim- 
inates the provisions in the orig- 
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inal order which permitted 
branch stores directly owned and 
operated by a producer to sell 
such tools to user; without a 
preference rating. 

Hand service tools include 
chisels, hammers, industrial hand 
files, pliers, punches, screw driv- 
ers, metal cutting snips and 
shears, and wrenches. 
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Uncle Sam 


has first call 


@ With our reserves of craftsmanship and special skills, we 


were a natural for war work. And into the material for war 
we are now manufacturing go the same care and precision 
that put Manning-Bowman electrical appliances into a class 
by themselves. 

Some day, we'll be supplying you with them again. And 
in the meantime, our repair departments are at your service. 
Although war requirements limit our manufacturing, we 
are supplying dealers with most parts, and servicing the 
majority of our appliances. 

It is our aim to take care of the appliances you sold your 
customers...giving them the attention you promised they 
would get. Send your re- 
pairs to us, or to any of our 
authorized service stations. > 
Manning-Bowman’s na- anning 

Means Best 


Owman 


MERIDEN, CONN. 


tional reputation for fine 
craftsmanship will be up- 
held in every service job. 


MANNING, BOWMAN & CO., 
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OPA Warns Manufacturers on 
Suggesting Retail Prices 


OPA, Oct. 18, warned manu- 
facturers, producers, and whole- 
salers against suggesting retail 
prices in any manner, even un- 
der a State Fair Trade contract, 
without putting the retailer on 
clear notice that the suggested or 
Fair Trade prices may be charged 
only if they do not exceed the 
retailer’s ceiling price as deter- 
mined under OPA regulations. 

It was emphasized that the re- 
tailer’s primary duty is to observe 
his ceiling prices, and that if, 
relying upon a suggested retail 
price or Fair Trade price, he 
breaches the ceiling, he is guilty 
of violation regardless of good 
faith. In such a case, the manu- 
facturer, too, will be regarded as 
a violator on the ground that he 
has induced the violation by the 
retailer and is a participant in it. 

OPA stated that manufacturers 
could and should protect them- 
selves when suggesting retail 


prices or Fair Trading a product | 
by using a notice substantially | 


like the following: 

“The suggested retail price (or 
Fair Trade Price) may _ be 
charged only by anyone reselling 
this article (or for any article 


listed in this catalog or price list 

| or Fair Trade contract for which 
a retail price is suggested or 
minimum price established), if 
the maximum price for that ar- 
ticle, as established by the person 
so reselling under the appropriate 
OPA regulation, is at least equal 
to the suggested retail (or Fair 
Trade) price.” 

Retailers must calculate their 
own individual ceiling prices for 
each commodity sold by them. 
This price so established must 
not be exceeded, even though jus- 
tification for this might be found 
in the suggested retail price of 
the manufacturer or the Fair 
Trade price established. 

OPA has authorized retailers to 
apply to OPA for relief in such 
cases, but the dealer must show 
(1) that his maximum price is 
below the Fair Trade minimum 
price, (2) that the article was 
sold generally at retail during 
March at the minimum price in 
| the retailer’s locality, and (3) 
that he has been permanently en- 
_ joined by a court from selling the 
| article at less than the Fair Trade 


| minimum. 








OPA Approves Ceiling Prices 


Eleven orders which establish 
ceiling prices for 24 new domes- 
tic cooking and heating stove 
models produced by 10 manu- 
facturers became effective re- 
cently the OPA announced. 

Other similar actions, to con- 
trol prices for stoves which have 
been altered in order to conform 
with restrictions placed on their 
production by the WPB will be 
announced soon. About 30 pro- 
ducers have as yet failed to apply 
to OPA for approval of prices on 
war model stoves, although spe- 
cial notice regarding reporting 
was sent to them Aug. 4. 

Class “C” manufacturers have 
been allowed to produce stoves 
under the conditions set: forth ‘in 


On New War Model Stoves 


| WPB’s limitation order L-23-c, 
| which prescribed major reduc- 
tions in weight and the elimina- 
tion of strategic materials. 

Ceiling prices of the following 
manufacturers filed with OPA 
have been approved and became 
effective Oct. 22: 

A-B Stoves, Inc., Battle Creek, 
| Mich.; Advance Stove Works, 
Evansville, Ind.; Boston Stove 
Foundry Co., Reading, Mass.; 
Comstock Castle Stove Co., 
Quincy, Ill.; Dixie Foundry Co., 
Cleveland, Tenn.; Eagle Foundry 
Co., Belleville, Ill.; Karr Range 
Co., Belleville, Il.; Majestic Man- 
ufacturing Co., St. Louis, .Mo.; 
Oscar G. Thomas, Taunton, 
‘Mass., and the Original Enamel 
Range Co., Belleville, ' Il. 
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All New Farm Machinery and 


Equipment Stocks Frozen 


To remain in effect until state 
and county quotas are established 
as a basis for a permanent ration- 
ing order, all new farm machinery 
and equipment except repair 
parts were frozen on Nov. 1 under 
Temporary Rationing Order B 
announced by. Secretary of Agri- 
culture Claude R. Wickard. 

The freeze order covers two 
main types of farm machinery. 
The first—Schedule J—includes 
most of the heavier labor-saving 
machines which are important as 
a result of the farm labor short- 
age. Dealers, distributors and 
manufacturers, under the freeze 
order, may not sell or transfer 
any of the 144 items listed in this 
schedule. | 

The second—Schedule II -in- | 
cludes miscellaneous items of | 
farm machinery and equipment, | 
generally requiring less metal in | 
manufacture. The order will stop | 
transfer of these items by dis- | 
tributors and manufacturers, but 
dealers, other than distributors 
and manufacturers. may sell for 
farm use these items now in their 
stock. 

The Department of Agriculture 
and the state USDA war boards 
will establish state and county 
quotas in order to obtain the 
most effective use of the limited | 
amount of new farm machinery | 
and equipment provided for in | 





WPB Order L-170 issued Oct. 19. 
As a step in the establishment of 
quotas, the Department has asked 
dealers, distributors and manu- 
facturers to report inventories of 
certain new farm machinery and 
equipment items on hand Oct. 31. 

County farm machinery ration- 
ing committees which were set 
up Sept. 17 by the Department 
to certify emergency machinery 
needs will issue rationing certifi- 
cates under the quota system 
when established. Until the per- 
manent rationing program takes 
effect, emergency needs for new 
machinery and equipment frozen 
under the order will be handled 
by the county farm machinery 
rationing committees, the state 
war boards and the special war 
board ass‘stant to the Secretary. 

The order forbids manufactur- 
ers and distributors to move any 
item in Schedule I or II except 
in the county where the new ma- 


| chinery or equipment is located 


Nov. 1. No one, including deal- 
ers, may move Schedule I items 
from their location in one county 
to another. However, the special 
war board assistant may, upon 
request, authorize movement of 
machinery or equipment between 
counties. Common carriers may 
complete delivery of new farm 
machinery or equipment accepted 
for shipment before Nov. 1. 


WPB Stops Use of Copper Pipe 


and Tubing in 


WPB has amended Supple- | 
mentary Conservation Order 
M-9-c-4 to prohibit the installa- 
tion in or connection to a struc: | 
ture or system of any copper or | 
base alloy pipe, tubing, fittings | 
or building materials on or after 
October 27, 1942. There are 
certain exceptions. 

Copper materials mentioned in 
this order may be used to repair 
existing structures or systems 
provided the amount of copper re- 
quired does not exceed 25 Ibs. 
and provided that the necessary 
material were in the hands of 
the owner before October 26, 
1942. Copper used for such re- 
pairs can be used only to repair 
existing copper pipe or tubing 
installations. 

Pipe, tubing and fittings of 
copper already installed may be 
connected, however, according to | 
the terms of the order. Copper | 
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Civilian Construction 


fittings already installed may be 
connected to a water system out- 
side of a building. 

Copper materials for the Army, 
Navy, Maritime Commission, War 
Shipping Administration, Coast 
Guard or Panama Canal are 
exempt from the order. 

Any person may install copper 
pipe, tubing, fittings or building 
materials upon the written au- 
thorization of WPB. Applications 
for authorization under this or- 
der should be made by letter set- 


| ting forth the reasons why the 


person believes such material 
should be installed. 

The order restricts the delivery 
or sale of this material on or 
after October 27, 1942, except 
that it shall not prevent, sale 
or delivery to a scrap dealer or 
a brass mill; to the Defense 
Supplies Corp., or agent; or to 
a person who has been author- 


ied by WPB to receive it. 


| 
| 
| 
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J cum the Word 


PLASTIC COATED 


weatone 


REG. U. S. PAT. OFF 


THE 


“1458 DEAL” 


PLAYING CARDS 


@ A new phrase is sweeping 
the country—it is ‘the card 
with the plastic coating.’’ Those 
few words in connection with 
Duratone Playing Cards will 
mean profits to you because 
they will introduce your cus- 
tomers to Duratone, longer 


* 


NATIONALLY 


ADVERTISED 
to 15,082,969 Readers: 


damp 


cloth. 


lasting than several decks of 
ordinary cards. Duratone cards 
can be easily cleaned with a 


Ask your jobber for the 
“1458 Deal,’’ a beautiful dis- 


play stand free with 3 dozen 
Duratone Cards. Priced to you 
at $18.95 with a retail value 
of $30.60, there is a profit for 
you of $11,65—38%. 
Comes packed, 3 dozen and 
display rack—shipping weight, 
14 lbs. 
Laid gold edge, each deck 
wrapped. Suede slide boxes 
for single and double decks, 
also cellophane wrapped. 


vais 


Paw de 1. ©. 


ARRCO PLAY! 


310 SO. RACINE AVE. 


* CHICAGO, 


NG CARD CO. 


ILLINOIS 
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OPA Sets Wholesale 


Prices on Farm Equipment 


Maximum Price Regulation 
No. 246 recently issued by OPA 
establishes maximum prices for 
sales at wholesale on farm 
equipment. The order becomes 
effective November 15, 1942. 

It provided that wholesale 
distributors shall observe as 
their maximum price for farm 
equipment the price which was 
in effect on March 31, 1942, to 
purchasers of the same class 
“after adjustments for all ap- 
plicable extra 
counts or other allowances in 
effect on that date,” provided 
that such a price “including all 
transfer and handling charges 
shall in no event exceed the 
actual cost of freight to the 
dealer plus 82 per cent of the 
manufacturer’s suggested retail 
price.” 

If no such price was in effect 
on March 31, 1942, the maximum 
price shall be the net invoice 
cost of the item plus the per- 
centage mark-up realized on the 
last sale of the item to a pur- 
chaser of the same class prior 
to March 31, 1942. Or if no such 
sale was made, the weighted 
percentage mark-up may be used. 

Farm equipment covered by 
this order is as follows: 

“Farm Equipment” means any 
mechanical equipment, attach- 
ment or part used primarily in 
connection with the production 
and farm processing for market 
and farm use of agricultural 
products, but does not include 
automobiles, trucks, general pur- 
pose tools, hand tools, building 
materials, electrical equipment 
(except fence controllers) , sprays 
or other chemicals, commercial 
processing, machinery, livestock, 
seeds, feeds or any other agri- 
cultural product. A partial list 
of “farm equipment” follows: 
farm and garden tractors, (ex- 
cept crawler tractors); planting, 
seeding, and fertilizing machin- 
ery; plows and listers; harrows, 
rollers, pulverizers, and stalk cut- 
ters; cultivators and weeders, 
harvesting machinery (combines, 
binders, pickers, potato diggers, 
pea and bean harvesters, beet 
lifters, etc.) ; haying machinery 
(mowers, rakes, hayloaders, stack- 
ers, balers, etc); dairy farm 
equipment (milking machines, 
farm milk coolers, farm cream 
separators, etc.); poultry farm 
equipment (incubators, brooders, 
feeders, waterers, etc.); bee- 
keepers’ supplies; agricultural 
spraying equipment; barn and 
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charges, dis- | 





barnyard equipment; _ electric 
fence controllers; farm pumps 
and water systems, windmills; 
windmill generating sets; farm 
grain elevators, grain bins, corn 
cribs and silos; circular wood- 
sawing machines intended for 
farm use; machines for farm 
processing for market or farm 
use (farm size cane mills, cider 
mills, corn shellers, corn huskers 
and shredders, ensilage cutters, 


Nails, Staples and Wire 





feed cutters, feed grinders and 
crushers, fruit presses, grain 
cleaners and_ graders, grain 
threshers, hammer mills, hay 
presses, peanut pickers, potato 
sorters and graders, syrup evapo- 
rators, etc.); buggies and farm 
wagons; and attachments and 
parts for all the foregoing. 

The order also requires every 
manufacturer or wholesale dis- 
tributor of farm equipment to 
file on or before November 25, 
1942, with the OPA, Washing- 
ton, D. C., all his price lists and 
discount sheets in effect on 
March 31, 1942. 

On or before December 31, 
1942, every wholesale distributor 


for Maintenance and Repair 


Effective November 1, 1942, a 
warehouse load directive will 
provide nails, staples and wire 
for emergency maintenance and 
repair requirements. Nails are 
defined as “wire nails only”; 
staples include “fencing and net- 
ting staples only”; and wire is 
defined as “galvanized or an- 
nealed merchant quality, low car- 
bon, drawn steel and includes 
stone wire.” 

Mills are instructed to deliver 
as follows: 

1. Distributors to whom the 
mill shipped over 200 tons of 
nails during the period from July 
1, 1940 to June 30, 1941 are to 
receive nails and staples within 
any calendar quarter up to 10 
per cent of total shipments of 
nails and staples to such distribu- 
tor during the base period. Wire 
is to be shipped up to 5 per cent 
of the tonnage of nails to which 
the warehouse is entitled. 

2. Those distributors to whom 
200 tons of nails or less were 
shipped during the year ending 
June 30, 1941 shall receive nails 
and staples as follows provided 
not more than one minimum car- 
load of nails or staples may be 
delivered in any calendar quar- 
ter. Orders for wire up to 5 per 
cent of the tonnage of nails or 
staples are to be filled: 

a. One minimum carload of 
nails and staples a year where 
shipments during the year ending 
June 30, 1941 were over 10 but 
not over 50 tons. 





b. Two minimum carloads of 
nails and staples a year where 
shipments for the year ending 
June 30, 1941, were over 50 but 
not over 100 tons. 

c. Three minimum carloads of 
nails and staples a year where 
shipments were over 100 but not 
over 150 tons in the base period. 

d. Four minimum carloads of 
nails and staples a year where 
shipments during the base period 
were 150 but not over 200 tons. 

The above does not apply 








of farm equipment must file a 
report with OPA for each item 
of farm equipment for which a 
maximum price or prices has 
been determined. These reports 
must contain the following data: 
(1) A description of the item; 
(2) the maximum price or prices; 
(3) the distributor’s price in 
effect on March 31, 1942, and 
the date such price became effec- 
tive; (4) the price to the dis- 
tributor in effect on March 31, 
1942, and the date it became 
effective; (5) the price to the 
distributor upon which his March 
31, 1942, price was based and 
the period during which such 
price was effective. 


where a distributor has received 
his full quota of nails under 
M-21-b or where an order has 
been received by the mill less 
than 30 days prior to the first 
day of the month in which de- 
livery is requested. 

This directive on nails, staples, 
and wire takes precedence over 
other rated orders and the pro- 
visions of Priorities Regulation 
No. 1. Additional tonnage to 
that provided under this sched- 
ule may be obtained by the ex- 
tension of higher ratings on 
Form PD-83-g or through the 
preference rating assigned by 
M-21-b, provided that the total 
of all shipments may not exceed 
the quota. 


Cast Iron Housewares 
Cut from 200 to 12 Items 


(Washington Bureau 
of HARDWARE AGE) 

The variety and types of cast 
iron skillets, griddles and kettles 
found in the household and Army 
kitchen alike will be drastically 
reduced as a result of an order 
issued Oct. 23 by WPB. This 
Supplementary Order L-30-c su- 
persedes previous less drastic re- 
strictions imposed by L-30. 

In a move to conserve vital 
scrap and pig iron, the order pro- 
vides that types of cast iron 
kitchenware be cut from approxi- 
mately 200 different items to 
about 12. It also cuts in half the 








amount of iron which may be 
used in production of skillets, 
griddles, Dutch ovens, and sad 
irons or flat irons. It reduces 75 
per cent the amount of iron 
which may be used in production 
of sugar or wash kettles, and 
butchering kettles. 

The order became effective Oct. 
28, 1942. Some of the typical 
simplifications ordered are as fol- 
lows: Household kettles are lim- 
ited to one type of a 7 qt. ca- 
pacity. Every manufacturer will 
be allowed to make only one 
type and size of Dutch oven, but 
he can decide for himself which 
size and type he will produce. 
Flatirons are exempted from the 
simplification limitations. Three 
size skillets may be produced— 
6% in., 9 in., and 10% in. top 
diameter. Muffin pans can be 
made in either 11 or 12 cup size, 
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while corn or bread stick pans | ance of the order are exempt from | 


can be produced in a 7 stick size 
only. 
Products cast previous to issu- 


the restrictions if completed on or 
before Nov. 30, except for attach- 
ment of handles and bails. 


Order for Loading Rail Cars 
With Civilian Freight Issued 


A revised version of an order 
requiring maximum loading of 
railroad cars carrying civilian 
freight, designed to conserve 
wartime transportation space and 
motive power, has been issued 
by ODT. 

The order (General Order 
ODT No. 18, Revised), which 
becomes effective on November 
1, incorporates new suggestions 
from shippers and carriers, and 
clarifies the language of the 
original order. 

Under the revised  order’s 
terms, railroads are prohibited 
from accepting for shipment, with 
certain exceptions, any freight 
cars not loaded either to full vis- 
ible capacity, or to the marked 
weight capacity as stenciled on 
the car or recorded in the Official 
Railway Equipment Register. 

As in the original, tank cars, 
flat cars, and cars containing less- 
than-carload freight are excluded 
from the revised order’s pro- 
visions. 

The revised order gives the 
director of ODT’s division of 
railway transport the authority 
to issue special directions for the 
loading of commodities below the 
specified maximum weights to 
meet specific needs or exceptional 
circumstances. 

Where loading departs from 
the order’s provisions, the ship- 
per is required to endorse on the 
shipping instructions a certificate 
specifying the exceptions appli- 
cable to the shipment or the 
number of any special or general 
permit issued by the director of 





the division of railway transport. 
The failure of a consignor or 
his agent to endorse such excep- 
tion on the shipping instruction 
shall constitute a representation 
by the consignor to the rail car- 
rier that the car containing such 
shipment has been loaded in 
compliance with the provisions 
of the order. 

Livestock, live poultry, and 
other live animals were added to 
the general exemptions of the 
revised order, which include: 

(a) Freight shipped by or con- 
signed to the Army, Navy, Coast 
Guard, or Marine Corps, and 
freight consisting principally of 
airplanes, armaments, guns, mili- 
tary vehicles including tanks, and 
processed parts thereof; and ma- 
rine equipment consigned to the 
Maritime Commission or the War 
Shipping Administration; 

(b) Tariff minimum carload 
shipments of commodities which 
have been allocated or limited by 
a regulation of any Government 
agency in such quantity as to 
preclude shipment of an amount 
sufficient to meet the maximum 
loading requirements; 

(c) Shipments of explosives; 

(d) Shipments of cotton and 
cotton linters and bales. 

The revised order contains a 
“stop-off” provision under which 
the carrier shall permit at least 
one stop in transit of a car be- 
tween origin and destination to 
enable the shipper either to com- 
plete his loading or partially to 
unload. 


Manufacturers and Wholesalers Selling 
at Retail Must File Ceiling Prices 


Manufacturers who sell their | 


Manufacturers who sell articles 
at retail not manufactured by 
themselves, whether to their own 
employees or to the public gen- 
erally, must mark and file their 
maximum retail prices, OPA an- 
nounced Oct. 31. Also, whole- 
salers making any retail sales are 
still required to mark maximum 
prices on cost-of-living goods and 
file these with their local War 
Price and Rationing Boards. 
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own products at retail only to 
their own employees need not 
mark or file maximum retail 
prices, but such sales must con- 
form to ceilings established by 
the General Maximum Price 
Regulations. 

This exemption applying to 
manufacturers is contained in 
Amendment No. 31 to the regu- 
lation and is effective Nov. 5. 
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ITS MORE 
THAN A SYMBOL 
OF EXCELLENCE 


It's « Promise ! 


The Army-Navy “E” Flag is presented 
to an organization for outstanding per- 
formance in making quality products 
for the war effort. In the case of the 
Greenlee organization, it is looked upon 
by the management and all other work- 
ers not only as a symbol of excellence, 


but as a challenge to greater effort. 


But it is also thought of by the manage- 
ment as more than that. It is thought 
of as a definite promise to the hardware 
trade to do everything possible to help 
supply sufficient quality tools, so that 
the men behind the lines will not be 
handicapped in doing their share to 


win this war of wars. 


Until recently, we attempted to do this 
by helping you maintain your stock of 
Greenlee Tools without obtaining com- 
plete priority information. Conditions 
now make that impossible without 
greatly handicapping our main effort — 
that of making every move count in 
helping to win this war. We, therefore, 
suggest that the fullest use be made of 
the established Government machinery 
for obtaining priorities in keeping with 
the importance of the job for which the 


tools are intended. 


Catalog No. 33 shows the Greenlee line 
of hand tools, many of which are of 
vital importance in construction work 
for the war effort. If you do not have a 


copy, we shall be glad to send one. 








GREENLEE TOOL CO. 


1812 Herbert Avenue 
ROCKFORD, ILLINOIS, U.S. A. 
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Smoke means carbon, and carbon 


means improper combustion. R/M 
Woven Glass Wicks brighten up that 
dull situation ... make fuel give more. 
Soft soot is easily wiped away from 
the business-end of R/M wicks. Flames 
burn brighter. Wicks work longer. R/M 
Woven Glass Wicks ignite quickly, go 
out the same way, without fuss or 
smell. They stand up in service, due to 
their patented construction. Here’s 
what your customers need—and want! 
Packed in 512- or 6-foot lengths, in at- 
tractive blue-and-grey boxes; also in 
100-foot rolls in dispenser-cartons. Sell 
the pick o’ the wicks, R/M. 
Ask your jobber. 
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RAYBESTOS-MANHATTAN, INC. 


NORTH CHARLESTON, S.C 


MANHEIM, PA 








Maximum Price on Pistols 


and Rifles Set by OPA 


Prices on pistols, rifles, and 
other new small firearms sold to 
civilians and to state and local 
police and defense forces are 
brought under the control by 
Maximum Price Regulations No. 
254 issued November 2, 1942, by 
OPA. Sales to the federal gov- 
ernment or allied nations are 
specifically excluded from this 
and other price control regula- 
tions. 


The regulation sets as maxi- 
mum prices the industry price 
lists in effect January 10, 1942, 
and establishes the procedure for 
determining prices for models 
which are offered for sale for the 
first time after January 10. 


The distributors’ and retailers’ 
mark-ups which were in effect 
during the past three years are 
maintained by the regulation. 


In addition to fixing top prices 
for those articles listed in the 
manufacturers’ price lists, the 
regulation establishes the maxi- 
mum prices for firearms or parts 
which were not in the price lists 


| on January 10 but which were 


offered for sale in the 30-day 
period ending January 10. For 





these sales the maximum prices 
are: 

(1) If the seller dealt in the 
same article or part during such 
period, the highest price charged 
by the seller during the period 
to a purchaser of the same class; 

(2) If the seller did not deal 
in the same firearm or part in the 
30-day period ending January 10, 
the highest price charged during 
such period by the most closely 
competitive seller of the same 
class. 

Articles which cannot be sold 
to the general public (WPB Or- 
der L-60 as amended) : 


Pistols — .22 Calibre Colts; 
Smith & Wesson; Harrington & 
Richardson (target and sports- 
man); and High Standard Mfg. 
Co. 

Rifles—Any .30/06 calibre; .22 
calibre Mossberg model 42-B and 
42-MB repeater; Remington 513 
target and 511 repeater; Win- 
chester 75 target and G-6941-R 
repeater; Stevens 416-2; Savage 
33; Sears Roebuck Ranger tar- 
get. 

Shotguns—All 12 and 16 guage 
automatic and 16 guage -pump 
action repeaters. 





New Steel Warehouse System Adopted 
To Govern Supply for Emergency Uses 


To make a reasonable, but 
limited tonnage of steel products 
continuously available for emer- 
gency purposes, a new system 
governing distribution of steel 
products to warehouses will be 
put into effect November 1, it 
was announced October 14 by 
Hiland G. Batcheller, chief of 
the iron and steel branch. 

Producers who normally sup- 
ply warehouses are being directed 
to ship definite tonnages of 
specific products to warehouses 
each month on rated orders. 

These “earmarking” instruc- 
tions are supplemental to the 
Steel Production Directives which 
have been issued by the iron and 
steel branch for the past 2 
months. 





Virtually all of the steel prod- 
ucts obtained by warehouses 
under the system to take effect 
November 1 will flow directly 
into the war production program 
or into other essential uses such 
as mine, agricultural, railroad, 
or power plant maintenance. 


Under Order M-21-b, as 
amended, warehouses are _per- 
mitted to sell most steel products 
only on A-l-a or higher rated 
orders, except for small _per- 
centages sold under repair and 
maintenance orders such as 
P-100. Certain other items such 
as wire, nails, staples, and farm 
fence may be sold by warehouses 
for repair purposes without pref- 
erence rating. 
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Inventory Control for 


Retailers Coming Soon 


(An order establishing a system | 
of control over inventories of fin. | 
ished consumers’ goods of whole- | 
salers, retailers, and manufac- | 
turers throughout the country will | 
be issued in the near future, | 
WPB announced Oct. 20. 

Information reaching WPB | 
through voluntary sources and | 
through various Government | 
agencies has indicated that great | 
pressure is being exerted on mar- | 
kets as a result of over buying | 
of consumers’ goods. As a result 


of this information the special 
wholesale and retail inventory 
policy committee of the office of 
civilian supply had unanimously 
recommended the prompt issu- 
ance of an order establishing a 


| control of inventories as the only 


effective means of achieving 
more equitable distribution of in- 
ventories throughout the country 
and of protecting the many mer- 
chants who have been complying 
with previous WPB recommen- 
dations relating to the mainte- 
nance of “normal” inventories. 


Hand Service Tools Covered 
by Order E-6 Defined 


Hand service tools, sales and | 
deliveries of which are limited to | 
purchase orders rated A-9 or 
higher under General Preference | 
Order E-6, as amended, are more | 
strictly defined under Amend- 
ment 3 to the order, issued Oct. 


shears, pliers of all types, metal 
working punches, screw drivers 
of all types and all types of 
wrenches. 

The tools as originally listed 
comprised all types of chisels, all 
| types of hammers, metal cutting 








29 by WPB. As enumerated in| snips and shears, pliers of all 
the amendment, the tools now| types, punches of all types, all 
covered by the order are metal | types of screw drivers and all 
working chisels, metal cutting | types of wrenches. Industrial 
files, machinists’ ball pein ham- | hand files were added in June to 
mers, metal cutting snips and | the initial list. 


87,000 Bicycles for Rationing in November 


OPA announced Oct. 27 that | Mississippi 1,195 359 
the quota of new adult bicycles | Missouri 1,805 542 
for rationing in November has | Montana 189 57 
been set at 87,000 units. | Nebraska 664 199 

State quotas and reserves for Nevada 134 40 
November are as follows: New Hampshire 370 11] 

State State | New Jersey 3,395 1,019 
State Total Reserve | New Mexico 214 64 
\labama 2,054 616 | New York 6,425 1,928 
\rizona 267 80 | North Carolina 2,426 728 
Arkansas 671 201 | North Dakota 134 10 
No. California 4,149 1,244 | Ohio 4,019 1,206 
So. California 5,608 1,682 | Oklahoma 1,245 374 
Colorado 819 246 | Oregon 846 254 
Connecticut 1,625 188 | Pennsylvania 6,043 1,712 
Delaware 390 117 | Rhode Island 765 230 
Florida 1,952 586 | South Carolina 1,950 585 
Georgia 3.168 950 | South Dakota 188 56 
Idaho 234 70 | Tennessee 1,607 482 
Illinois 3,614 1,084 | Texas 3,393 1,018 
Indiana 2,414 724 | Utah 526 158 
lowa 1,025 308 | Vermont 144 13 
Kansas 991 297 | Virginia 2,628 788 
Kentucky 955 287 | Washington 1,491 4A7 
Louisiana 1,237 371 | West Virginia 526 158 
Maine 497 149 | Wisconsin 1,675 503 
Maryland 1,483 445 | Wyoming 124 37 
Massachusetts 3,567 1,070 | Dist. of Col. 300 90 
Michigan 5,051 1,515 . - —— 
\innesota 808 24? Total 87,000 26,000 
NOVEMBER 12, 1942 








When standard boxes will not do your 
job well, let Stevens Walden design and 
build a special box to fill your particular 
requirements. 


Over 36 years experience in “knowing 
how” provides a background for licking 
the toughest metal container problem. 

War products manufacturers — let our 
experienced engineering staff help you... 
Send us a print, or specifications, 
or tell us your needs. No 
obligation, of 
course. 
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Blow torches — Manufacturers 
of blow torches are not accepting orders 
for the regular line of brass tank torches 
with brass burners, unless orders carry 
A-l-a rating, or higher. This is due to 
the critical need for brass in the war 
program. Manufacturers are experiment- 
ing with torches having steel tanks and 
cast-iron burners, but thus far have not 
placed these subst'tutes in actual pro- 


duction. 
o£ a 


Shellac ceilings set—Specific 
maximum prices at which importers and 
other owners of shellac may dispose of 
their holdings to the Defense Supplies 
Corporation—now the sole American 
importer of shellac—are contained in 
O.P.A. price regulation No. 245, effec- 
tive Oct. 26. Following general trade 
practice, the measure establishes prices 
for all grades of orange shellac on the 
basis of the price for the (t.n.) London 
grade. In addition, maximum prices 
are set for the various grades of bleached 
shellac. 

. *. a 


Jute cordage — The unavail- 
ability of manila and sisal for general 
use is bringing an increased demand for 
jute twines, and even for ordinary sizes 
of three-strand farm rope, now on the 
market in a limited way. Manufacturers 
have only a lim‘ted monthly quota of 
jute, and in selling jute cordage re- 
quire a certification that it will be 
used “only for the uses permitted in 
Conservation Order M-138, and that 
the receipt thereof, based on the sched- 
uled date of arrival, will not give (the 
purchaser) more than one month’s sup- 
ply, including quantities already in 
stock.” 


Lead supplies—The W.P.B. tin 
and lead branch has stated that lead 
is the one metal in which a shortage 
does not exist at the present time. How- 
ever, it is impossible to predict what 
future demands may be, so control must 
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be maintained to assure an adequate 
supply for unforeseen requirements. 
Every effort is being made to keep mine 
production at peak levels. The nation’s 
use of lead for all purposes has in- 
creased enormously from 633,000 tons 
in 1936 to over 1,000,000 tons in 1941, 
and we are still using it in very large 
quant-ties. 
* * - 


Brass mill products — Ware- 
houses dealing in brass mill and wire 
products have been instructed by the 
War Production Board not to sell or 
deliver such products except to helders 
of preference ratings of AA-5 or higher, 
by amendment to order M-9-A. Other 
changes provide that no brass or wire 
mill may fill any order unless it has 
been approved by W.P.B., but that toll 
agreements for the processing of cop- 
per, brass mill or wire mill products 


need no longer be approved by W.P.B. 
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when the metal was acquired after June 
30, 1942. 


* * * 


Ceilings for malleable cast- 
ings—A regulation No. 241 establish- 
ing maximum prices for malleable iron 
castings was announced, effective Oct. 
21, by O.P.A. It provides: 1. Maximum 
prices for each seller of malleable iron 
castings shall be the highest prices the 
seller was charging for the same or sub- 
stantially the same castings between 
Oct. 1 and Oct. 15, 1941, inclusive; or 
2. If the castings to be priced were not 
sold between Oct. 1 and Oct. 15, 1941, 
maximum prices are to be computed 
according to the pricing method and 
costs and profit margins in effect for 
the seller on Oct. 15, 1941 (with cer- 
tain exceptions for overhead rates, costs 
of materials, and outside machining. 

* * * 

Maximum prices—gray iron 
castings—A reguletion, No. 244, de- 
signed to simplify the procedure for 


determining the maximum prices for the 





States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. L., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
Scuth Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas.) 


Mountain—/(Ariz., Colo., Idaho, M 


Pacific—(Calif., Ore., Wash.) 


. Nev., N. M., Utah, Wyo.) 
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iron castings sold commercially, was an- 
nounced effective Oct. 26 by O.P.A. It 
establishes as maximum prices for each 
seller: 1. The highest price at which he 
sold or offered for sale the same or 
substantially the same casting between 
Aug. 1, 1941, and Feb. 1, 1942; or (2) 
If he did not sell or offer fdr sale dur- 
ing that period the casting to be priced, 


continuously changing variety of gray | 





he may compute the maximum price by | 


applying the pricing formula and cost | 


factors which he used on Feb. 1, 1942. 


* * * 


Milk can—fence rationing— | 


Authority to ration milk cans and farm 
fencing is conferred upon O.P.A. by a 
directive issued by the W.P.B. It is 
understood that O.P.A. proposes to pass 
along the authority to ration milk cans 
and fencing to the Department of Agri- 
culture. The action is necessary to pro- 
vide equitable distribution of these lines, 
since supplies have been reduced by 
diversion of metal into war material. 


The directive covers “milk shipping | 


containers possessing a_ substantially 


cylindrical shape, a coating of tin or | 


substitute sanitary coating, and a | 


necked-in top, so that the opening is 
smaller than any part of the body cyl- 
inder.” Farm fencing is defined as in- 
cluding barbed wire, woven or welded 
wire fence, poultry netting, and poul- 
try flooring, for use on agricultural prop- 


erties. 
- 7 + 


Tire chain output cut—Pro- | 


duction of tire chains was cut 60 per 


cent under a new W.P.B. limitation | 


order, L-201. The order limits produc- | 


tion of tire chains, chain parts and 
emergency chain units to 16 per cent 
of all passenger car and commercial 


vehicle chains that were manufactured | 


in the 12 months, April 1, 1941, to 
March 31, 1942, and for commercial 
vehicles product‘on is limited to 24 per 
cent of all passenger car and commer- 


cial vehicles manufactured during the | 


same period. Only one-fourth of the total 
permitted for the tires of passenger 
cars may be made up in complete tire 
chain assemblies, a provision designed 
to insure repair or replacements of 


. : — 
used tire chain assemblies. A simpli- | 


fication provision in the order reduces 


the number of types of chains that may | 


be produced and carried in stock by | 
dealers from 14 to 3, and the number | 


of chain sizes used from 22 to 4. 


* * ” 


Stove pipe and elbows—The 


limited amount of sheets available to | 


the mills is bringing to the jobbers only 


a small fraction of the amounts in de- | 


mand, on stove and furnace pipe and | 
elbows. These items are governed by | 
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ANOTHER CHANCE 
FOR WAR-TIME SALES 


Because steel is one of the 
hard-to-get materials, many dis- 
tributors may feel that an item 
like steel rivets is next to im- 
possible to obtain. 

However, R B & W—one of 
the largest manufacturers of 
small rivets (4%/’ diameter and 
smaller) in the U. S.—can assure 

ou prompt delivery of EMPIRE- 
at rivets on orders accom- 
panied by priority ratings. 

It’s another opportunity for 
war-time selling ... with an 
R B & W war-time business 
builder. 
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RB & W’s 


BUSINESS-BUILDING 


PROGRAM 


FOR DISTRIBUTORS 


1 Product Suggestions — 
broadening your war-time sales 


opportunities. 


2 National Advertising — 
building your future market for 


R B & W products. 


3 Information Service — 
answering your war-time sales 


and priority questions. 
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For the 


Toughest Jobs 
_. ae 
VAUGHAN 
TOOLS 











THIS VAUGHAN 
BALL PEIN HAMMER 
for Machinists is but one 
of the complete line of 
Vaughan's highest quality ham- 
mers — for every type of job. 


VAUGHAN'S AXES are 
tougher — because they are 

electrically fused and’ double 
heat treated. Wide range of sizes 
and designs. 





VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
Chicago - Illinois 
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Stock-Sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


W.P.B. Order P-84, and are salable only 
for emergency repairs or replacement of 
equipment which is worn out, damaged 
beyond repair, or destroyed. The Order 
does not permit the installation of su- 
perior type equipment to replace useable 
equipment, or a “substitution more ex- 
pensive than that which is necessary 
to replace the part or parts that are 
worn out, damaged or destroyed.” Re- 
tailers are required to obtain from the 
consumer on all heating material sales 
of $5 or more, and to send to the sup- 
plier, when ordering, a certification as 
follows: “Material for Emergency Re- 
pairs of Plumbing Equipment or Heat- 
ing Equipment Rating A-10 under 
No. P-84, with the terms of which I 
am familiar.” 


Shovel makers aided—shovel 
makers who had in their possession be- 
fore Aug. 10 inventories of raw and 
partly processed steel in shapes and 
sizes not usable under limitation order 
L-157 are permitted to continue fabri- 
cation of this material under an amend- 
ment issued Oct. 20 by W.P.B. The orig- 
inal order had rendered a considerable 
amount of fabricated steel useless ex- 
cept as scrap. The amendment does not 
allow manufacturers any new steel, but 
it is estimated that by allowing the use 
of material on hand when L-157 became 
effective, the demand by the shovel in 
dustry for new steel will be reduced 
substantially for the next several 
months. 


Snow fence—corn cribbing— 
Snow fencing and corn cribbing, on 
Oct. 23, were brought under the O.P.A. 
maximum price regulation covering 
wholesale and retail prices for fall and 


winter seasonal commodities. Regula- 


tion No. 210 was amended to cover 
(beside snow fence) roll corn cribbing, 
slat corn cribbing, combination wood 
and wire corn cribbing and _ portable 
corn cribs. In general, under the regu- 
lation, a seller determines his ceilings 
by finding his average cost of the article 
being priced, and his current cost, and 
by adding to the lower of these costs 
the initial mark-up he took during the 
last six months of 1941. 


* a” % 


Incandescent and fluorescent 
lamps—By W.P.B. Order L-28, amend- 
ed Oct. 24, production of photo-flash 
and photo-flood bulbs was cut 65 per 
cent, based on 1941 output. The order 
restricts sales to specified users, and 
restricts production of blackout bulbs. 
It permits production of nickel-clad 
wire in lamp leads, and places new 
restrictions on glow discharge lamps. 
By recent amendment to W.P.B. Order 
L-78, substitution of non-metallic mate- 
rials in the manufacture of reflectors for 
fluorescent lighting fixtures is a means 
to conserve steel, and will be required 
throughout the industry beginning Oct. 
3l. Diversion to war use of fixtures 
and parts now frozen in the stock rooms 
of manufacturers, under the regulation 
already in effect, is also required by the 
amendment. It also authorizes release 
of small inventories in the hands of 
retailers upon application to W.P.B., 
using Form 556, which can be obtained 
at any W.P.B. field office. 


* * & 


Construction and repair 
prices—O.P.A. has been given spe- 
cialized price control for the construc- 
tion industry in a new regulation, No. 
251, effective Nov. 5. This covers all 


building and maintenance service to 
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gether with labor required for actual 
construction, installation, or service. 
Chiefly, the regulation does three 
things: 1. Maintains March, 1942, price 
levels (with some exceptions); 2. Af- 
fords means for determining maximum 
price at this level; and 3. Maintains 
constant observation over construction 
prices not under control of other gov- 
ernment agencies. Ceilings established 
are equivalent of those generally in 
effect during March, adjusted for in- 
creases in labor costs between March 
31 and July 1. The control extends—in 
three “total cost” groups—from repair 
of a leaky roof to construction of 
projects like Boulder Dam. Included 
are such jobs as the stringing of new 
telephone or power lines, and the con- 
struction of streets and sewers. Ceilings 
also are established on everyday or- 
dinary household repair and_ service 
jobs by plumbers, paperhangers, car- 
penters and electricians. 


O.P.A. formula — Christmas 
packages—Rules for determining max- 
imum prices retailers and wholesalers 
may charge for articles specially pack- 
aged for Christmas sales were published 
in Order No. 24, effective Nov. 2. The 
formula applies only when the special 
packaging is done by the manufacturer. 
They classify the holiday packages into 
two main groups: 1—Those in which 
the packaging consists primarily of 
paper or ordinary cardboard, and in 
which the article or articles are*regu- 
larly sold by the vendor in seasons other 
than Christmas time. Maximum price 
for contents and packaging in this group 
is the maximum normally applied to 
contents without the special wrappings. 
2—Those in which the packaging con- 
sists of material other than paper and 
ordinary cardboard, of a type which 
normally would carry a combined price 
higher than the price charged for the 
contents alone. Also those in which 
the package contains an article or ar- 
ticles not regularly sold in seasons 
other than the Christmas season. In 
this class, the package may be treated 
as a single commodity and the maxi- 
mum price for it determined by the 
formula rule in the general maximum 
price regulation. 


* * Mt 


Commodity prices—On Oct. 
31, the Associated Press wholesale price 
index of 35 commodities advanced to 
100.35 per cent of the 1926 average, com- 
pared with 95.12 per cent a year ago. 
The 1942 “peak” and all-time high was 
101.18 per cent, so that this top level 
is being nearly maintained. Higher 
than seasonal rises in meat, dairy prod 
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It doesn’t matter whether you’re a “‘one man shop” with limited service 
experience, or a large-scale operator with a dozen skilled repairmen. 


Toastmaster’s service program is designed to benefit all dealers by pro- 
viding two profitable ways to handle service on Toastmaster appliances. 


Here they are: 


1—YOU CAN DO THE REPAIR WORK 
YOURSELF, obtaining the necessary new 
parts from us or from the nearest Toast- 
master authorized service station listed 
below. Remember, however, you must 
return the old parts with your order. 


2—YOU CAN HAVE THE REPAIR WORK 
DONE FOR YOU by sending the appli- 
ance— with any removed parts—to a 
Toastmaster authorized service station. 
Add normal handling charge to repair 
cost when collecting from customer. 


EITHER WAY YOU HANDLE TOASTMASTER SERVICE, 
KEEP THESE POINTS IN MIND! 


%& Check the operation of a Toastmaster appliance before starting to 
repair it or sending it out for repairs. Failure to operate properly is 
often due to a poor connection because of a faulty outlet. 


% When shipping a Toastmaster appliance to an authorized service sta- 
tion, include a complete report of the customer’s complaint. 


%& Explain that toasting too dark or too light is often caused by a varia- 
tion of voltage in the power line. When this is the trouble, it can often 
be remedied by changing the setting of the adjustment button. 


tr Be sure to pack Toastmaster* appliances carefully when shipping 
them out, so that they will not be damaged in transit. 


FACTORY 
Elgin, Ill... .. McGraw Electric Co. 


FACTORY BRANCH SERVICE 
STATIONS 


Chicago, Ill. . . .222 W. Adams St. 
Detroit, Mich., 446 Book TowerBldg. 
Los Angeles, Cal . 1510 Santa 


e Ave. 
New York, N. Y.. . 196 Lexington 
Ave., 10th fl. 


AUTHORIZED SERVICE STATIONS 


Atlanta, Ga.. .Georgia Power Co. 
75 Marietta 
Baltimore, Md... . . Baltimore Elect 
Lt. Co., 300 W. Cold Spring Rd. 


Boston, Mass. . . . .Farrington Elect. 
o., 18 Boylston St. 

Cincinnati, O... Whittle Elect. Co. 
431 Hopkins St. 

Cleveland, O..... Elect. Repair & 

Const. Co., 811 Prospect Ave. 

Dallas, Tex. . louglass Elect. Co. 
1323 W. Davis St. 

Denver, Col. . Midwest Wiring Co. 
323 W. Colfax Ave. 
Miami, Fla... . .Florida Appliance 
Sls. & Ser., 751 W. Flagler St. 
Minneapolis, Minn., E.B. Kelly & Co. 
214 S. Seventh St. 

New Orleans, La. . Reliance Elect. 
o., 809 Camp St. 
Philadelphia, Pa. . Joseph T. Fewkes 
Co., 137 N. Twelfth St. 


Pittsburgh, Pa... . . .Quick Service 
Elect. Co., Jenkins Arcade Bldg. 
Portland, Ore. . . Bressie Elect. Co. 
909 Southwest Fifth Ave 
Reading, Pa. . Singer Crockery Co. 
44 N. Ninth St 
San Diego, Cal. . J. E. Zweiner Co. 
229 **B” St 


Seattle, Wash... Appliance Parts & 
erv. Co., 214 Stewart St. 
Spokane, Wash... . Maxwell-Franks 
O., 619 First Ave. 

San Francisco, Cal. Radelfinger 
Bros., 544 Natoma St 
St. Louis, Mo. . .Kaemmerlen Elect. 
o., 2318 Locust St. 
Washington, D.C.. .Carl W. Dauber 
2320 18th St., N. W. 


TOASTMASTER 


***TOASTMASTER” is a registered trademark of McGraw Evecrric Company, Toastmaster Products Division 
Elgin, Il]. Copyright 1942, McGraw Electric Co. 
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“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDS andSTAMPS 
toadd to the striking power 
of our armed forces.” 
—President Roosevelt 
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New Goal for 
Payroll Savings Plan! 


Along with increased war produc- 
tion goals go increased costs é 6 3 
extra billions which must be raised, 
and raised fast, to win this war. 
That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR helpis 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section eA 709 12th St. Nz W., 
Washington, D. C. 





U.S. WAR SAVINGS BONDS| 
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ucts, cotton and tobacco prices continue 
to push farm income upward, and on 
Oct. 15 prices received by farmers were 
110 per cent of the amounts farmers 
paid out for goods purchased, and for 
interest and taxes. The ratio of prices 
received to those paid out by farmers 
has risen steadily from 99 per cent of 
parity in October last year to the 110 
figure last reported. 


* * * 


Large toy sales—A number 
of manufacturers and wholesalers report 
that more toys and games are being 
sold now than ever before, so far in 
advance of Christmas. They feel it is 
quite possible that the sales volume for 
1942 will equal the $225,000,000 busi- 
ness last year, which was the largest 
since 1929. This year’s showing of the 
toy industry in the face of shortages of 
metals can only be ascribed to dili- 
gence of the makers in finding substi- 
tute materials, and to enhanced demand 
from the families of workers who have 
more money to spend. 


tt oa * 


Demand for asbestos _in- 
creases—U. S. consumption of asbestos 
in 1941 was the highest on record, total- 
ing about 400,700 short tons. The na- 
tional requirements were filled by a 
record domestic output and unusually 
heavy imports. Domestic production 
totaled 24,391 short tons, about 22 per 
cent higher than in 1940. Imports in 
1941 are 382,000 


short tons, as compared with 307,188 


estimated at about 
short tons in 1937, a record year. About 
95 per cent of the imports came from 
Canada, the world’s largest producer. 
Asbestos is in demand for the manu- 
facture of munitions, insulation at war 


plants, shipbuilding, defense housing, 





and for many other phases of the war 
effort. Manufacturers of many types of 
woven asbestos products are working 
at capacity levels to fill government 
orders. 


Construction gains — Heavy 
engineering construction awards in the 
Oct. 24 week totaled an increase of 17 
per cent over the preceding week, and 
one per cent over the corresponding 
1941 period. This brought aggregate 
awards for the year to date to an in- 
crease of 59 per cent over the corre- 
sponding 1941 month, and exceeding 
any previous full year on record. For 
the year thus far, public construction 
rose 87 per cent over the corresponding 
1941 period, with federal work up 136 
per cent and private awards off 52 per 
cent from last year. 


ed * # 


Restricted residence-building 
code—On Oct. 29, W.P.B. issued a code 
of building standards restricting the 
size of new homes and the use of scarce 
lumber and metals, which must be fol- 
lowed in all future dwelling construc- 
whether publicly or privately 
financed. “Large and housing 
projects are affected alike by the stand- 
design and materials.” 


tion, 
small 


ardization of 
Builders whose plans and specifications 
fail to to the war housing 
standards will be denied priority as- 


conform 


sistance. Effective at once, construction 
of single-family forbidden 
except there is “definite and 
immediate need” for this type of hous- 


houses is 
where 


ing and then only if water, electricity 
and other utilit‘es adjoin the property. 
Use of lumber is forbidden for outside 
walls, except where masonry materials 
or labor are unobtainable. Bricks, struc- 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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tural clay tile, cement or concrete blocks 
and other lumber substitutes must be 
used wherever possible. Maximum floor 
areas are set for various types of family 
dwelling units to insure the largest 
number of houses are obtainable from 
the smallest amount of critical material. 

The construction standards specify 
what heating units may be installed for 
various types of dwellings; and pre- 
scribe the design of plumbing installa- 
tions. Effective Oct. 27, by Amended 
Copper Order M-9-c-4, the use of cop- 
per or brass installations of any sort, 
for civilian buildings, is practically 
eliminated. 


Drastic building curb — Di- 
rector Nelson has ordered a halt of 
practically all construction “not directly 
essential to the war effort” including 
$16,000,000,000 of government and pri- 
vate building planned for 1943. The 
objective is to divert men and mate- 
rials to urgently needed war output, 
otherwise the proposed $33,800,000,000 
war construction program for 1942-3 
would “absorb between one-fifth and 
one-fourth of the total war effort.” The 
urgent needs for manpower and mate- 
rials for direct war purposes, Mr. Nel- 
son states, necessitate withdrawal of 
priority assistance from projects not 
directly related to the military program. 
If the building program is not halted, 
the resulting demand for materials, 
labor, transportation and technical and 
engineering services “would be so great 
as to force the most essential war proj- 
ects dangerously behind schedule.” 


7 * *” 


Farm employment at record 
low—Fall crops and livestock produc- 



































NOVEMBER 12, 1942 


tion are of record-breaking proportions, 
but the number at work on the nation’s 
farms in September was lower than the 
comparable total for 1929 or any year 
since. Withdrawals to urban employ- 
ment, enrollments in the armed forces, 
and the opening of educational insti- 
tutions have brought the farm labor 
supply to its lowest level on record. 
A year ago farmers took on fully 250,- 
000 hired workers between Sept. 1 and 
Oct. 1 to meet their harvest loads. This 
September, employment of hired work- 
ers was increased by only 69,000. How- 
ever, more farm family workers were 
actively engaged than a year ago. The 
help of these women and older men, 
the United States Department of Agri- 
culture reports, has aided in saving 
many crops and accomplishing other 
work which would have been left un- 
done without their assistance. 


* * % 


Industrial highlights — Elec- 
tricity production in the week ended 
Oct. 24 rose to the second highest level 
on record with 3,752,571,000 kilowatt 
hours of energy generated, an increase 
of 12.3 per cent over the comparable 
1941 week. Revenue freight car load- 
ings in the same week, totaled 903,246 
units, representing an increase of 0.3 
per cent over the preceding week, but 
a decrease of 1.1 per cent from a year 
ago. 

* * * 

Store sales—Department store 
sales throughout the nation were 18 per 
cent larger in the week ended Oct. 24 
than in the comparable 1941 week, the 
largest weekly gain since March. Vol- 
ume for the four weeks ended Oct. 24 
rose 14 per cent, the Federal Reserve 
Board has reported. Largely reflecting 
sharp increases in agricultural and war 
industry income, the Kansas City dis- 
trict registered the widest percentage 
gains, up 49 per cent for the week, and 
28 per cent for the four weeks. Every 
district improved and the combined gain 
was 2 per cent higher than the increase 
reported for the previous week. Late 
October retail trade reached a new high 
for the year, Dun & Bradstreet, Inc., 
reported, with activity aided by lower 
temperatures; sales in all retail lines 
compared more favorably with 1941 than 
in any recent week, except for those 
items under wartime restrictions. 


* * ca 


Consumer pinch—JIn_ most 
hardware stores, inventories that cannot 
be replaced are rapidly dwindling. 
Many stores, running on accumulated 
inventories, have thus far presented an 
appearance little different from a year 
ago. The gradual change may become 
more rapid in a month or two. 





A new kind of 
~— bp otahiann’ 
that helps both you and 
the farmer to solve 

today’s problems 





Electric Fence Controller 


Ever hear of a wire stretcher that would 
ull out a fence to four times its orig- 
inal length? 


It would be pretty popular with farmers 
in these days of increased livestock pro- 
duction and disappearing supplies of 
fence wire, wouldn’t it? And profitable 
to the dealer in these days of merchan- 
dise shortages. 


Well, the Prime Electric Fence Control- 
ler is just about that kind of stretcher. 
Because, with the help of a Prime, one 
mile of four-strand barbed wire fence 
can be converted into four miles of one- 
strand electric fence. Like this: 


df - Ltt 


Result: Many additional acres of badly- 
needed productive land with little additional 
work and no new critical material. 

And when you offer farmers the Prime Con- 
troller, you’re providing safe fencing (Hi-line 
units approved by Underwriters’), with a kick 
that holds livestock (proved on thousands of 
farms in nine years), trouble-free fencing (no 
service worries for you), a unit you're proud 
to sell (the acknowledged leader in the field). 
Get your share of the growing electric fence 
business — now and next season. Ask your 
jobber. Prime sells only through jobbers. 


The Prime Mfg. Ca 


1669 S. First Street 








Milwaukee, Wis 








BECAUSE OF INFORMATION 
that great pressure is being exerted on 
markets as a result of over-buying of 
consumers goods, WPB Chairman Don- 
ald M. Nelson decided upon an order 
establishing a system of nation-wide con- 
trol over inventories of finished goods of 
wholesalers, retailers and manufactur- 
ers. The special Wholesale and Retail 
Inventory Policy Committee of the Office 
of Civilian Supply had urged issuance 
of such an order. The committee is 
headed by Eaton V. W. Read and in- 
cludes Irwin D. Wolf, vice-president of 
Kaufman’s, Pittsburgh, and John A. 
Donaldson, vice-president and treasurer 
of Butler Bros., Chicago. 

+ = @ 

THE PURPOSE OF THE OR- 
DER is te establish normal inventories 
by the early part of 1943. To do this 
each merchant is required to maintain 
the same relationship of his stock to his 
sales which he had on the average in 
comparable quarters of 1939-40-41. In 
this way, it was explained, sales in- 
creases will result in proportionate in- 
creases or decreases in allowable inven- 
tories. 

2.2 = 

AS A FURTHER STEP in simpli- 
fication of the administration of price 
control, OPA, effective Oct. 24, removed 
from its price regulations any require- 
ments that reports filed with OPA be 
executed by OPA under oath. 

Since the Emergency Price Control 
Act makes submission of false state- 
ments to OPA a criminal offense regard- 
less of whether the statement is made 
under oath or affirmation, notarization 
is unnecessary, OPA officials said. Sell- 
ers filing reports required by various 
price regulations, therefore, may be 
spared the inconvenience and the ex- 
pense of taking their reports before a 
notary. 

The order (No. 23) applies to reports, 
whether filed on official forms or not, 
including financial statements, inventory 
reports, price lists, cost records, deter- 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


xk 


minations of ceiling prices, new lines 
added to stock, reports of purchases or 
sales, tables of discounts, allowances 
and other differentials, and similar 
documents. 

x * * 

APPLICATIONS FOR ADJUST- 
MENTS of ceiling prices and _peti- 
tions for amendments or exception, 
however, are unaffected by the order 
and must be sworn to or affirmed 
wherever price or procedure regulations 
so direct. 

x kk 

JOSEPH F. WILBER has been ap- 
pointed as chief of the WPB Plumbing 
and Heating Branch. Mr. Wilber is 
proprietor of Hollis French, Boston, con- 
sulting engineers. He succeeds Walter 
W. Timmis, who has been commissioned 
a lieutenant commander in the Navy. 
Ronald Allwork, who has been acting 
chief of the Plumbing and Heating 
Branch since Mr. Timmis resigned, will 
remain as Deputy Chief of the Branch. 

e222 2 

BEGINNING NOVEMBER I steel 
producers who normally supply ware- 
houses will be directed to ship definite 
tonnages to steel warehouses each 
month on rated orders. These instruc- 
tions will be supplemental to the Steel 
Production Directives, issued by the 
Iron and Steel Branch for the last two 
months. 

x ke & 

LUMBER DEALERS who need 
priority assistance to purchase softwood 
lumber for important war and civilian 
construction should apply for this as- 
sistance on PD-IX. 

eS 2.2 
SHOVEL MANUFACTURERS 


are now permitted to finish blades and 





handles in accordance with Army and 
Navy specifications as the result of sev- 
eral changes made by WPB in Schedule 
1 of Order L-157, covering sizes and 
standards of hand tools. Two types of 
coal yard scoops (Nos. 6 and 10) were 
eliminated and one type (No. 8) was 
substituted. 

Manufacture of B and C grade gravel, 
round point scoops was authorized. Pre- 
viously only A grade could be produced. 
The change in effect permits the sale 
of lower priced tools to essential users 
not requiring grade handles. Handles 
are thesole differentiating factor among 
the three grades. 

x kk 

MEANWHILE PERMISSION 
HAS BEEN GRANTED by the WPB 
Director General for Operations to 
shovel manufacturers to continue fab- 
rication of inventories of raw and partly 
processed steel in shapes and sizes not 
usable under Schedule I of Order L-157 
provided the inventories were on hand 
prior to Aug. 10. 

Amendment No. 3 giving this permis- 
sion does not allow manufacturers any 
new steel, but it is estimated that by 
permitting use of the inventories, the 
demand by the shovel industry for new 
steel will be reduced substantially dur- 
ing the next three or four months. 

In the original order further process- 
ing of steel for shovels, spades, scoops 
and telegraph spoons in shapes and 
sizes not listed in Schedule I was pro- 
hibited, regardless of inventory. In 
some instances, WPB pointed out that 
this had rendered a considerable amount 
of fabricated steel useless, except as 
scrap. 

_ @:& 

LEATHER, HEMP AND KA- 
POK are among a list of commodities, 
which were recently brought under con- 
trol of General Import Order M-63, that 
have been removed from the Shipping 
Space Certificate System. This system 
was set up to identify shipments and 
cargoes not subject to the order. 
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Removal of certification requirements 
for the affected commodities, said Dr. 
W. Y. Elliott, Director of WPB’s Divi- 
sion of Stockpiling and Transportation, 
will eliminate considerable paper work 


WPB SAID THAT ig it should be 
found that manufacturers stocks are 
sufficient to supply all military require- 
ments, it is expected that vacuum clean- 
ers in dealers and wholesalers’ hands 


but those used as demonstrators were 
placed under the order. 
Production of vacuum cleaners was 


discontinued April 30 and stocks now 





for both importers and Government de- will be released. Second-hand cleaners available represent cleaners unsold 

partments. : are not covered by the freeze action, since that date. 
It was announced that further modi- = 

fications of the Shipping Space Certifi- 

cate list will be made from time to time Advertising for Security 

as controls of imports through M-63 or 

other WPB orders become effective. HAT will happen to adver- them from a sad fate is public 
The Division of Stockpiling and tising? opinion. To them, their main chance 


Transportation is working continually 
toward simplification of procedures, Dr. 
Elliott said, and insofar as this objec- 
tive is consistent with effective control, 
as little paper work as possible will be 
required by importers. 


x * * 
WPB’s DIRECTOR GENERAL 


for Operations has announced that the 
use of Manila cordage as life boat falls 
on ocean, coastal and Great Lakes’ ships 
of 1000-ton or over will be permitted. 
The “falls” are ropes for raising and 


Why advertise when I can’t get 
enough stuff to sell anyhow? 

Those questions have become so 
ticklish that they are tabooed in 
many an office where advertising is 
the stock in trade. 

Dickson Hartwell, a New York 
advertising executive, answers them 
in Nation’s Business. Advertising 
is more than a sales plug thinks 
Mr. Hartwell. It can be used to 
create public opinion and business 
men may need a favorable public far 


of survival lies in keeping their 
house flags waving. 

Whatever war demands are made 
upon it, all business now has a vital 
job. If it expects to survive the 
post-war crisis, it must tell the pub- 
lic dramatically, convincingly, re- 
peatedly, why it should survive. 
anticipate develop- 

“isms”: 


Sociologists 
ment of many 
panaceas will be proposed to cure 
If business is to re- 


plausible 


economic ills. 
tain its relatively free position, it 


lowering the life boats. more than ever before after this ; 
’ ‘ must keep as close contact with the 
In an amendment to Order M-36, war Is over. bli | litici 
which sets up controls over production Who knows what the post war public as the most astute politician 


and use of Manila fiber and cordage, 
WPB also imposed restrictions on the 
use of specified low grades of short 
Manila fiber. The restrictions limit the 
use of these grades to the manufacture 
of cordage through blending with other 
grades of Manila fiber. The amendment 
cuts off their use in non-essential prod- 
ucts such as bagging. The grades of 
fiber covered are T, O, Y, and W, as 
established by the Philippine Islands 


Government. 
x * *® 


INTENDED AS A TEMPORARY 


era will do to business organiza- 
tion? Will the Government be a 
permanent competitor? What new 
ism may sneak up behind us? A 
few business men are convinced 


that the only thing which will save 





maintains with his voters. 

If American 
keep its house flags flying. it may 
be the victim in another sad and 
fatal case of getting there too late 
with too little. 


business fails to 
















MEASURE pending determination of Tt ee 
producers supplies, WPB has frozen 3 | 
until Jan. 1 stocks of all types of new tie. 
domestic vacuum cleaners in the hands =79 BE 
of manufacturers, wholesalers and re- e~@Q<* 
tailers. To obtain this information Sup- it ee 
plementary Order L-18-c, requires all SE@>: 
manufacturers to file with WPB by oy ye ‘ Bag Ses 
Nov. 9, an inventory report of vacuum Every Home and Building Owner ssh, Sem 
cleaners in their stocks on Oct. 24. ° ° 9 OMe §s= 

In addition, manufacturers must sub- Needs This Protection sik , EF 
mit reports by the 10th of each month, PIF 4 ake 
beginning Nov. 10, showing shipment i | = em 
and delivery of all vacuum cleaners per- in \ i 7 z eed 
mitted by the order during the preced- WITH . - oe 
ing calendar month. Wholesalers and PECORA COMPOUND 

OTHER 


retailers must file copies of all purchase 
orders with WPB by the same dates 
providing similar data on permitted 
shipments and sales. 


xx*e* 
THE ORDER completely prohibits 


sales of vacuum cleaners to any source 
but the Army, Navy, Lend-Lease and 





|? costs little to seal all building joints and a!'l door 
and window frames exposed to weather. Deteri- 

| oration is stopped at once. Fuel saving starts im- 
mediately. Pecora Calking Compound will not dry 
out, chip or crack when properly applied. Avail- 
able in bulk or in special gun cartridges. 

| depend upon Pecora to give unsurpassed results. 


Roofing Cements 
Furnace Cements 
Casement Putty 
Metal Sash Putty 


Vou ean Glazing Putty 


PECORA PRODUCTS 


Stove & Boiler Putty 
Perfect Patching Plaster 





holders of export licenses issued by 
BEW. Authorization for sales to the 
Army and Navy does not include per- 
mission to sell vacuum cleaners to post 
exchanges, ships’ stores, ships’ service 


PECORA PAINT COMPANY, Inc. 


Established 1862 by Smith Bowen 
Lawrence & Venango St. Philadelphia, Pa. 


Member of Producers’ Council, Inc. 
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stores or commissaries for resale pur- 
poses. 
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And Still Available for Hardware Distribution 


New Models of 
Draft-O-Stats 


Models “B” and “BM”—designed to 
meet the requirements of the present- 
day market. Maker states that the “BM” 





Motorized Draft-O-Stat can reduce fuel 
consumption as much as 25 per cent by 
increasing the cut-out period. Manufac 
turer also states that where conversion 
is required, no additional wiring is 
needed since it will operate from the 
existing o'l burner circuit and will au- 


tomatically control the coal-burning 
process in response to the action of the 
room thermostat. If the boiler is con- 
verted back to oil burning service after 
the war, the maker says that the Draft- 
O-Stat will serve as an automatic draft 
control without change in wiring. A 
four-page descriptive folder is available. 
Hotstream Heater Co., Combustion 
Equipment Div., 8007 Grand Ave., Cleve- 
land, Ohio 


Belt Surfacing 
Booklet 


Porter Cable Machine Co., Syracuse, 
N. Y., has recently published a booklet 
entitled, “Wet-Dry Belt Surfacing” 
which goes into quite some detail re- 
garding the relatively new method of 
wet abrasive belt surfacing. This 20-page 
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booklet contains information and illus- 
trations on this subject which is creat- 
ing much interest in metal, plastic and 
other plants. Booklets are available, 
free of charge, upon request. 


Nozzle Attachment 
for Extinguishers 


“Thumb-Spray”—a nozzle attachment 
for converting present extinguisher 
equipment to wartime needs. Simply 
clamps over the *& in. hose and nozzle 
of any standard soda-acid, foam, gas 
cartridge or pump tank fire extinguisher. 
Made of spring steel with a deflector 
edge which is said to influence the 
range and distribution of the spray for 
maximum effectiveness. No adjustments 
are necessary. The normally solid stream 
is converted into a spray by applying 
pressure with the thumb at the end of 
the attachment. Since this conversion 
takes place only after the liquid leaves 
the nozzle, the extinguisher itself is not 
affected. Operating pressures, chemical 
reactions or normal streams are not im- 
paired, according to the manufacturer. 





Spray device is easily attached by slid- 
ing the welded clamp over the hose and 
ferrule of the extinguisher until the end 
of the “Thumb-Spray” extends 1% in. 
from the end of the nozzle. Pyrene 
Ute. Co.. Newark, N. J. 


“Onco” Polish 


For furniture, woodwork, refriger- 
ators, stoves and all painted surfaces. 
Maker states that this product will 
clean, wax and polish in one application 





and at the same time leave a fine gless 
and a hard protective wax covering 
that is greaseless and resists finger- 
marks. The base of this polish is said 
to be 100 per cent pure Carnauba wax. 
Packed in glass bottles of 6 oz., 16 oz. 
and 1 gal. and labeled in red and gold. 
Onthank Co., 11th and Cherry Streets, 
Des Moines, Iowa. 


Lathe Operating Manual 


The Sheldon Machine Co., Inc., 4258 
N. Knox St., Chicago, Ill., has published 
a manual entitled “The Care and Oper- 
ation of a Lathe.” This pocket-size, 
paper-covered manual has been written 
for the apprentice or student machinist. 
It illustrates and explains the modern 
back-geared, screw cutting lathe; its 
parts and functions; oiling and proper 
care of a lathe; and the grinding of 
cutters. It also explains modern lathe 
tools; holding the work and the per- 
formance of basic lathe operations. 
Available at a moderate price with dis- 
counts for schools or other quantity 
buyers. 
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Hack Saw Frame 


A cam-action lever-lock sets up and 
releases the blade. Maker states that 
loose blade studs and threaded tension 
devices have been completely eliminated 





in this frame with the result that blades 
can be quickly replaced and _ reposi- 
tioned. Straighter cuts and a reduced 
blade breakage result from the extremely 
high tension which this frame puts on 
the blade, according to the manufac- 
turer. It is said that this high tension 
is possible because the frame is made 
of heat-treated spring steel. The gun 
metal finish is said to insure high re- 
sistance to rust and all other forms of 
corrosion. Handle, either straight or 
pistol grip, is of patented design, molded 
of rust-free, heat-resistant Tenite—a 
non-conductor of electricity. Frame may 
be adjusted for 8, 10 or 12 in. blades by 
pulling out a single pin to its open posi- 
tion, sliding frame forearm in or out to 
desired length and snapping pin back 
into place. Blade may be repositioned 
to face in any of four directions by 
placing it over either of two sets of 
fixed pins which are integral with frame. 
Maker also claims that the frame can- 
not jackknife or accidentally come apart 
with blade removed and that there are 
no loose parts.—Clemson Bros., Inc.. 
Middletown, N. Y. 


“Dandy” Wall Paper 
Remover 


Maker states that this wall paper re- 
mover was manufactured to meet the 
need of a suitable product to penetrate 
séveral layers of wall paper so that a 
clean surface might be prepared for re- 
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decorating. Pint of concentrated re- 
mover, when mixed with two gallons 
of water, is said to make a sufficient 
amount to remove paper from walls and 
ceiling of the average room. No special 
equipment is necessary since material 
can be applied with an ordinary brush, 
cloth or sponge. The maker states that 
nothing is used in the manufacture of 
this product that will injure woodwork, 
carpeting, clothing or hands. The 
display, illustrated, is furnished with 
each shipment. Consumers Glue Co., 
3316-24 S. Broadway, St. Louis, Mo. 


Decalcomania 
Window Signs 


Double face decalcomania advertis- 
ing signs for dealers’ doors and windows. 
Signs display the advertiser’s trademark, 
trade name or product illustration in 
full color on the front or street side. 
The store or reverse side of the sign 
carries such patriotic slogans as “Take 
Your Change in War Stamps,” “Get 
in the Scrap for Victory,” and others. 
Affords both national advertisers and 
dealers a patriotic plan to assist the 
war effort. Meyercord Co., Window 
Sign Div., 5323 W. Lake St., Chicago, 
Il. 


Acme Corrugated Fasteners 

@ Are also available in 100 lb. kegs— 
offering opportunity for profit in bulk 
sales. In addition, there are standard 
cartons of 250, 500 and 1000; boxes of 
100 fasteners, 10 boxes to a carton, 
also in boxes containing 50 fasteners of 
one size—%"x4; 14”x5; %”x5. Dis- 
play cartons contain 12 of these boxes. 





If your jobber can’t supply you, 
write us direct. 


ACME STEEL COMPANY, 


“Zinlac” Shellac 
Substitute 


Which the maker states is a straight 
alcohol finish that can be used and 
treated in the same manner as shellac, 
and which will dry fast to a point where 
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it can be sanded without gumming. It 
will, states the manufacturer, stand 


thinning to any desired consistency and 
will grip into wood and not peel off. 
It is clear and durable and is said to 
bring out the natural beauty of the 
wood. Packed in half pint, pint, quart 
and gallon jugs. William Zinsser & Co., 
Inc., 516 W. 59th St., New York City. 











home front. Acme Tack-Point 


Almost everyone who works with wood can 
use these easy-driving, strong-holding Acme 
( They penetrate but do not crush 
the wood fibres. They are a fast-selling item 


Fasteners. 


that will sell even 
faster with the grow- 
ing needs for furni- 
ture repairs. 





General 


Branches and Sales Offices in Principal Cities 
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Repair—fix up—are “war orders” for the 
Corrugated 
Fasteners provide the way to help your cus- 
tomers keep their furniture, cabinets, screens 
and other wooden articles in good, usable 
condition. Get this repair display carton on 
your counter and watch it go to work! 





Offices: 
2838 ARCHER AVE., CHICAGO, ILL. 
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% Toward victory, most of our pro- 
duction of tools is being utilized 
to help build and service trucks, 
tanks, jeeps, scout and combat 
cars, ships, and warplanes. 


We appreciate the splendid loyalty 
and cooperation of our jobbers and 
dealers in this emergency. With 
such spirit is victory won. 


THE VLCHEK Toot co. 


3001 E. 87th St * Cleveland, Ohio 
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War Tire from 
Reclaimed Rubber 


Maker states it will give 10,000 miles 
if driven at speeds of 35 miles per hour 
or less. Excepting four ounces of crude 
rubber used in cementing the plies, it 
is a reclaim tire the materials for which 
have come from the nation’s rubber 
scrap pile. The maker says that it will 
be husky, sleek and will have the ap- 
pearance of a first quality tire of the 
pre-war days. It will bear the com- 
pany’s name on the sidewall together 
with the words “War Tire” stamped in 
a small disk. Attached to each tire will 
be a tag to inform the purchaser that 
the tire is made from reclaims and that 
speeds in excess of 35 miles per hour 
must be avoided. In the expectation that 
government regulations in line with the 
Baruch Committee report will shortly 
release sufficient quantities of reclaim to 
keep essential wheels rolling, the com- 
pany has completed all plans for quan- 
tity production. The Goodyear Tire & 
Rubber Co., Akron, Ohio. 


“Whirling Words” 
A scoring game that any number of 
persons may play. When spun by a 


player, the arrows tell the number of 
letters, as well as the first and last let- 
ters, in the word that must be supplied 
in order to score. Full instructions in- 
cluded with each game. Substantial, 





all-wood construction. Natural wood 
finish, with inlay-type design at cor- 
ners. Size 9%4 in. by 9% in. by 1% in. 
Packed in colorful carton with top-label 
mounted inside the cover to serve as 
handy display. Club Aluminum Products 
Co., 1250 Fullerton Ave., Chicago, II). 








“Shoreline” Trays and Panels 


A series of wall panels and trays for 
the hunter and fisherman which in- 
cludes game birds, ducks, geese, fresh 
and salt water fish, dogs and other sub- 
jects. Subjects are said to be authentic 
as to form and color and are mounted 
on natural wood backgrounds of selected 
grains to produce sky and water effects. 
The 15 by 15 in. wall,panels are avail- 
able in either walnut or bamboo fin- 








ished frames. Smaller hand-colored 
panels, 12 by 12 in., are also offered. 
Sportsmen’s trays, with hand-painted 
subjects and selected wood backgrounds, 
are finished in lacquer and have indi- 
vidually created tray handles. Come in 
two sizes: 12 by 18 in. and 17 by 27 in. 
Dealer discount is 50 per cent, F.O.B., 
Chicago, Ill. Whitehall Metal Studios, 
Inc., 469 E. Ohio St., Chicago, Ill. 
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The Steel Industry and the War Effort 


(Continued from page 36) 


how well done. The cold, hard 
facts of the matter, however, 
are that American industry is 
currently pouring forth a tor- 
rential stream of materials of 
war in the amount of almost 
$1,500,000,000 every week in 
goods paid for and delivered. 
As a matter of fact, we are 
engaged in two wars. One is 
destruction of cities and towns, 
the leveling of vast factories 
built by the sweat of man’s 
brow, the slaughter and en- 
forced sufferings of enemy peo- 
ples, the creation of disease- 
ridden and_ poverty-stricken 
populations, the killing and the 
spilling of rivers of blood. That 
is the war of which we are all 
fully aware. The other war 
front deals with the mind and 
the spirit. We must eliminate 
the malicious and cynical atti- 
tude of a great many individ- 
uals. We must implant in the 
minds of all our people an 
awareness of the nobility and 
ultimate destiny of mankind. 
No nation or individual was 
created to rule or grind into the 


-earth any other nation or in- 


dividual. There must be lead- 
ers, but those leaders must not 
take unto themselves powers 
beyond those bestowed upon 
them by the people who follow 
them. 

There have been a_ great 
many directives and _ instruc- 
tions handed down by the va- 
rious governmental agencies 
which cause us endless incon- 
venience and in some cases ac- 
tual discomfort. The men who 
hand down these orders are 
every bit as anxious to win this 
war as we are. 

Priorities, with which we 
have all wrestled for so many 
hours, are our marching orders 
to be executed to the best of 
our ability. This industrial 
army of ours has received its 
marching orders and no one 
company can, nor should be 
permitted to, leave the ranks. 
Our industrial army continues 
to move forward as one single, 
compact unit until the destina- 
tion has been reached; and that 
destination is VICTORY! 

There is going to be no time 
to serve favored customers and 
certainly there will be no 
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way within the law by which 
those favored customers can be 
served. It is going to take the 
united effort of every one of us, 
every minute of every hour of 
every day, from now until the 
termination of this conflict to 
bring a victory which will again 
allow us normally to serve our 
customers. Without this victory 
there will be no customers to 
serve and no producers to pro- 
duce. 

War has already definitely 
limited the availability of cer- 
tain merchandise and no doubt 
the list of unobtainable items 
will grow steadily. 

We, as manufacturers, are in 
accord with WPB’s full recog- 
nition of the necessity of dis- 
tribution facilities you possess, 
for both war and essential civil- 
ian needs. We are aware that 
frequently a more equitable 
distribution can be secured 
through the jobber than through 
any other source. The estab- 
lishment of quotas by the WPB 
is a definite recognition of the 
jobber’s place in the picture. 
The fact that it has been im- 
possible to entirely fulfill all 
quotas does not imply any lack 
of appreciation of the impor- 
tant function jobbers perform. 


The Policy of WPB 


The policy of WPB, in its ef- 
forts to maintain your steel 
stocks, represents our own 
views as well. To the limit that 
priority sequences and direc- 
tive allocations will permit, the 
company which I represent— 
and I believe the entire steel in- 
dustry—will continue to serve 
your needs. 

It may interest you to know 
that on a capacity basis produc- 
tion of certain items by my own 
company is higher than ever 
before in our history. Produc- 
tion records are being set every 
month and up to the end of Sep- 
tember we had broken 635 old 
production marks since Pearl 
Harbor. Many of these records 
are coming from departments 
producing barbed wire, plain 
wire, and such related items. 
Substantial tonnages of all 
these products are leaving our 











Feature 
STAR MOLY * 
HIGH SPEED TO 
GET RATED ORDERS 


Rated orders come faster 

when you sell STAR 
“Moly”* High Speed Hack Saw Blades. The 
men whose work rates a rating are looking 
for the dealer who carries STAR “Moly”* 
High Speed Blades. These experienced 
mechanics know that ten years ago Clem- 
son introduced the first molybdenum alloy 
blade. They know that today's STAR 
“Moly”* High Speed—ahead in steel analy- 
sis and heat treatment — is unexcelled for 
fast cutting and long life. 


FOR REPAIR AND MAINTENANCE WORK 
STAR UNBREAKABLE SPECIAL FLEXIBLE 


Plumbers. electricians and maintenance men in 
war plants know that STAR Unbreakable Special 
Flexible cuts like an all hard, yet is so flexible st 
cannot be broken in use in a frame. Now that 
blades are harder to get, that’s mighty important 
to them. Show them this blade with the all-over 
green metallic finish and they ll buy it 


THIS FREE 
BOOKLET HELPS 


blade buyers get bet- 
ter performance, helps 
would-be buyers 
stretch the life of the 
blades they have 
Either way, it helps 
you moke ond keep 
friends. 













*T.M. Reg.—Blades bearing name “Moly” made 


only by Clemson Bros., Inc. and affiliated companies. 
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SCREWS 


For 50 Years Manufacturers 
of Screws, Stock 





MM Machine Screws and Nuts 
Screw Machine Work 

Sheet Metal Screws 
Wood Screws 
Case Hardening @mJ 
and Plating 
Developments 





KEENE, NEW HAMPSHIRE 


mills every day but without ex- 
ception they are being sent to 
our armed forces, to our allies 
or to other producers of war 
goods. In spite of the fact that 
we are producing barbed wire 
in greater quantities than we 
have for many years, not one 
spool is available for civilian 
use. The same may be said of 
farm fence. Woven wire fenc- 
ing is now laid flat on fields and 
serves as an excellent landing 
mat for aircraft. 

The wire industry has gone 
to war, working a hardship on 
distributors and jobbers be- 
cause they not only have built 
up extensive sales organiza- 
tions but also have invested 
considerable money in storage 
facilities and handling equip- 
ment which are being used less 
with each succeeding day. At 
the same time, there are certain 
items of overhead which cannot 
be cut below an _ irreducible 
minimum in spite of the fact 
that the volume of business 
already has been or will be re- 
duced. We of the steel industry 
are fully aware of the thou- 
sand and one hidden costs 
which in times of depressed 
operations not only adversely 
affect profits but in many cases 
impair investment values. How- 
ever, most ordinary civilian 
production is out for the dura- 
tion. Individuals and firms deal- 
ing in such products will have 
to adjust themselves to current 
conditions. 

Even with the release of 
some items in the future for 
civilian use I cannot see for the 
duration of the war any possi- 
bility that you can be supplied 
on anything but a quota basis 
or some form of regulation han- 
dled by the government. Under 
these conditions I certainly 
don’t believe you can anticipate 
that the availability of certain 
items will approach the require- 
ments of your normal trade. It 
will do no good to sit back and 
bemoan the critical situation 
which has arisen. The facts 
must be faced and proper ad- 
justments made. 

It is only natural that most 
of us even though we are lend- 
ing our every effort to the im- 
mediate necessity of winning 
the war, are also thinking a 
little of the future. One of the 
traits that distinguishes man 
from the lesser animals is his 
ability to capitalize on his past 





performances and plan for his 
future. I do not believe in elab- 
orate plans for post-war plan- 
ning because I do not believe in 
bidding my hand before the 
cards are dealt, but, neverthe- 
less, there are certain trends in 
evidence that may give us some 
idea of the “shape of things to 
come.” 

In the past six months, we 
have either experienced or have 
seen the ground work laid for 
the most far-reaching changes 
in our daily civilian lives that 
we have ever seen before in any 
comparable period in history. 
We have come to the end of a 
fabulous period in our history 
—a period of easy living, of 
super-salesmanship, a period of 
ballyhoo and easy money, a pe- 
riod of something for nothing. 
We have moved from an age of 
abundance into an era of scar- 
city. Neither our super-sales- 
manship, nor all of our money 
will buy us an automobile to- 
day, nor even a tire for an auto- 
mobile that a few years ago we 
would have traded in merely 
because the tires were worn. 

Many phases of our pre-war 
life will never return to us. 
Certainly no one would advo- 
cate that in the post-war recon- 
struction of the bombed areas 
of London that each building 
be restored to its condition 


prior to the war. Great destruc- 
tive movements are always bad 
and always to be deplored but 
some satisfaction can be gained 
if from the wreckage new struc- 
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“CK ALWIN, BRING THAT KEG OF WAILS. AN WELL CALL ITA OAY® 
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tures arise that impreve on the 
old. 


Prior to the outbreak of the 
war we were beginning to hear 
censiderable concerning the 
cost of distribution. Over the 
past several decades production 
costs have been reduced stead- 
ily and in some cases sensation- 
ally while the cost of distribu- 
tion has been rising. From 
1870 until a few years ago, the 
number of people engaged in 
the production of goods—that 
is, mining, farming, and manu- 
facturing—had increased some- 
what less than three-fold while 
there were nine times as many 
people engaged in the process 
of distribution of the goods. 
Unquestionably, the process of 
distribution has become vastly 
more efficient than it had been 
but the fact remains that of the 
consumer dollar some 59 cents 
has been going for the services 
of distribution and 41 cents for 
the processes of production. In 
other words, speaking for busi- 
ness as a whole and not for a 
specific industry, it has cost 
more to distribute goods, on the 
average, than it does to make 
them. In the past seventy-odd 
years, our production and con- 
sumption of goods has _in- 
creased nine-fold with a three- 
fold increase in population. On 
this basis it is easy to see that 
while our production workers 
have been turning out three 
times as much _ goods, the 
amount of goods handled by 
each worker in the distributing 
industries has increased only 
slightly. 


It Is a Condition 


I point this out without pass- 
ing judgment as to whether it 
is good or bad. It is a condi- 
tion. The processes of produc- 
tion and distribution are so 
interwoven that it is difficult to 
say which is good on one count 
and which is bad on another. 
Such figures, however, do show 
us the areas within which we 
are working and serve as guides 
on which to base future studies. 

This much I will say concern- 
ing both manufacturing and 
distributing: we must all take 
inventory. We must examine 
our methods and our procedures 
to determine first, if we are 
utilizing the most modern and 
efficient operating habits and, 
second, if those operating hab- 
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its are fitted to the job at hand. 
We might ask ourselves: “Are 
we using an 1895 model for a 
1945 civilization?” We must 
further ask ourselves: “Do our 
methods of distribution fit our 
products and our markets?” We 
must see if we are doing, each 
of us, our several jobs as ef- 
ficiently and as economically as 
possible. Only those distrib- 
utors and manufacturers who 
add the same amount or more in 


benefits or services as they ex- 
tract from the consumer dollar 
will remain in business. If your 
share of the dollar in your par- 
ticular field is, let us say, 10 
cents, make sure that you con- 
tribute 10 cents or more of ser- 
vice or benefit to the 100 cents 
worth of the whole. If you do 
that you need have no fear; but 
for those who extract their dime 
and add only a nickel, I warn 
of the days to come. 


Military Engineers, Too 
Need Tons of Wire 








. Another Good 


ul reason why F encing 


materials are not available 


Yes, thousands of tons of wire mill 
products are in production now 
going into planes, tanks, guns and 
ships. But that’s only part of the 
war-time demand on the fence and 
wire industry. 


Another heavy “‘first call’’ is earth- 
moving equipment, like that shown 
above. Without welding wire, chain, 
springs, heavy-duty cable, rein- 
forcing fabric, etc., the many air- 
ports and military roads could not 
be built. 


Wire IS essential to our fighting 
forces. That’s why steel and wire 
mills like Keystone are “drafted 
for the duration’. That’s why 
much needed farm fence must wait 
until the steel can be spared. 


KEYSTONE STEEL & WIRE CO. 
PEORIA, ILLINOIS 





Besesee of 
53 Years 
Satisfaction 
Fence Users will continue to 

“Look for the Top Wire Painted RED” 
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The Production Requirements Plan 





WALTON C. GROCE 


HE first point I 


want to bring up is rather a 
delicate one. It is in answer to 
the newspaper stories, news arti- 
cles, radio commentators, col- 
umnists and news services. All 
have published or _ broadcast 
stories in the past few weeks 
and months that PRP is out; 
that PRP is dead. That just isn’t 
true. 

There have been statements 
by men high up in the War Pro- 
duction Board that PRP will be 
modified. It is possible that for 
certain segments of industry, 
there may be a new type of plan 
evolved. That plan has not been 
decided upon, yet. It has not 
been published. 

PRP, as you know, is now out 
for the first quarter of 1943. If 
any new plan or changes are 
published, you will have ample 
warning and opportunity to get 
ready for it. If some of you 
have the idea that some new plan 
will come out which will be 
simpler, require less records and 
less work on your part to pre- 
pare, from the standpoint of an 
application, or that will require 
less effort for you to operate un- 


*An address delivered before the 
American Hardware Manufacturers 
Association, Oct. 20. 1942, at the 
joint convention of that organiza- 
tion and the National Wholesale 
Hardware Association in Chicago, 
Til. 

In civilian life, Mr. Groce is in 
charge of expense control and bud- 
geting for R. H. Macy & Co., Inc., 
New York City. 
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pr may be modified but not to the extent 
that present required records are not needed. 


By WALTON C. GROCE* 
Assistant Chief, 
Production Requirements Plan Branch, 
War Production Board 


der, I think you are definitely 
laboring under a misapprehen- 
sion. Whatever plan it may be, 
PRP modified or any other plan, 
the records that you have estab- 
lished, to enable you to operate 
under PRP and to prepare your 
applications for PRP will still 
be necessary and useful to you. 
When priorities first came into 
being, they were a means of see- 
ing that “first things came first.” 
What that meant was that the 
original priority was only a di- 
rective for the delivery of the 
finished product. It was never 
intended, at that time, to be a 
method by means of which the 
producer got his raw material to 
produce that product. It was 
purely a qualitative instrument. 
The Army and Navy were given 
the authority to issue these pri- 
orities for certain types of prod- 
ucts, which meant that they 
would get those products before 
anybody elso got them. 


Based on Economy 


It was based on an economy of 
plenty, of course. There was no 
thought, at that time, that we 
would run out of material for 
the production of everything. 
The fear, at that time, was that 
we didn’t have enough plant 
facilities to turn out all the prod- 
ucts that we could make. 

When the old priorities and al- 
location board SPAB came into 
being some months ago, Donald 
Nelson announced that there 
would be a change from priori- 
ties to allocations. These days, 
whenever I say the word “alloca- 
tions,” I think of it in quotes, 
because I have never found any 
individual or group of individu- 


als, that knew exactly what he 
or they meant by allocation. And 
I have never seen two groups 
agree among or between them- 
selves as to just what they meant 
by allocation. 

We have, through PRP, a gen- 
eral type of allocation which dis- 
tributes the available supply of 
the specific raw materials over 
which we wish to establish and 
retain control, to those classes of 
products to which we wish them 
to be distributed and in the pro- 
portion that it is determined. We 
want them distributed, to each 
of those classes of products as 
compared with other classes of 
products. 

So since the days of the origi- 
nal preference rating certificates 
and the P Orders, of which we 
had some 125 at one time, and 
with which, no doubt, all of you 
are familiar, something new has 
been added. We now have quan- 
titative control as well as quali- 
tative control. We now distribute 
the quantity of material we want 
you to have or we want your 
product to chew up, as well as a 
series of ratings which deter- 
mine the order in which your 
suppliers make their deliveries 
to you. That is a new factor. 

Now, during the fourth quar- 
ter, for the first time, PRP is 
being used by the War Produc- 
tion Board for something ap- 
proaching the use to which we 
have intended to put it. This 
quarter, we have really cut the 
pie, quantitatively as well as 
qualitatively. Those of you who 
have gotten back your fourth 
quarter PRP certificate have, no 
doubt, noticed and undoubtedly 
been puzzled by something new 
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tractively labeled, salable. 


POLISH H direct. 


ONCO Furniture Refresher: 


| One 


cation. P : ’ 

GLASS ONCO Glass and Silver Cleaner: The new no-film Onco advertising running in Better 

. cleaner that makes glass and metal gleam. Homes and Gardens and McCall's 
SILVER ONCO All-Purpose Semi-Paste Wax: A NEW form of 


duty, traffic type wax. 


You need merchandise that you can GET ard merchan- 
dise you can SELL at a profit. The answer is the ONCO 
LINE of polishes and waxes. . 


by national magazine advertising and continued promo- 
tion. Onco products maintain a steady demand by con- 
sistent quality and outstanding ability to do their spe- 
cific jobs quickly and easily. Your customers will like 
the Onco line, and you'll like the profits it produces. 


: Ask your jobber salesman about the attractive free 
TOMOBILE sample introductory offer on Onco Furniture Refresher 
LEANER & and the profitable assortment of Onco Products or write 


waxes, and polishes furniture, woodwork, stoves, 
refrigerators, and painted surfaces. 

ONCO Automobile Cleaner and Polish: Cleans, 
waxes, and polishes automobiles in one appli- 


wax—easier to apply—long lasting. A heavy 


. a complete line, at- 
Onvo products are backed 








One application cleans, 
















helps to introduce the Onco line and 
keep it in demand. 





Dept. AI 12 


ONTHANK COMPANY, DEs MOINES, lowe 


11th and Cherry Streets 

















SURE— 


Wanted" in the Classified Opportunities Section of Hardware 
Age. This section reaches the greatest number of Hardware 
readers of any hardware paper and is noted for securing 
quick, tangible results for its advertisers. 


Send your copy with remittance to— 





100 East 42nd St., New York City 





HEY!! WAIT A MINUTE. 


Can you tell us where we can find 
some good additional lines to 
represent? 








THAT’S EASY!! 


find them listed under "Sales Representatives 
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Classified Opportunities Dept. 
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The Original 


SPUN 
" WICK 


The wick that proved itself by 
outperforming all other wicks in 
American homes during the past 


ep, . five years. 
4. my Write today for 


‘FLAMEMASTER | = 


KAstesl0s. wick 


Oustanding item in the stocks of A) 2 KimoueRs 2 
the country’s leading jobbers. a, N 





~* 


Due to ever-increasing military 1: ‘ 
needs we cannot guarantee how : 3 
long Flamemaster will be avail- 














able, but we will continue to fill Mfg. under U.S. Pat. Nos. 
your needs as fully as conditions 2,197,866 2,184,899. 
permit. 

Ask about special display i” we! 








which has been added. We have 
determined the amount of these 
various raw materials that we 
want to go into specific classes 
of products; and we have au- 
thorized materials for use as 
well as for receipt. 

On an application which has 
only one class of product, as in- 
dicated by the authorization you 
get back on your certificate, we 
authorize for use in column (9) 
of Section E and for purchase 
in the next column of Section E. 
If the authorization for receipt 
or purchase is less than the au- 
thorization for use, this means 
you are permitted to take the 
difference from your inventory, 
which you indicated you had 
when your application was 
checked and processed. 

Where a single application 
represents more than one class 
of product, we authorize for re- 
ceipt or purchase in column (10) 
in Section E, Part I, and au- 
thorize for use in the various 
classes of products in Section E, 
Part 2. 

Again, if you are authorized 
to use a certain amount of spe- 
cific materials by classes of prod- 
ucts, adding the permitted usage 
for the various classes of prod- 
ucts across the sections in which 
they appear they may amount to 
more than you are authorized 
to receive of that same material. 
That means you are authorized 
to use so much and the differ- 
ence must be taken from inven- 
tory. 


Certain Exceptions 


There are certain exceptions. 
You may use additional material 
for maintenance and repair in 
excess of what is authorized for 
use. You may use additional ma- 
terial to fill AA-1 and AAA or- 
ders; from inventory, this is, not 
in addition to the quantity au- 
thorized for purchase. You may 
also use, from inventory, addi- 
tional material to the extent that 
the use of that material will per- 
mit you to complete finished 
products within the quarter, 
without the necessity for obtain- 
ing more material by outside 
purchase. 

Those statements will appear 
on the authorization slip return- 
ed to you with your fourth quar- 
ter PRP application. 

There has recently been is- 
sued, and you will all receive 
through the mail, a new supple- 
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mental instruction sheet for fil- 
ing Form PD-25-f’s during the 
fourth quarter. Total raw mate- 
rial authorizations for military 
and non-military production in 
the fourth quarter of 1942 have 
been kept within the limits of 
the estimated supply by the de- 
terminations of the Require- 
ments Committee. In adjusting 
requirements to match the avail- 
able supply, it was necessary to 
reduce requests of companies un- 
der PRP from a moderate 
amount in the case of direct mili- 
tary items to a_ substantial 
amount in the case of less essen- 
tial items. Budgetary controls of 
materials authorized have been 
established and only a very small 
percentage of the total supply 
remains undistributed. 


Authorization Limited 


In view of the relatively small 
quantities remaining for distri- 
bution, it is obvious that author- 
ization of additional materials 
must be limited to essential 
needs and the interim assistance 
Form PD-25-f should only be 
used in cases of extreme urgen- 
cy. Only such requests can be 
considered and decisions will be 
based upon the relation of the 
request to the current war pro- 
gram. 

And then we have gone on to 
give you the instructions to be 
used in filing the PD-25-f. The 
most important of these is that 
PD-25-f must be submitted for 
only a single product on one ap- 
plication. 

It might be well, however, to 
read the paragraph here con- 
cerning the covering letter in 
which we ask for the PD-25-f. 
In your letter of explanation ac- 
companying your’ application, 
you should show in detafl the 
purpose for which additional ma- 
terial is being requested. Indi- 
cate clearly whether additional 
quantities are requested for use 
or for receipt. Indicate clearly 
if an appeal is being made for 
permission to divert the quanti- 
ties authorized for use in one 
product to the production of 
another product. 

After the War Production 
Board through the Requirements 
Committee has done this job, 
there are certain responsibilities 
which you and all other Ameri- 


can manufacturers have to make | 


this program work. The success 
or failure of this Fourth Quarter 


Control Program largely hinges 
on whether PRP units quickly 
and correctly adjust their out- 
standing purchase orders to con- 
form to the quantities and rat- 
ings authorized on their Fourth 
Quarter PRP certificates. The 
Fourth Quarter Plan, of course, 
contemplates that all units will 
actually receive their allotments 
during the quarter, irrespective 
of ratings assigned. They should 
receive these allotments because 
the overall quantities authorized 
did not exceed the physical sup- 
ply available within the Fourth 
Quarter, as I have earlier men- 
tioned. 

Unless manufacturers under- 
stand their responsibilities un- 
der Priorities Regulation No. 11 
and take the required action 
promptly, the entire program 
may fail to work out as expected. 
Now there are certain very im- 
portant points that all of you 
should become familiar with in 
respect to Priorities Regulation 
No. 11. In the first place, Priori- 
ties Regulation No. 11 has been 
changed and revised and every 
PRP unit should carefully study 
the Oct. 3 revision of Priorities 
Regulation No. 11. 

Paragraph J of the revised 
regulation requires that every 
PRP unit adjust its outstanding 
purchase orders to conform to 
the quantities and ratings as- 
signed on its Fourth Quarter 
certificate. Such adjustment 
must be made within five days 
after receipt of the certificate. 
Any downward adjustment re- 
quired by your new ratings is 
mandatory. 


The Carryover Provision 


Another important point is 
that the carryover provision has 
been changed. Any listed mate- 
rial—and by that is meant a ma- 
terial which is printed on the ap- 
plication form itself and given 
an item number—which was or- 
dered on a previous authoriza- 
tion but which is received during 
the Fourth Quarter must be de- 
ducted from the quantities au- 
thorized on the Fourth Quarter 
certificate. Excepted are mate- 
rials which were in transit dur- 
ing the first three days of Oc- 
tober. 

This, however, permits chemi- 
cals—which are not listed mate- 
rial in that they are not printed 
on the form nor given an item 
number—and all Section F items 

(Continued on page 90) 
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¥%& The Rockford Line of Hardware scores again with a comp'ete | ; 


new line consisting of Flush and Offset Hinges, Drawer Pulls, Cup- | 
hoard Door Catch, Inside Catch and Knob. It’s finished in a beauti- | 
ful, lustrous zine plating (priced lower than chrome), and covered | 
with a clear baked enamel to protect the finish for many years to come. | 


his line has real sales appeal; will mean worthwhile profits for “~ 


15)” 


J 
*% PACKAGE HARDWARE DIVISION 


NATIONAL LOCK CO....ROCKFORD, 


COWMBIAN VISES 


THE BEST MADE 


‘A NE. ™ *Columbian Vises 


are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland, O. 


INDIVIDUALLY PACKAGED 
All items are 


envelopes ... 


individually packed in 
complete with  serews, 
parts, and directions tor application. 


Write for catalog showing complete line 


ILLINOIS 


























Nothing Better for Laying 


This specially formulated SHEF- | 
FIELD LINOLEUM PASTE | 
makes the laying of linoleum (on | 
floors, steps, sinks, etc.) a very | 
simple job. It’s easy to work with | 
—it grips fast—it holds tight—and | 
it’s priced for quick sales. Show | 
it to your trade NOW. % pts. to} 
gallons. 


@ Write for catalog of 40 Sheffield 
Fast Sellers 


THE SHEFFIELD BRONZE POWDER & STENCIL CO., CLEVELAND, OH10 | 








| 
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USEFUL HARDWARE ITEMS FOR 
ARMY -NAVY-HOME-AND ESSENTIAL NEEDS 


Here are a few items from our large and complete line of 


bright wire goods and wire fittings. Many are used in our war 
efforts. However, your jobber can take orders for shipment of 
most items in our line. Order today. 


CHAS. 0. LARSON CO. e STERLING, ILLINOIS 




















Airplanes are more important than ECONOMASTERS 
right now. That's why we can't sell them now except 
on orders with high priority rating. 
But after the war ... when those airplanes have done 
their work . . . ECONOMASTER will be giving quick, 
economical heat for your customers . . . quick, profitable 
sales for YOU! 
A EBD Ct 
YOUR ECONOMASTER 


ECONOMASTER 
PRODUCTSCO.., inc. 


A TENNESSEE VALLEY APPLIANCE 
ORGANIZATION 


117-119 Ninth Ave., North 
Nashville, Tenn. 





WHEN PEACE COMES AND 
LOW COST POWER IS 
AVAILABLE TO ALL. 


Plant at Shelbyville, Tenn. 
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CUTTERS > 


: @ 


In quality and design, 
Red Devil glass cut- 
ters have kept ahead 
with the times... 
That's why, for 72 
years, they have re- 
mained a best seller 
everywhere. 
The new ‘‘Modern- 
line’'’ models top 
them all for dealers’ 
sales. 
LANDON P. SMITH, INC 





GLAZIERS’ AND PAINTERS’ =| , 
HAND TOOLS AND MACHINES 


GOOD NUMBERS For 
Contractors * Millwrights * Masons 





STARRETT & sou 
TRANSIT NO. 99 
LEVELING INSTRUMENT NO. 101 


You're missing a good bet if Starrett 
Transits and Leveling instruments aren't 
in your stock. 

These practical, inexpensive instruments 
are accurate enough for most work and 
come in mighty handy both for regular 
jobs and as substitutes when other equip- 
ment is being repaired. 

Then, too, they are so inexpensive—priced 
from $20.00 — that your customers will 
want them when unfavorable weather con- 
ditions may injure high priced, hard-to-get 
engineer's equipment. 

Write for descriptive folder 26-A. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Athol @ Massachusetts o@ U.S. A. 
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The Resale of Iron and Steel 


(Continued from page 42) 


an exorbitant price from a prof- 
iteering seller. The war program 
is not slowed down—it is on the 
contrary benefited because, as 
outlined, shipment of essential 
material from warehouses is per- 
mitted to be made only at a fair 
and reasonable price. 

At this point, I wish to inter- 
ject a remark. In the present 
emergency it is very easy for 
buyers and sellers to get excited. 
In their desire to accomplish 
something for the War Effort, 
very often they do not use the 
good judgment in purchasing or 
in selling that they would nor- 
mally. And, too often, the ex- 
cuse of “doing something for 
the War Effort” is used to cover 
up mistakes or attempted profi- 
teering. 


3. What Is Now Being Done to 
Maintain Such Ceilings? 


A check of prices filed under 
Price Schedule No. 49 and now 
being charged is being made in 
every part of the United States. 

Special investigations are un- 
der way to obtain evidence of 
price ceiling violations. Injunc- 
tions have been secured in the 
courts in many instances against 
violators of price ceilings and 
further action is imminent. All 
resellers of iron and steel prod- 
ucts will be required shortly to 
register with the Office of Price 
Administration. Failure to do 
so will be treated as a violation 
and a second violation of the 
Schedule of any nature may re- 
sult in the revocation of their 
license to do business under the 
Emergency Price Control Act of 
1942. 


4. Accomplishment as a Result 
of Office of Price Adminis- 
tration Ceiling Prices for the 
Resale of Iron and Steel 
Products. 


Mark-ups by brokers on direct 
mill shipments have been elimi- 
nated. This wipes out a species 
of war profiteering which flour- 
ished prior to Dec. 15, 1941. 

Conversion contracts at high 
prices have been’ eliminated. 
Some sellers had made a prac- 
tice of purchasing reject semi- 
finished steel billets, having same 
converted and selling resultant 


material at prices two or three 
times the present maximum 
price. 

Less-than-carload and carload 
sales from warehouses must be 
made at no higher than ceiling 
prices. Prior to Dec. 15, 1941, 
even carload quantities were be- 
ing sold from some warehouses 
at prices much higher than lead- 
ing warehouses were receiving 
for normal, small quantity ship- . 
ments from their stock. 

We are maintaining close su- 
pervision over the _ provisions 
prohibiting the splitting of large 
orders into smaller ones in order 
to obtain the higher “small quan- 
tity” bracket prices. We have 
actual evidence of a sale of 150 
tons of plates ordered at one 
time, shipped from warehouse 
and billed as 31 shipments in the 
2000-999 Ib. quantity bracket. 

The prices on certain commod- 
ities such as nails have been held 
to a reasonable basis. Prior to 
Dec 15, 1941, some speculators 
were selling carload quantities 
of nails at a 200-300 per cent 
mark-up. We even have evidence 
of one undertaking establishment 
indulging in this practice. 

A highly important aspect of 
Price Schedule No. 49 has been 
its activities in the export field. 
On Jan. 4, 1942, it established a 
reasonable export premium at 
the resale level. If such action 
had not been inaugurated, the 
effect on South American coun- 
tries can be well imagined— 
knowing the mill prices for steel 
in this country and realizing that 
they were being gouged to the 
extent described before on sales 
by their American “friends.” 

In the field of seconds and re- 
jects, Price Schedule No. 49 has 
operated to obtain a tremendous 
saving in costs to consumers. 
Prior to its issuance, seconds 
and rejects were freely sold at 
prices higher than prices charged 
by leading warehouses for prime 
material. 

Every ton of steel that is used 
in the war effort and is sold at 
higher than ceiling prices means 
additional taxes for you and your 
children. 

One last question. What would 
be the situation today if there 
were no price ceilings? There 
has never been demand such as 
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this in the history of the world. 
Prices if uncontrolled would 
mount so rapidly that the result 
would be disastrous. Your sav- 
ings would shrink drastically in 
terms of their purchasing power. 
The large number of persons de- 
pending upon a fixed income 
from insurance, investments, etc., 
would be in distress. Present 
conditions and possibilities of 
runaway inflation can not be 
compared with those existing 
during the last war. 

The total appropriations for 
World War I were 32 billion dol- 
lars. Appropriations to date for 
the present War have already 
reached 215 billion dollars and 
expenditures are now running at 
the. rate of 6 billion dollars a 
month. 


* 


You resellers of iron and steel 
products are members of an in- 
dustry which is playing a vital 
role in expediting and facilitat- 
ing production in shipyards, air- 
craft factories and other plants 
engaged in the production of war 
goods. 

We feel there is every reason 
for you to cooperate, as the ma- 
jority of you are doing, in this 
safe and sane program estab- 
lished for the resale of iron and 
steel. It may not be perfect, it 
may involve some little sacrifice 
from time to time on your part, 
but the idea behind it and its 
purpose is sound. 

Mr. Wyman then answered a 
number of questions relating to 
the resale of iron and steel which 
were as follows: 


* 


Questions and Answers 


Question—What price may a 
distributor charge on two 30,000- 
pound shipments to one custom- 
er within ten days? The condi- 
tion is this: The distributor re- 
ceives the order, has no know- 
ledge of any further orders, and 
ten days later he gets another 
order for the same amount, or 
approximately the same amount, 
the orders given at different 
times, and being unrelated. 


Answer—If that is the case, 
he can charge the 30,000 quan- 
tity price. 


Question—It would’nt be 60,- 
000? 


Answer—No. But, here is the 
point: It gets right down to a 
question of whether the carload 
provisions are being evaded. In 
other words, if a man bought a 
carload quantity, 60,000 pounds 
from a warehouse, and the ware- 
houseman said, “I can’t take 
this, but I will take 30,000 now, 
and bring me 30,000 ten days 
from now,” that is one thing. If 
the man gets 30,000 pounds for 
an order, and he fills it today, 
and two weeks or ten days later 
he gets another legitimate 30,- 
000-pound order, that is all 
right, as far as we are concern- 
ed. 


Question — Along that line, 
where an industry called on a 
distributor for all of a certain 
size, and the order would have 
covered a car, it so happened the 
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distributor’s total stock only ran 
about 35,000 pounds. Is _ that 
covered by your answer on the 
other question ? 


Answer—Well, there was only 
35,000 pounds involved in all. 
Then he could ship that at his 
price for 35,000 pounds. 


Question — Has the OPA any 
booklet or pamphlet, or some- 
thing that tells you what all the 
prices of the people in the listed 
cities are? I haven’t been able to 
find that. How do you get it? 


Answer—I will say this: The 
listed sellers in listed cities have 
been very cooperative in furnish- 
ing their prices, and I don’t 
know of any instances where, if 
a man has written to one of 
them, or communicated with one 
of them, they haven’t furnished 
him with those prices, and it is 
quite a job, too, because in some 
listed cities they have had hun- 
dreds and hundreds of requests. 
But I will say this: that very 
shortly, I hope within two weeks, 
we will publish a set of prices 
which will replace those prices 
of the listed sellers in listed 
cities. In other words, instead 
of having to refer to the dif- 
ferent listed sellers’ prices, there 
will be one price which will be 
the maximum official published 
price for that listed city. 


Question—When this new or- 
der of the OPA goes in, where 
the railroad will not move the 





«Milwaukee: 


BUILDERS’ HARDWARE 





The Builder's High Standard 


Milwaukee Original - - - 


“NU-JAMB” 
Double-Acting Spring Hinges 


Proven strength, modern design, simple in 
atallation (NO HANGING STRIP RE- 
QUIRED), make ‘‘NU-JAMBS” the popular 
hinge on finest building projects. 


* MILWAUKEE Hardware .. . 


Preferred * 
for Over 40 Years 


MILWAUKEE STAMPING COMPANY ° 
816 SOUTH 72nd STREET 
MILWAUKEE ° WISCONSIN 








DRIP 





No More Damage from Condensation 
or Sweating Pipes, Tanks, Walls, 
Ceilings and Air Ducts 


A SURE CURE 


This sensational plastic cork coating pre- 
vents condensation drip from metal, con- 
crete, brick, wood, plaster or composition 
surfaces. 

Permanently protects metal against rust 
and corrosion, thus prolonging life of 
pipes, tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to acid 
and alkali. 

Stucco-like finish requires no mainte- 
nance and can be painted any color. 

A gallon covers about 30 feet of 1” O.D. 
pipe. Comes in 1, 5 and 55 gallon drums. 

Nationally Advertised. Demand is grow- 





ing rapidly with gaSH, T 
good profits for s Oh: 
a cad 
dealers. 
Immediate = . 3 
Shipment 


Order from your Job- 

ber or write for 

Handbook and local 
Sales Helps. 


J. W. MORTELL CO. 


Technical Coatings Since 1895 
508 Burch St. e Kankakee, Hil. 
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“RED END, ROLES 





STANDING RULE FOR YOUR CUSTOMERS 


SAGINAW, MICHIGAN New York City 


TAPES . RULES . PRECISION TOOLS 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 

BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “‘live’’ prospective 
market. 

lilustrated here is No. 600-10 (100 


watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons 







ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 










cars unless filled to capacity, are 
we going to be permitted to 
change our base price? 


Answer — You mean in that 
instance you might have to make 
some l.c.]. purchases? We can’t 
have two ceilings, and we have 
no provision for recognizing an 
l.c.l. purchase. In other words, 
you people, as a rule—your func- 


tion is to buy in carload quanti- 
ties, and distribute in less-than- 
carload quantities. Now, if you 
have a condition like that arise, 
I suggest that you work on the 
other end of the proposition, 
that you put in your protest on 
the other end, because I doubt 
very much whether you will get 
very much relief in the way of 
a separate price ceiling. 


America’s Redistribution Problem 


(Continued from page 46) 


However, on the thousands of 
reports sent out, 172,000,000 
pounds of copper and copper 
base alloys were reported. 


Of this, from 5,000,000 to 10,- 
000,000 pounds a week are being 
allocated from idle inventories 
into war production. 

Two of the more recent re- 
covery programs are those cov- 
ering Manila cordage and cop- 
per screen cloth. In this case, 
the government is stockpiling 
exclusively for the armed ser- 
vices. 


The Pricing Problem 


One of the greatest problems 
of recovery programs is, of 
course, the pricing problem. 
With the holder on one side de- 
manding a fair price and the 
taxpayer on the other expecting 
his government to pay no pre- 
mium, pricing policies are not 
easily settled upon. 

To speed the: redistribution 
problem of other materials not 
covered by recovery programs, 
the Materials Redistribution 
Branch has set up a nationwide 
inventory record system. 

From some 120 WPB offices 
will originate information on 
local idle stocks of critical ma- 
terials. Almost over night this 
record will be made available 
to the entire nation. 

This inventory system has 
just been placed into operation, 
and while it is a most difficult 
undertaking, it promises to be 
a great aid to the nation’s pro- 
duction effort. 

You well realize that all 
plans of this type go a long way 
in relieving the pressure on the 
mills and on the producers of 
materials. 


Time will not permit’a dis- 
cussion of the privileges af- 
forded holders of materials, 
under Priorities Regulation No. 
13, to make special sales of ma- 
terials under certain conditions. 
However, this regulation has 
permitted many a holder of ma- 
terials to easily dispose of his 
materials to other plants or re- 
turn it to normal channels of 
distribution. 

Then too, because of the fact 
that it is necessary many times 
to release other idle inventories 
which are immobilized by pri- 
ority orders or regulations, the 
release of which would be be- 
yond the scope of Priorities 
Regulation No. 13, a form PD- 
470 has been made available. 
The use of this form, properly 
executed, permits a holder to 
dispose of material even though 
it may have been purchased for 
other purposes, or even though 
it may have been frozen for spe- 
cific reasons. 


Redistribution Simplified 


The redistribution of mate- 
rials is simplified when holders 
can get together with buyers 
and arrange their own deals, or 
when the holders accept an of- 
fer to purchase which is made 
by the government. The most 
difficult transactions are, of 
course, those in which owners 
of material which the govern- 
ment badly needs to carry on 
the war either refuse to sell or 
refuse to sell at the price of- 
fered. 

By Act of Congress the power 
to requisition property for de- 
fense purposes was vested in 
the President of the United 
States who, in turn, has desig- 
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nated the WPB as one govern- 
mental agency with the power 
to requisition. 

The administration of this 
power is centered in the Mate- 
rials Redistribution Branch. 

The power to requisition is 
used by WPB only as a means 
of last resort in obtaining ma- 
terials and machinery needed 
for war production which are 
not being used for war purposes 
by the holder and which are not 
otherwise obtainable. 

The Army, Navy, and Mari- 
time Commission have required 
millions of feet of rail in the 
establishment of new camps, 
bases, depots. and shipyards. 
The railroads of the country 
have had before the I.C.C. peti- 
tions to abandon a number of 
short line, little used roads. Be- 
cause the proceedings are slow, 
particularly during war times, 
requisitioning action was re- 
sorted to; 20 short line or 
branch line railroads have been 
requisitioned and there has 
been made available to the Ser- 
vices over 2,000 miles of relay- 
ing rail, approximately equal to 
a double track between Chicago 
and New York. Incidental to 
the procurement of this relay 
rail, several thousand tons of 
scrap have gone to the steel 
mills. Automobile graveyards 
are a _ substantial source of 
scrap metal. Thirteen grave- 
yards were requisitioned, re- 
sulting in 53,469,000 lbs. of 
metal scrap. 


Increasing Activity 


As the demand for materials 
increases so will the necessity 
for requisitioning be apparent. 
Therefore, we can expect more 
activity along this line in the 
future. 

To render complete service to 
war contractors, it has been ne- 
cessary to go beyond the point 
originally intended, so that now 
our men, failing to locate mate- 
rials in reported overstocks, are 
finding it necessary to contact 
distribution for assistance in 
filling the demands. In some 
cases distributors who have not 
been able to supply the identi- 
cal product have suggested 
helpful substitutes. 

For those distributors Who 
have slow-moving critical items 
within their doors, we encour- 
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age an immediate houseclean- 
ing. If the material is obsolete 
and is known to be not usable, 
it should be junked so that the 
metal may be placed in other 
usable forms. If the materials 
are salable, but are not giving 
proper turn-over, they should 
be listed as surplus with the 
district or regional men of the 
Materials Redistribution 
Branch. 

Our interest is not in the 
overall distributors’ inventory 
that is the problem of the dis- 
tributor branch, but we are in- 
terested in the individual slow 
moving, and overstocks of criti- 
cal materials. 

It is our job to get those ma- 
terials moving wherever they 
are located. Distributors have 
already seen the results of this 
activity in Manila cordage, cop- 
per screening, brass and copper, 
and they will shortly see it in 
steel and other products. 

These comments have dealt 
with the business side of the 
materials redistribution prob- 
lem. 

The other part is the human 
element which enters strongly 
into this picture. It is made 
more difficult because no one 
has ever heard of a business 
man staying in a business just 
as a matter of patriotism. 
Therefore, it must be recog- 
nized that practically each in- 
dividual is in business either 
for personal gain or possibly for 
the purpose of proving to the 
world and to himself that he 
can make a success of things he 
undertakes. 

If leaders of an all-out war 
production program fail to get 
the voluntary support of private 
business and it is recognized 
that more forceful methods 
must be employed to win a war, 
then—at a time like that—the 
nation can expect a more force- 
ful means to be employed. 

All-out war effort. means not 
only giving those -things we 
choose to give but also giving at 
a real sacrifice to ourselves. 

Whether or not the job of 
redistribution of critical mate- 
rials is speeded up at a time 
when those materials are sorely 
needed, depends to a great ex- 
tent upon the attitude of indi- 
viduals who are stockholders in 
this great nation. 





Look for the Pe 






































| PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include Alloy Stecls, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 


























































































Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination’’ Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of ‘“‘Saunders” ty 

cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type” the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONGBROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard 
ened, and Cadmium Plated 





Write today for Caf- 
alog C-39, showing 
the most complete line 
of Pipe Tools made. 


ARMSTRONG BROS. TOOL COMPANY 
"The Tool Holder People’ 

314 N. Franciseo Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 








Arm-and-Hammer 




















aac Prompt deliveries 







WIREGRID 
Vf, 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 


dling and card-end loss — every 
hook saleable*and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 


in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 
Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 











A REPAIR & RESURFACING 
COMPOUND FOR 
ALL SURFACES 











READY - MIXED, READY TO USE, 
Easy To APPLY 


Greater compressive strength than concrete 


. and it’s resilient. . . . LEV-L-FLOR stands 
up under the heaviest loads without cracking 
up or breaking out. Requires no costly, time- 
taking preparing, chipping or cutting out of 
the old surface . . . no skilled labor. Applied 
at the end of a day, ordinarily ready for heavy 
service next morning. For use on wood, stone, 
concrete, tile, composition, etc., surfaces. 
Bonds to any surface. 


LEV-L-FLOR assures a smooth, good-looking 


surface! Fireproof . . . Waterproof . . . Slip- 
roof . . . Sparkproof .. . Dustproof .. . 
jecay Proof . . . Weatherproof .. . Acid- and 
Alkali Proof. Economical, tool Packed in 


quart, | gal., 5 gal., and 55-gal. containers 
Write today for Circular H.A. 
JOBBERS — LEV-L-FLOR is a useful 
Jobbing item. Write for full details. 
Central Paint & Varnish Works 
Brooklyn New York 
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The Production Requirements Plan 


(Continued from page 84) 


to be received as a carryover 
without deduction, to the extent 
that there is an undelivered bal- 
ance left over from one previ- 
ous quarter’s authorization. 


Another point is that Section 
F material orders must also be 
cancelled or downward graded or 
deferred if Fourth Quarter or- 
ders are outstanding in excess of 
the quantities authorized on the 
Fourth Quarter certificate. These 
orders might have been previ- 
ously placed as a result of taking 
advantage of the interim pro- 
cedure which allowed you to 
place orders for 40 per cent the 
first month and 70 per cent dur- 
ing the quarter before receiving 
your PRP eertificate. Or they 
might have been placed as a re- 
sult of advanced quarter author- 
ization—the so-called bobtail re- 
ports. However, when your PRP 
certificate comes back to you, you 
are required to cut back, if nec- 
essary, to the quantities author- 
ized on that certificate. 

If a PRP unit elects the option 
permitted by Priorities Regula- 
tion No. 11 (the option to oper- 
ate by the extension of individ- 
ual ratings for Section F items 
instead of using PRP ratings) 
remember that all such exten- 
sions are governed completely by 
the provisions of Regulation No. 
3. And remember that this op- 
tion extends only to Section F 
items or unlisted materials and 
does not cover the printed mate- 
rials in Section E except, as I 
mentioned above, chemicals. 

Mr. Groce then read some pre- 
pared questions and answers on 
the subject of the Production Re- 
quirements Plan (PRP). He con- 
tinued as follows: 


Most of you have probably re- 
ceived a copy of the first quarter 
form which, by the way, is the 
best evidence I can give that 
PRP will certainly continue at 
least through the first quarter of 
1943. 

The instruction book which ac- 
companies that form, we believe, 
is more complete and more thor- 
ough than any we have gotten 
out in the past. There are only 
one or two points that are 
worthy of mention. We have in- 
troduced an additional section 
where you show your descrip- 


tion of classes and products 
wherein, in this additional sec- 
tion, we permit you to estimate 
your total shipments for the first 
quarter and also to estimate the 
ratings under which you expect 
to make those shipments. 


But in the next section we ask 
you to tell us specifically what 
your rated orders are scheduled 
for shipment during the first ' 
quarter. Of course, if you have 
a full quarter’s backlog of rated 
business, those two parts of Sec- 
tion (B) will naturally contain 
the same figures. 


Printed Materials List 


The Printed Materials List as 
printed on the form now consti- 
tutes the entire materials list 
No. 1. If you have noticed, we 
have taken off Materials List No. 
1 hog bristles and agricultural 
products and lumber and a few 
items of that sort, so that Mate- 
rials List No. 1 as printed in the 
instruction book and Materials 
List No. 1 as printed on the form 
itself are identical, with the one 
exception of chemicals. 

We have introduced into the 
form in Section (E) two things: 
The first is your inventory of 
Sept. 30, divided between non- 
usable and usable, and a state- 
ment which is now mandatory 
for an estimated usable inven- 
tory of Dec. 1. 


Now those three columns—a 
statement for the quarter from 
October to December, 1942—ask 
for information on the amount 
authorized on the fourth quar- 
ter: the amount to be used dur- 
ing the fourth quarter, which 
will definitely not be the same 
amount that you stated as your 
requirements for the fourth 
quarter when you submitted 
your fourth quarter application, 
and estimated usable inventory 
on Dec. 31. However, recogniz- 
ing that that information might 
either not be available when you 
submit your first quarter appli- 
cation or that you could do a 
more accurate job of making 
that estimate at a later date, we 
have allowed that information to 
be delayed, if necessary, until 
Nov. 20, and to be submitted on 
the Section (E) auxiliary sheet 
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Dropping an 
Egg on Tokio 
...fo puta 
* Yoke on 

Hirohito — 


* And we don't mean " Yolk’ 











ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Complete Line of 
“Plumbing Brass Goods Since 1890” 





WAR WORK 
IS OUR 


No. 1 Job 


Until Victory is Won 
* 


Then a newer and 
finer assortment of 
hardware, tools 
and toys will again 
flow from our 
production lines. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 


Bawa 


HARDWARE & TOOLS 
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ONLY 2/4 02.! 


Lightness with strength! “Indestructo” 
| Floats protect installations. Floats of 
) other shatterable material weigh nearly a 


i, full pound—place tremendous strain on 


rods and ball-cocks. 
(Alt HHiiitinn, 





AMERICAN ‘“Indestructo” 
PLASTIC 


TANK FLOATS 


Tough, resistant to water condi- 
tions. For new _ installations, re- 
placements. Used by leading pot- 
Two sizes: 4” x 5”, tery manufacturers. 


and 3/2” x 442”. 
FLUSH ELBOWS 


Pure porcelain white. Sizes: 2" x 
4” x 6”"—2” x 6” x 7”—2"” x 6” x 
g”—2” x 8” x 10”. With or without 


slip-nuts or gaskets. 


a 
AT | Baqee! 





Jobbers: Send for samples and prices 
Retailers: Order from wholesaler. Send 
Molded one-piece. for folder. 
Everlasting. 
American Molded is constantly expanding its line 


Write for details. 


Originators and pioneers of plastic plumbing fittings. 


AMERICAN MOLDED PRODUCTS SALES CO. 
1758 N. HONORE ST. CHICAGO, ILL. 








FOR vicToRY: Buy U. S. War Bonds 
FOR INCREASED PROFITS: Buy DREADNAUGHT 
Floor Sanders, Edgers, Belt Sanders... 


WHILE THEY'RE STILL AVAILABLE! 





Though we are now 100% en- 
gaged in war production work, 
manufacturing parts for air- 
planes, tanks, guns and other 
essential war weapons, we still 
can make prompt deliveries 
of a_ limited number of 
new and factory-rebuilt 
DREADNAUGHT Floor Sand- 
ers, Edgers and Belt Sanders. 
When our present inventory is 
exhausted we will be unable 

























to supply any further machines DREADNAUGHT V- 
until after the war. Floor Sander and 
V Speed Edger 


one of a complete 
line of Floor 
Sanders, Edgers 
and Belt Sanders. 


Insure yourself 
increased profits 
by putting one 
or more of these 
machines to work 
for you. Write, 
AT ONCE, for 
details and 
prices, 


CLARKE SANDING MACHINE CO. 


DEPT.HA24¢2,MUSKEGON, MICH. 
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OXFORD 
PUNCHES 


G. Campb 


1633 N. and St. Philadelphia, Pa. 


fe OXFORD TOOL COMPANY 
















KEY BLANKS 


OF EVERY DESCRIPTION 


3 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W 
Derby, Conn., U.S A 














STEEL MORTAR BHODS 


No dripping onto 
the user's back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
‘ly  retnforced. 





Ne. 158 maior The fork is 
Mortar a 11% pressed from 
deep heavy gauge 

steel. 


Write for prices. 
The evetane | Wire Spring Co. 
nd Hamilton Ave. 
e "« ma -* 4 Ohic ©@ 


















COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


Hardened jaws, nail 
file. cleaner. Heavily 
at jobbers’. Send for details 
THE H. C. COOK CO 


27 Reaver St. Ansonia. Cons 








Latest member of Gem Cc 
Nail Clipper family. 


nickeled. Doz. on colorful card 








There's a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 




















in one copy only, this to come in 
not later than Nov. 20. 

As to what we mean by usable 
and non-usable inventory, para- 
graph 34 in the instructions de- 
fines it; but apparently, because 
we have had many questions on 
it, it does not make the definition 
specific enough. What do we 
mean by materials which you do 
not use in current operations, as 
stated in that paragraph? Ma- 
terials in inventory which can be 
used in the products which you 
are now manufacturing, as listed 
in Section (B) of your 25-a ap- 
plication, should all be consid- 
ered as usable inventory, even 
though you have on hand what 
might be considered excessive 
quantities of some of these ma- 
terials. 


Long and Short Sizes 


Where the long and short size 
problem exists in your usable in- 
ventory, this situation should be 
explained in your accompanying 
letter as you are now doing it. 
In other words, there is no time 
factor now in determining 
whether a specific material is 
usable or non-usable. Non-usable 
inventory for purposes of this 
report means only those types or 


More Glue for 


LARGE and rapidly increasing 

percentage of the output of the 
country’s glue companies is going 
directly into war production. For 
example. during the last 18 months 
the Franklin Glue Co., Cleveland, 
Ohio, has more than doubled its 
factory space and by the installa- 
tion of new machinery and equip- 
ment has more than tripled its 
manufacturing capacity. 

“People generally don’t realize the 
great importance of glue in the war 
program.” said Langdon T. Wil- 
liams. president and general man- 
ager of the company. “Wood is 
rapidly replacing scarce metals for 
hundreds of vital war products and 
wherever wood is used. you will 
also find glue.” 

Glue is now being used in mak- 
ing patterns for tanks and war 
machines of all types, in the pro- 
duction of propellers and other air- 
plane parts and in making trailers. 
trucks,- mobile laundries and show- 
ers for the armed forces. It is 
also being used in joiner and cabinet 





sizes of materials which can no 
longer be used in the types or 
kinds of products which you are 
at present manufacturing. 


Section F 


Section F now contains a 
printed Fabricated Items List, 
and this is our first effort to do 
the same type of overall planning 
for the distribution of these par- 
ticular classes of fabricated 
items that we are now doing for 
the materials printed in Section 
(E); that is, the raw materials. 
We know that that is going to 
mean some additional work on 
your part. It is quite possible 
that you may not have those fig- 
ures available or it would be 
very difficult for you to get them 
ready. Do the best you can on 
them and get in the most accu- 
rate estimate you can make, if 
you haven’t actual perpetual in- 
ventory records that will permit 
you to give us those figures as 
we ask for them. 

In addition, there is a Fabri- 
cated Product Classification List 
which should be used in decid- 
ing the names of your products. 

Those are the salient points, 
the most important points, on 
the first quarter form. 


War Production 


work on cargo vessels, in the con. 
struction of cantonments and houses 
for war workers and in making of 
drawing boards and other drafting 
room equipment. Large quantities 
of glue are used in the construction 
of ammunition boxes and _ special 
wood cases in which delicate de- 
tector instruments are shipped to 
the Navy. 

Other substantial uses for glue 
in the war program are in the con- 
struction and maintenance of ait 
fields, bases, camps, depots, forts, 
navy yards, posts and other military 
stations. 

“Most of our purchase orders 
carry high priority ratings.” Mr. 
Williams states,” and we are proud 
that our company is making a sub- 
stantial contribution to the war 
effort.” 

The Franklin Glue Co. was organ- 
ized a little more than seven years 
ago to manufacture a new type of 
genuine hide glue in liquid form. 
ready for use when received. 
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DOLLYDAY One of six items of doll furniture, designed to delight every 
TABLE ANDe child who has a doll. Sturdily built, beautifully finished. 

Packed 12 to carton, knocked down. Shipping weight 65 
TWO CHAIRS ibs. Suggested retail $2.25. 


Write or call our representatives or factory for catalog and price list. 


CHICAGO .... The Toy Market, 1417 Merchandise Mart DALLAS. .... Herbert Sierk Co., Inc., 2705 Canton Street 
NEW YORK CITY. . Riemann, Seabrey Co., Inc., 1107 Broadway SAN FRANCISCO. .. Standard Toy Agencies, 718 Mission Street 
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TJ wartime Geers 


Decals replace metal—save 
time, weight, cost. Send for , 


list of amazing war uses. 
THE MEYERCORD CO. 
5323 W. Lake St., Chicago, Ill. 


BOSTON WOVEN HOSE 


& RUBBER COMPANY 
CAMBRIDGE, MASS. 











DOUBLE BALL BEARING 






Gee. 


FAULTLESS CASTER CORPORATION 


EVANSVILLE, INDIANA 
Canada Factory: Stratford, Ontario 


Branches in Principal Cities 


POPULAR-PRICED 


BATHROOM AND KITCHEN FIXTURES 
IN AUTOYRE HY-GRADE QUALITY 


WRITE FOR LITERATURE 





PLAYPAL TOYS, INC. - 1800 EAST 30th STREET - CLEVELAND, OHIO 


and you offer 
the finest! 


Master Jock (ompany 
Worlds Leading Padlock , 


MILWAUKEE, WIS.,U.S.A. 











_THERE’S NOTHING LIKE 





pUSH-PINS 
PUSH-LESS HANGERS 


hem for 


MOORE PUSH-PIN COMPANY 
Since 1900 113-25 Berkley St., Phila., Pa. 
















FAULTLESS) 
CASTERS 


86% More BALL BEARINGS : 






THE AUTOYRE COMPANY, 


csily 
WET ..DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 





Makes Columbian Rope 
more flexible 






Look for the 
RED, WHITE 
AND BLUE 
MARKER 
TAPE-MARKED when you buy 
COLUMBIAN rv: ROPE rs age 
Colu Y 


customers do 











mbian Rope Cc Auburn, N 


ASK YOUR SUPPLIER ABOUT 


OAKVILLE, CONN 
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*x Coming Conventions and Events «« 


Corrected Each Issue According to Latest Data 


California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1943. Sessions will be held at the West- 
ern Merchandise Mart, 1355 Market St., 
San Francisco, Cal. Hotel Headquarters 
at Hotel Whitcomb, San _ Francisco. 
LeRoy Smith, 417 Market St., San Fran- 


cisco, is secretary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 
19-20, 1943, in Louisville, Ky. Hotel 
headquarters and sessions at the Ken- 
tucky Hotel. J. M. Stone, 315 Kentucky 


Hotel, Louisville, Ky., is secretary. 


Minnesota Retail Hardware Associa- 
tion, annual convention and exhibit, 


Jan. 26-28, 1943, in St. Paul, Minn. 
Headquarters, sessions and exhibit in 
the St. Paul Hotel. C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minn., 
is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323-324 Wainright Build- 
ing, 7th and Chestnut Sts., St. Louis, 
Mo., is secretary. 

Mountain States Hardware & Im- 
plement Association, annual convention, 
Jan. 19-20, 1943, at Cosmopolitan Hotel, 
Denver, Colo. John J. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... -08 


Positions Wanted 
(Special Rate) set solid, maximum 
Oe GED noddccncdeccccctaceeces $1.00 
Each additional word............... 05 
Allow Seven Words for Keyed Address or Your Addr 


BOXED DISPLAY RATES 


CP TD ana cidensxncisncdeesecare $6.00 
Each additional inch.......... 4.00 








FOR SALE 


Approximately 8,000 dozen 
adz eye, machinist, black- 
smith hammer handles, 
hatchet and broadaxe and 
18” house axe at very re- 
duced prices. Bankrupt 
stock. These handles all first 


class. 
Address — Box 1624 
Meridian, Mississippi 








A NATIONALLY KNOWN 
SALES ORGANIZATION 


whose reputation is based on more 
than thirty years of successful selling 
and merchandising of toys, children’s 
vehicles, furniture and kindred prod- 
ucts, is open to handle one or two addi- 
tional lines on a commission basis. 
Financialiy equipped to handle wide 
distribution for toys, lawn, porch and 
juvenile furniture, household items 
and infants’ specialties among retail- 
ers, wholesalers, chain stores and 
other dealers. Certain, lines handled 
for many years have been discontinued 
because of war conditions. 


Address — JULIUS LEVENSON, Inc. 
7 East 17th Street, New York, N. Y. 











TWELVE YEARS’ EXPERIENCE APART- 
MENT HOUSE SUPPLIES (hardware, elec- 
trical, plumbing, paints, maintenance, locksmith- 
ing). Familiar with buying and selling. Capable 
manager. Age 30, married, responsible. Will 
consider going out of town, if living quarters are 
available. Further information and _ references 
furnished upon request. Address Box H-145, care of 
Harpware Ace, 100 E. 42nd Street, N. Y. City. 





SALESMAN, WITH OVER 400 active ac 
counts of well-rated jobbers, wholesalers and 
major dealers, is open for any line in Connecticut, 
New York and New Jersey, including Metropol- 
itan District. Commission basis. Address Box 
H-146, care of Harpware Ace, 100 E. 42nd 
Street, New York City. 





WANTED—A MANUFACTURER’S PROD- 
UCT THAT CAN BE SOLD TO HARDWARE 
JOBBERS AND CHAINS, DEPARTMENT 
STORES, VARIETY CHAINS AND JOB. 
BERS, DRUG JOBBERS AND CHAINS IN 
CHICAGO AREA ON COMMISSION BASIS. 
HIGH GRADE REPRESENTATION BY MAN 
WHO HAS _ FOLLOWING OF FIFTEEN 
YEARS IN THESE MARKETS. ADDRESS 
BOX NO. 7729-A, HARDWARE AGE, 1012 
OTIS BLDG., CHICAGO, ILLINOTS. 
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FOR SALE: HARDWARE STORE FIX- 
TURES, galvanized metal drawers with wood 
front, wood shelving, glass wall cases, display 
tables and counters, sufficient for medium sized 
hardware business. Will sell at a sacrifice. Ad- 
dress—W. C. Hack & Sons, Shamokin, Pa. 








MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE—20 year acquaintance with 
electrical and hardware distributors also chain 
store syndicates in greater New York and vicinity. 
Seeks sales connection this territory. Address 
Box H-142, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 


DO YOU WANT REPRESENTATION IN 
Kansas City territory on a commission basis? 
Want items for jobbers, manufacturers and chain 
stores. Have buyers for miscellaneous merchan- 
dise and closeouts. Address Box H-144, care of 
Harpware Ace, 100 E. 42nd Street, N. Y. City. 


WANTED LINES FROM MANUFACTUR- 
ERS: Padlocks, night latches, inside lock sets, 
We call on hardware, building material, general 
stores, wholesale groceries, department stores, on 
straight commission, with exclusive sale in the 
South East. Address H-143, care of Harpware 
Ace, 100 E. 42nd Street, N. Y. City. 








New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

Ohio Hardware Association, an- 
nual convention and exhibit, Feb. 16- 
19, 1943, in Cincinnati, Ohio. Head- 
quarters, convention sessions and ex- 


hibit all at the Netherland-Plaza Hotel. 


Jehn B. Conklin, 175 S. High St., Co-. 


lumbus, Ohio, is secretary. 


Southern California Retail Hard- 
ware Association, annual convention and 
exhibit, Feb. 24-25, 1943, in Los An- 
geles, Calif. Convention headquarters, 
sessions and exhibit at the Elks Club. 
J. V. Guilfoyle, 509 Rives Syrong Build- 
ing, Los Angeles, Calif., is managing 
director. 

Virginia Retail Hardware  Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 25-27, 1943, in 
Kansas City, Mo. Headquarters will be 
at the Hotel President, convention ses- 
sions at the Little Theater, Municipal 
Auditorium and exhibit at the Mu- 
nicipal Auditorium. Frank H. Spink, 
322 Scarritt Bldg., Kansas City, Mo., 
is secretary. 

Wisco Hardware Co. annual conven- 
tion, Jan. 26-28, 1943, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is secretary and_ general 
manager. 

Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 
H. A. Lewis, Stevens Point, Wis., is 
secretary-treasurer. 


‘The Dean’s Page 


(Continued from page 53) 

man of the meeting. He repre- 
sented the English government 
and was there to protect the inter- 
ests of the English people. This 
was much better and more orderly 
than our plan. The government 
and the manufacturers fixed mat- 
ters up in advance. Our govern- 
ment says “Go ahead and do as 
you please, but afterwards if we 
don’t like it, we will give you a 
kick in the plants.” 
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IGDAZAZN 


for Safety . Economy - Good Service 


THE CLEVELAND CHAIN & MFG. CO. = 








DEALERS! 
CHICAGO LOCKS 


Give You 
MORE fo Sell! 


The Famous 


oe) 8): 7m ae Mele i, fe 
Chicage Padlock 


Hardware Dealers! — Investigate 
the CHICAGO LINE—where ALL 
Locks — lock BOTH sides of 
shackle . .. and see how this 
“Double Locking’’ Security will 
step UP sales—for YOU! ... and 
remember — there’s a CHICAGO 
Lock for EVERY PROTECTION 
need! 


CHICAGO LOCK CO. 
2024 N. Racine Ave., Chicago, ill. 


























Sliding Door Track 


A high priority 
item for contrac- 
tors engaged on 
large war proj- 
ects. Send us the 
\ orders. We can 


ship promptly. 
Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
HOLYOKE, MASS. 


4211 HARDING ST. 














—those your 
customers de- 
mand today. 


W rite for Catalog 


Brown & Sharpe 
Mfg. Co. 
Providence, R. |. 











BROWN & SHARPE 


eo ee 








A SUPERIOR SCREWDRIVER J9Z £ZG THE AUTOMATIC GRIP 
at QU: , =N blade, tempered entire quality screwdriver. Adver- 


4 COLOR 
COUNTER 





GRIPPER 
SLIDES UP BLADE 
WHEN NOT IN USE 
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PATENTED 


DISPLAY * i \ 































| SANDVIK 


PULPWOOD SAWS 


AND 


BUCK SAWS 
(FOR CUTTING FIREWOOD) 


¢ SAVE TIME 
¢ SAVE ENERGY 
¢ SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


47 WARREN STREET NEW YORK, N. Y. 


AMERICAN sare CRAYONS 














INDUSTRIAL CRAYON ciRcUL aaa 


THE AMERICAN | pf CRAYON COMPANY 


12 HAYES AVENUE al SANDUSKY 


DALLAS 


-- the Ideal 
GIFT 


and Year 
"Round Seller 





Outing 
Sets 


$4 and $5 
—others as 
low as $1.75 


No. 304—Marble’s No. 49 Woodcraft Knife, with 4% inch blade and leather handle 
Leather sheath. Waterproof Match Box and Coat Compass. Retails complete for $4. 
No. 305—Same as Outing Set No. 304, but has Marble’s Woodcraft Knife No. 50 
with real staghorn handle. Retails complete for $5. 


Fine for Holiday stock, yet year ‘round sellers. Write for catalog. 


MARBLE ARMS & MFG. CO., Ginga s.a. 


Full featured: High quality value of an already high 





os oy ‘hand-ground bit; many tised in ''Popular Mechanics'’ 
have transparent, un- and ‘Popular Science’’ to 
breakable insulating handles 
Plus the patented, exclusive 
Gripper that doubles the 


UPSON BROS., INC. 


reach war workers. 
Order Thru Your Jobber. 
84 Exchange St., ROCHESTER, N. Y. 
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a 
AW DEMAND teak on siGuT! 
SEL TIOMALLY ADVERTISED 


DOOR-EASE 


STAINLESS STICK LUBRICANT 

Show it! Sell it! Every home 
needs it! Used like a crayon for 
things that stick or squeak. No 
styles . . . no seasons . . . no ob- 
solescence . . . no stock loss. 
Free display material. Write . . . 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 








EASES STICKING WINDOWS 


Sells at 








RELIABILITY 
POPULARITY 


ALWAYS LOOK FOR Pitt NAMI 





Genuine DOMES ¢/SILEN CE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 
= 10c SET-10c SET 





SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 













Domes of Sil — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








If he is not supp write fo 


N.Y.C 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl ae 
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A 
Acme Steel Co. 
Aluminum Good; Mfg. Co. 


American Chain & Cable Co., 
Inc. 


American Chain Div. 
American Crayon Co. 
American Grease Stick Co. 
American Mfg. Company 
American Molded Prod. Co. 
American Pad & Textile Co. 


| Ames Baldwin Wyoming Co. 





Arcade Mfg. Co. 
Armstrong Bray & Co. 
Armstrong Bros. Tool Co. 
Arrco Playing Card Co. 
Arvey Corp. 

Atlas Asbestos Co. 
Autoyre Co. 


Baker Mfg. Co. 
Boston Woven Hose & Rubber Co. 
Brown & Sharpe Mfg. Co. 


c 
Central Paint & Varnish Wk:. 
Cheney Hammer Corp., Henry 
Chicago Lock Co. 
Clarke Sanding Mch. Co. 
Clemson Bros., Inc. 
Cleveland Chain & Mfg. Co., The 
Cleveland Wire Spring Co. 
Coburn Trolley Track Co. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 


Cook Co., H. C. 
Coughlan Co., G. N. 
Cross, W. W. 


D 
Devoe & Raynolds Co., Inc. 
Dexter Co., The 
Diamond Calk Horseshoe Co. 
Domes of Silence, Inc. 
Drake Elec. Wks., Inc. 


E 


Economaster Products Co. 


F 


Fau'tless Caster Corp. 
Federal Tool Corp. 
Florence Stove Co. 


6 


General Elec. Co., 
Graham Mfq. Co. 
Greenfield Tao & Die Co. 
Greenlee Tool Co. 
Griffin Mfg. Co 


Lemp Div. 


Hill-Shaw Co. 
Huenefeld Co. 


! 
Independent Lock Co. 


« 
Keystone Stee! & Wire Co. 


L 


Larson Co., Chas. O. 
Lufkin Rule Co., The 


M 


77 | Malleab'e Ran2 Co 

99 | Manning, Bowman & Co. .... 
Marble Arms & Mfg. Co. .... 
20 | Master Lock Co 

22 | McGraw Elec. Co. 

% Meyercord Co., The 

% Miller, Inc., Robert E. 

2) Millers Falls Co. 

91 | Milwaukee Stamping Co. 
Moore Push-Pin Co. 


| 
14 Mortell Co., J. W. 

9 Myers & Bros. Co.. The F. E. 
90 

89 

63 | N 


60 | National Brass Co 
83 | National Lock Co. 
93 | National Mfg. Co. 
New England Screw Co. 


16 ° 
93 


95 Onthank Company 


Oxford Tool Co 


90 P 
45 | Pecora Paint Co., Inc 
95 | Playpal Toys, Inc. 

91 | Plymouth Cordage Co. 
79 | Prime Mfg. Co 


95 R 

93 Railway Express Agency, Inc. coat 
85 Express Div.) 

92 | Raybestos-Manhattan, a 

39 | Ray-O-Vac Co. — 

96 | Remington Arms Co., Inc...... 
Rockford Brass Wks. ........... 


Russell, Burdsall & Ward Bolt & 
Nut Co. pRihises 


41 | Ryerson & Son, Inc., Jos. T. 


% s 


88 | Sandvik Saw & Tool Corp. 
Sheffield Bronze Powder & Stencil! 
Co. 


Simonds Saw & Steel Co. ..... 
85 | simoniz Co., The 

Smith, Inc., Landon P. homie 
Soilicide Laboratories 

Stanley Tools 


= Starrett Co., The L. S. 
14 Stevens Walden, Inc. 


r 
{ 


17 | Taylor Instrument Companies 
92 | Turner, Day & Woolworth Handle 
Co. : 
% 
65 
U 
Union Hardware Co 
Upson Bros., Inc 


v 
Vaughan & Bushno!l Mfg. Co. 
Vichek Tool Co. 
23 


| Ww 
Wickwire Bros., Inc. 


Winchester Repeating Arms Co. 
Wood Shovel & Too! Co. 





| 


85 v 
88 | Yale & Towne Mfg. Co., The 


85 
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83 
92 


75 
93 


73 


95 


47 
10 
86 
43 


86 
67 


5! 


6! 
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70 
78 


98 
15 
18 
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Actual size of sheets 9¥ by 12 inches over all; writing area 
8. by !1'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 
leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventorv Sheets because 
thev found them simple. convenient and handv 
to use. The WHITE INVENTORY SHEETS are 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 


Gentlemen: 

Here is my $ ..+ Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me . Binders (50¢ each). Send these to me by return mail. 
NAME ee Piva sins bag hawt dds dmaemeatewia FUE oo wkinSe cde oc Setes F 
ADDRESS ........ is 4d ana SD iranian Ang Oe he ae Oe ROI ae Fe ce nina seas Ap aabunanee Pre mensals STATE 
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Simplify Your Stock Taking with the 


Harpware Ace Wuirte Inventory SHEETS 





the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 

these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 
Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 
supply today. 


11-12 































@ The man at the head of the line today is Uncle 
Sam. And we know right well why he is there— 
why he must be served first and how we can help 
him by standing promptly aside when the goods 
we want are goods he must have at once. 

® Cortland wholesalers and dealers have realized 
frorn the day of Pearl Harbor that many Cort- 
land products would be hard to get. It was 
obvious that Cortland’s excellent facilities for 





= geen, 


WIRE SCREEN WIRE CLOTH * POULTRY NETTING « NAILS 


WICKWIRE BROTHERS, INC. 


CORTLAND, NEW a 


making steel wire and wire products would “‘fit in” 
with the war program in many important ways. 
@ If your stocks of Cortland wire products are 
running low, remember it’s only for the dura- 
tion. America is going to win this war and among 
the product veterans you will be glad to welcome 
back to civilian life will be those long favored 
Cortland Brands of screen wire cloth, hardware 
cloth and netting. Their standing in the hard- 
ware trade has been built on qualities of strength, 
weather resistance and durability no war can 
efface from the memory of those who have used 
them during the past 65 years. 













THROW YOUR 
SCRAP (N10 THE 
FIGHTL | 


BRANDS 





HARDWARE AGE 







WICKWIRE BROTHERS, INC. 


ORTLAND 
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FOR PLANS 


Go Into a Huddle with 


I—The jobber’s salesman can keep you posted on 
what items to feature for greater sales. He has good 
judgment, based on observations of what other aggres- 
sive stores do. 

2—He can suggest proper substitute merchandise as 
certain items become unavailable. 

3—He can help you maintain a higher stock turnover. 
Being a regular caller, he can do as much as anyone 
we know of to keep your stocks up-to-date. 

4—He can suggest means of moving shelf warmers. 


THAT SCORE... 


Your Jobber’s Salesman 





5—He can give you ideas in tune with the times. ..con- 
servation of certain items, promotion of others. 


6—He can tell you how to make novel window and 
counter displays for sales and patriotic appeal. 


Our stocks of VIKO and COMET Aluminum ware 
have long been exhausted, but when victory brings 
peace and unlimited supplies of aluminum, the jobber’s 


salesman will bring you greater values than ever before 
in VIKO and COMET Aluminum Utensils. 


ALUMINUM GOODS MFG. CO., MANITOWOC, WISCONSIN 
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THE GUARANTEED ALUMINUM 
A MIRRO PRODUCT 


























THE POPULAR ALUMINUM 
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RANGES « STOVES * OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 
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